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Proposition of Forming New Mill Supply 
Organization Now up to Members 
of Three Associations—Proposed Con- 
stitution and By-Laws 


MILL SUPPLIES Announces Advertising 
Service for Distributors to Sell Con- 
sumers on the Benefits of Dealer 
Distribution 
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ing Credit Losses—Banks Are Our Greatest 
Jokers 

Demand Supported at Fair Levels According to 
Valve Index Joseph H. Barber 

Good Future for Denver Territory 

Harold Monahan 
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“The Mill Supply Salesman’’ Section 
Blow-Torch Sales Field Unlimited 
Homer A. Plunkard 
Seller’s Attitude Toward Competition 
Frank Farrington 








Business from ‘‘Nowhere”’ 
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“GENUINE DETROIT” 


Grease Cups 


Genuine Detroit Grease Cups are supplied in pressed 
steel, pressed brass and cast brass, in a large variety of sizes 
and threads. 


They are strong, durable, well designed and nicely 
finished. 


They are carefully manufactured of high grade metal 
and each cup is thoroughly inspected before shipment. 








Full information gladly furnished upon request. Write 
for catalog and prices. 





DETROIT LUBRICATOR (OMPANY. 
DETROIT, MICHIGAN 



























Strength 
|] Utility 
~ Durability 

















©“ HE Columbian line of vises, which in- Columbian line are able to meet every vise 

cludes a vise for every purpose, not demand from the trade. The many exclu- 
only gives you these three qualities which sive patented features found in Columbian 
every mechanic looks for but gives you a Vises have made them popular with me- 
full range of sizes. Distributors of the chanics everywhere. 


THE COLUMBIAN VISE & MFG. CO. 
CLEVELAND, OHIO 


INMBIAN VISES 


Trade Mark Reg. U. S. Pat. Off. 
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Why does the P. A. order 


RED CAP BROOMS by Name? 


Simply because his records show that RED CAP Brooms clean better and 
faster and give longer service than any other brooms he can buy. 

For more than 38 years, RED CAP Brooms have been the choice of the 
leading industries of America. “Today more Capital RED CAP Brooms 
and Brushes are sold than all other makes combined. 





What Does This Mean to the Distributor ? 





It means that the CAPITAL Line sells faster and more easily than any 
other, with larger volume, steadier repeat business, greater profits. 


Records of RED CAP distributors show that they turn their broom 


meet practically every commercial account from three to twelve times a yvear—with an average of 515 
? A : sf a Bie Ai 
requirement. RED CAP Brooms are times. Is it strange, theretore, that 76 percent of our distributors have 
Ws. f : been selling RED CAP Brooms for 10 years or more, and that most 
used in warehouses, mills, factories, of them handle the CAPITAL Line exclusively ? 
stores, garages, barns, ete. CAPITAL 
Brushes are made for cleaning floors, If you are not handling the CAPITAL Line, you are missing a big 


chance for steady, certain profits. We will gladly send information 
about our line and details of our Distributor co-operation plan that is 
helping hundreds of dealers sell more brooms. Your inquiry will be 
tile mills, ete. appreciated. 


The INDIANAPOLIS BRUSH & BROOM MFG. CO. 


Established 1890 


33 s2 INDIANAPOLIS, INDIANA 


machinery, streets, switches, ete. 


Special equipment for canneries, tex- 





26 N. Brush Street : 











Three Profitable Lines for Supply Houses 


“SAGIN AW” 


Trolleys, Trucks 
and Casters 




















“SAGINAW” 
TROLLEYS 


Made of 
Pressed Steel 
and Drop 
Forgings 


“SAGINAW” 
CASTERS 

Pressed from 

heavy steel. 






The 
‘Handy Man” 


for all hand truck- 


Twenty sizes 
—light and 





Six Sizes heavy duty. i 

4 to 3 Tor oS . ing. A money 
Lona Ball bearing Peas tes er 

sall bearing saver in mills, fac- 

For 4’, s", 6” swivel. tories. shops, ware- 

anc se : ae , ae 

8” I beams. Roller bear- houses and shipping 


ing axle. rooms. 


Ball and List S16 


Stee _ 
Roller ‘ Le el, rubber 
Bearing tired. 


Nationally Advertised and Now - eas 
~ ° ° : ‘ Bt s s 
Selling in Many Mill Supply Houses Poices am the 


Manufactured by ““Saginaw’’ Lines 


SAGINAW STAMPING & TOOL CO. 


SAGINAW, MICHIGAN 
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WALWORTH 
PIPE TOOLS 
& WRENCHES 


Made of high carbon steel. Caretully in- 
spected and tested. Standard taper is 34 
inch per foot. Right-hand threads always 
furnished unless left-hand is specified. 

Left-hand threads at same list, but differ- 


ent discount. 














ROLLER CUTTER 


Frame, swing block and handle are made of high 
grade malleable iron. Spindles are cold rolled 
steel. Wheels are made of special alloy steel, heat 
treated and properly hardened. Cutting edge of 
wheel is ground after being hardened. Pins are 
high carbon steel hardened. The rollers which fit 
against the pipe and hold the cutter in position 
also serve to flatten off the burr left on the pipe 
by the cutting edge. Made to take pipe up to 
three inches. 


WOOD HANDLE 
Sizes 6 to 14. inches 


rrr 


STILLSON 


= 


l 





A COMPLETE 


PURPOSES 





GIRTH 


LOCK BOLT 
F PO ean 
ae LOCK BOLT SCREW A HANDLE 








SLIP PIN 


PARMELEE WRENCH 


The Walworth Parmelee Wrench is especially 
recommended for use on brass or nickel plated 
pipe. Its perfect ratchet action grips like the 
human hand. No lost motion. Works in closest 
places. Makes or breaks tightest joints. No teeth 
—it does not chew or mar the most highly pol- 
ished surface. Will make up nipples without 
damage to threads. Sleeve lock design for pipe 
up to one inch only; nut lock for all sizes up to 
four inches. 


STEEL HANDLE 
Sizes 6 to 48 inches 





Walworth Master Stillson 


Working with a high grade carbon steel, Wal- 
worth has produced in the new Master Stillsona 
superb pipe wrench, vastly stronger and tougher. 
Expert forgemen hammer out jaws and handles 
from white hot steel bars. From new annealing 
and heat treating furnaces, hardening pots and 
oil baths, the Master Stillson bars and jaws de- 
rive strength, toughness and durability far supe- 
rior to even the old Walworth Stillson. And these 


THE WRENCH 


WITH 


processes, automatically controlled, assure uni- 
formity in finished wrenches. 

There has been no change in basic design, the 
correctness of which has been proved by millions 
of workmen the world over. The improvements 
lie in the treating of the steel, adding more than 
50 per cent to the strength of the wrench. You 
will know the Walworth Master Stillson as 
genuine by the new red lacquer handle and the 
diamond trade-mark. 


THE RED HANDLE 


LINE FOR ALL 


WALWORTH 


WALWORTH INTERNATIONAL Co. 
Foreign Representative. 11 Broadway, N. Y. 


Distributors in Principal Cities of the World 
General Sales Offices: 51 E.42nd St., New York 


WALWORTH Co., LIMITED 
10 Cathcart St., Montreal, P.Q. 
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THE NEW 
“TOLEDO” RATCHET REAMER— 


Is certain to meet a ready response from your trade, as it possesses Many superior fea- 
tures. The cutter blades are cast solidly in the head and ground with variable clear- 
ance to assure the easiest possible cutting of each size ot pipe. They are made of high 
speed steel. They outwear ordinary blades. Easily re-sharpened, or when worn out the 
entire head can be replaced at moderate cost. ‘The unique handgrip provides a more nat- 
ural position for holding the reamer while cutting. The polished tubular handle is light 
in weight and unbreakable. The ratchet head is enclosed thus keeping the moving parts 
free from dirt, and oversize thereby assuring longer life to the ratchet parts. 








The new “TOLEDO” Ratchet Pipe Reamer lists at $7.0 


I and sells at a net price of 
$5.60 (West of Rockies $5.95) F. O. B. Toledo, Ohio. 


Further information gladly furnished on request. 


When Better Tools are Built They’re Built by— 
"TOLEDO" 
Vy 
THE TOLEDO PIPE THREADING 
MACHINE CO. TOLEDO, OHIO 























profit maker 


that excels in Service 


« Pacemaker 
us Delting 





The Cincinnati Rubber Mfg. Co. 


Cincinnati, Ohio 
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Get the FACTS--then it Will Be Easy to 
decide upon the right drive 


First of all, get the facts. Know about Where machines can be grouped, a 
both electrical and mechanical drives larger motor supplying several machines 
because there is a place for both in from a line shaft represents substantial 
your plant. savings and higher operating efficiency. 


Plant layouts made with due The Power Transmission As- 
regard for the power require- sociation through its Board of 
ments of each department Advisory Engineers, places 


spell economy both in first facts at your disposal without 
cost and maintenance over cost to you. 
the long swing. 





A frank outline of your prob- 


For example where power de- unaen OF lem will put you in touch 
mands are constant or mach- POWER TRANSMISSION ASSOCIATION with an engineer who is ex- 
ines isolated individual motors perienced in the solution of 
are the economical choice. problems similar to yours. 


oKE 


MARKED 


elf-Aligning HANGERS Ball-Bearing 


SKF INDUSTRIES, ee es basen fs St., New York, N.Y. 
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YALE HANDLES LOADS BETTER 


YALE EQUIPMENT IS BEST 









i eae fé f.. “a @ oe: = So. BEE sxcroscnam ~ 
An Installation of Single I Beam 
Cranes with Electric Twin Hook Hoists 


Co-ordinate your production through scien- 
tific handling of all materials and work in 
progress. 


Our engineers have extensive practical 
experience gained in co-operating with many 
industries—an experience Yale makes avail- 
able to every plant, but which no one plant 
alone could acquire. 


Place your plant material handling prob- 
lems in the hands of your man best 
equipped to co-ordinate your re- 
quirements on the basis of studied 
relations to work in progress. Dis- 

card haphazard and costly 

methods, and utilize Yale 
3 superior handling equipment. 
Yale offers you without cost 
expert consultation and affords 














YALE K22 Elevating Platform Truck 
handling a metal box skid of castings 


you lowered production costs. Yale equip- 
ment will definitely pay for itself several 
times a year. 


Each Yale part is made with expert care 
not merely that it be a perfect part but that 
the entire truck, tractor, trailer, chain block, 
electric hoist, trolley, hand traveling crane, 
winch, assembly, etc., may permanently 
function with maximum maintained effi- 
ciency. Each piece of equipment is designed 
to best perform certain types of work. 


Supplemental equipment such as skids, 
cranes, lifting forks, etc., imparts a great 
diversity of uses, and a great versatility to 
Yale Electric Industrial Trucks. Yale will 
definitely save you money, give you lowered 
costs and increased profits. Write today 
for details. 


The Yale & Towne Mfg. Co., Stamford, Conn., U.S. A. 
Canadian Branch at St. Catharines, Ont. 


YALE MARKED 


IS YALE MADE 





Hoisti ng * Conveying Systems 
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This Kind of 


Performance 
Means Profit 
for You! 


ORE power for more years—that’s 

what manufacturers know 
REEVES Wood Split Pulleys will give 
them. Because REEVES Pulleys are 
stronger. lighter, run truer. deliver 
more power, and last longer on the job 
than any cast iron or steel pulley ever 
made. 


No wonder REEVES distributors make 
real money and real profits!) Manufac- 
turers know the value ef REEVES per- 


formance —and distributors find 
REEVES Pulleys easy to sell. 
What kind of pulleys do you sell? 


Write or wire today for details on our 
attractive sales proposition. 


Reeves Pulley Company 
Established 1887 


Columbus, Indiana 


REEVES 


Wood Split Pulley 


UR catalog M-33 gives 

full information about 

the construction of 
every pulley in the REEVES 
line. Send for it and find out 
why hundreds of dealers and 
thousands of users have found 
that REEVES Pulleys are the 
finest they can buy at any 
price. 











They'll always Specify 
RAHMANN 











“THAT belt has given us sleady, 

reliable service for over twenty 
years, and when the time comes to 
buy a new one, you can bet the boss 
will get another Rahmann. He knows 
this belting!” 


ND the dealer who knows good 

belting knows that Rahmann 
customers are always satisfied cus- 
tomers. In buying Rahmann Belting 
their customers have secured the 
highest grade of belting that can be 
produced. They have experienced 
the prompt, cooperative service of the 
Rahmann engineers when repairs are 
needed, and when they need advice 
in belting problems. When one Rah- 
mann Belt eventually wears out they 
will buy another Rahmann. Dealers 
who realize this and who have taken 
advantage of the Rahmann selling 
plan are finding their belting profits 
rapidly increasing. 


RITE now for full information 

and for illustrated booklet giving 
complete description of all brands of 
Rahmann Leather Belting. Find out 
how the Rahmann selling plan can 
help your business. 


GEO. 
RAHMANN & CO. 


31 Spruce St., New York 
NEWARK SYRACUSE 


sti 
Og = Ty 


POWER TRANSMISSION ASSOCIATION 


RAHMANN 
Leather Belting 
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Shafting 
Hangers 


Pulleys 

Flexible 
Couplings 

Friction 


Clutches 


Pillow 
Blocks 


Ball 


Bearings 
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™ a 
POWER TRANSMISSION ASSOCIATION 








It Is Profit Making Time 
with the U. G. 


Automatic Belt Contactor 


VERY day, the demand for the U. G. Auto- 
matic Belt Contactor is increasing. That 
means more sales, more profits. 


There is a logical market for this power saving, 
space saving, belt saving power transmission unit. 
Its decided savings are aptly illustrated in the 
line drawing shown below. 


The U. G. Automatic Belt Contactor has a definite 
sales appeal. Your salesmen will find less sales 
resistance when they offer this economical, money 
saving appliance. 


Then, too, behind it, is the manufacturing ex- 
perience of 70 years in the production of power 
transmission appliances—an experience that has 
dollar and cents value to any dealer. 


We’d be glad to tell you how the Wood’s Line of 
Power Transmission Machinery will make sales 
easier and better. An inquiry involves no obliga- 
tion on your part, of course. 


~“E>=>. POSSIBLE SAVING OF 
) BELT-AND FLOOR SPACE 


6 














T. B.Wood's Sons Co. 


Chambersburg, Pa. 


WEW ENGLAND BRANCH: SOUTHERN BRANCH: 


Cambridge, Mass. Greenville, S.C. 





Makers of power transmission machinery since 1857 
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Saving in Fuel 





NLY a ‘‘Man-size’”’ steam 
trap can give your cus- 
tomers a ““Man-size’’ fuel saving 


American through its efficiency. 


Anderson Traps will deliver live, 


° | 
Swiss hot, dry steam to every square 
‘ | foot of heating surface by con- 
Files 


tinuously and automatically re- 

moving condensation as fast as 
A survey among users of American Swiss Files has | it accumulates. Its valve and 

shown that manufacturers are getting on a conserva- | seat are water-sealed, positively 

tive average over 25% longer life from American : i é 

Swiss Files. This makes a worthwhile saving in | preventing live steam escaping. 

filing costs in small shops as well as large ones. | A gauge glass instantly shows 
From the hundreds of enthusiastic letters on file at | he : : 

our offices, we quote a New England stoker manufac- oe ten working. 

turer, who writes :— : ‘ 

xd Splenda _ ae The generous size and capacity 
‘This choice has resulted in from 25% to 35% sav- f Aad T 

ing in file costs and it is remarkable the way the or an /inderson 1fap mean years 

American Swiss Files stand the abuse and hard usage, | of honest work for its owner. 

which we subject them to.”’ : R ; | 

. Selling Anderson ‘“Man-size” | 
Steam Traps means that you are | 


giving your customers the most 


When you add to this worthwhile saving the fact 
that fine tools in the hands of a mechanic not only 
inspire him to a higher grade of workmanship but 

















allow him to turn out more work with less effort, the | E : 
savings possible in the use of American Swiss Files are | steam trap service for their 
worth considerable thought. | money. Send today for catalog | 
, , . | and sizes on various models of | 
American Swiss File & Tool Co. ‘And “1 ae? T | 
410-416 Trumbull St., Elizabeth, N. J. nderson “Man-size” Traps. 
“TRADE 
i || THE V. D. ANDERSON Co. 
ais — — 
soe 1944West GAN \3-te)Nby Cleveland 
era 96th Street mee IN’ ++ Ohio-- 





ocho 
Files of Precision | 
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Pulleys that Grip 


USE NATVIOWEL belts : 












PRUCOLITE pulleys are built of compressed 
spruce to have the greatest coefficient of friction 
of any known pulley* . . . and slippage, not load is 
the usual determining factor of belt width. 
Compressed Spruce should not be compared with 
ordinary laminated wood. Compressing, from 30 to 
70 percent, produces a new dense and fibrous 
material that weighs in the finished product only a 
fraction of cast iron or paper. While Sprucolite. is 
tough and hard, resiliency is retained. These 
pulleys, therefore, outwear paper and withstand 
shock loads and vibration that would prove im- 
possible to cast iron. 


And while they cost no more to buy, the reduced 
slippage enables you to do the same work with 


narrower belts—and wide belts cost real money. 
Price list and detailed information sent on request. 
Address the Sprucolite Corporation, 342 Franklin 
Ave., Bloomfield, N. J. 





Sprucolite also manufactured and sold on the Pacific 
Coast by Pacific Compressed Spruce Products, Inc., 
oO Senuce. wt 


SPRUCE Tacoma, Wash. 
% * x xe Ro 
yPRucott] | \PRUCOLIT| Sprucolite Pulleys for factory use are distributed exslusively 
LOOMFIELD 


through supply houses. Present dealers find them quick to 

NEW - aera sell, therefore profitable to handle. They tell us that general 

*See data under Pulleys Kent’s Hand Book interest in them serves to make contacts for the dealers’ salesmen, 

1923 and thereafter. Better grip permits the that result in sales for other merchandise as well as in Sprucolite 
use of closer centers. Pulleys. Let us send you our dealer's proposition. 
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Ee nC OR 


‘**M ARVEL”’ 


High-Speed-Edge Hack Saw 


BLADES 


with High Speed Steel Cutting Edge 








Won't Snap! 


=>) . 
' Won't Break! f= 


The hack saw blade 
that helps you do more 
is the blade that won't 
break. 


It’s a fine thing to know that 
the hack saw blades you use can 
always be depended upon— 


You can work faster and do more work in a given time 
when you don’t have to worry about a blade snapping 
at a critical time. ‘“‘Marvel’’ Blades never fail you in 
any emergency. 


Confidence is as important to you as SKILL. *‘‘Mar- 
vel” Hack Saw Blades inspire confidence. They 


stand every test. They cut faster, last longer. They 
are economical. 


Tool buyers who demand full VALUE for their 
money declare “*Marvel’’ High-Speed-Edge Hack Saw 
Blades to be the best obtainable 


If these advantages are important to you, write today 
for complete description, sizes and prices of these 
marvelous, work-saving ‘‘Marvel’ blades. Simply 
address 


ARMSTRONG-BLUM MFG. CO. 


“‘The Hack Saw People’’ 
353 N. Francisco Ave. 2 Chicago, U. S. A. 
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A Profit. 
All Round ' 











i, 


That’s the equip- 
ment you like to sell 

yielding satisfac- 
tion all ’round, and 
profit to all. 


This 
Platform 


i a) Make: 
™ Sy All The 


fs ~ |, Difference 
4 
ie Ess 
/ Fad . % - 
y . \-@ - A 
/ Ye {Handy aso, 
Lf . . nok / j a) 
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Gold Me 
Safety Platform Ladder 


VERBODY benefits. The man on 

the ladder gets better and safer 
working conditions. —,The man who makes 
the sale gets his honest-to-goodness prof- 
it, and the reorders as they follow. The 
employer gets freedom from the risk of 
ladder falls, gets speedier work, better 
done, because his man is safe and secure. 





The safest ladder ever made. Far 
superior to the common step ladder be- 
cause of the sensible square platform, the 
side rails that brace the legs and the 
“‘tool rack’”’ top. 


Write for Distributor’s Plan. 


THE PATENT SCAFFOLDING COMPANY 


Philadelphia, Pa. Boston, Mass. Chicago, Ill. St. Louis, Mo. 
2835 Bridge St 49 Ellery St. 1550 Dayton St. 6168 Bartmer Ave, 
Atlanta, Ga. New York, N. Y. San Francisco, Cal. 

44 Haynes St., N. W. 3821 Sherman St., L. 1. City 270-13th Street 
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Cle-Forge 
High Speed Drills 
cut asharp 48% hole® 
through drill / 


costs! f 










12-drill set 
up on cast iron 
shell (see photograph 
at lower right) demon- 
strates nearly 3 times as 
many holes for Cle-Forge 
as against carbonsteel drills Ge 
previously used — 55 000 ™* 
against 19,950 holes—and 
% of each Cle-Forge 
Drill left over for 
other jobs! 


























Eight 23/32-inch, two 9-inch and two 34-inch Cle- 
Forge Drills are chucked in a National multi-spindle 
drill press for this job. Spindle speed for all drills is 
600 r. p.m. Cutting speed is 58.9 f. p.m. for 38-inch 
drills; 98.2 f. p.m. for 5g-inch drills and 112.9 f. p.m. 
for 23/32-inch drills. Automatic feed is set at .0042” 
per rev. 
















Cle-Forge 
Drills had a life of 
100 weeks; carbon steel 
drills lasted 36 weeks. Dur- 
ing these periods, 36 carbon 
steel drills broke —but only 114% 
Cle-Forge. Although the original 
cost of Cle-Forge Drills was more 
than twice the cost of carbon steel 
drills, the ACTUAL cost of Cle- 
Forge was just one-half the cost of # 
carbon steel drills — per 100 parts & 
drilled! Proving, once again, / 9 
that the CostT of a twist y-, 
drill is in its PER- 9 
FORMANCE — not 
its price. 


i 









Illustration shows jig (which is attached to 
spindle head by springs) lifted 
away from the work. 























The com- 
plete story of this 
Cle-Forge High 
Speed Drill perform- 
ance has been put into 
convenient folder form 
for easy study. 


May wesend youacopy? You » 
will be under no obligation | 
whatever. Simply write. _ 
‘*Send me your Di- 

_ gest No.61"",. 34 


vd 






TWIST DRILL 
COMPAN Y 
CLEVELAND 
NEW YORK-CHICAGO-LONDON 
TRADE MARK REG. U. S. PAT. OFF. AND FOREIGN COUNTRIES SAN FRANCISCO 


«Manufacturers of Carbon and Cle-Forge High Speed Drills for ev ery purpose; 
““Mezzo”’ Super- -Carbon Drills; Hand. Jobbers’ and Shell Reamers: “Peerless” 
High Speed Reamers; “Paradox” Adjustable Reamers; “Quick-Set’’ Reamers; 
‘Spirex’’ Machine Taper Pin Reamers; Chucking Reamers for Turret Lathes; 
Counterbores; Countersinks ; Sockets ; End Mills; and the 
“Ezy-Out”’ Screw Extractor. 











When writing to Advertisers please mention Mitt Supp.ies 

























UODUUSS August, 


1928 





Executive Offices: 














HE orders you take come 
under the watchful eye of the 
credit man. 

How about the orders your 
company places—the orders that 
you make? 

If the reliability of the manu- 
facturer is checked when you sell 
it should be checked when you 
buy. 

Whether his is a dependable 
source of purchase is important to 
learn before—not after his prod- 
ucts are in your plant. 

What can you expect in the 
way of prompt and continuous 
deliveries? 


W hat about quality uniformity? 


Ou are your 
a6 redit Man When 
— = tt cones to 


~{ Buying Orders 


Has he the ability to finance 


your orders? 
* o* * 


A reliable aid is here—in this 
publication. Most of the manu- 
facturers in this issue have been 
running their advertising in this 
publication continuously year 
after year. 

They are established. They do 
not advertise something they can- 
not deliver. They cannot deliber- 
ately exaggerate product merit or 
institutional service. 

Why? Because this publication 
is A.B.P.—meaning it is a mem- 
ber of the Associated Business 
Papers. This means, broadly, 
that this publisher has that basic 
A.B.P. requirement—integrity. 

If a product you need is not 
advertised in this publication, ask 
the publisher to direct you to a 
reliable source. 


This publication is a member of 


The ASSOCIATED BUSINESS PAPERS, Inc. 


An association of none but qualified publications reaching 
the principal fields of trade and industry 


220 West°42nd Street, 
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Let 5 Elephants 
Lace Your Belts 


Pressure exceeding the weight of five full grown ele- 
phants (to be exact —45,900 pounds) is exerted by the 
Clipper No. 8 Speed Belt Lacer. 

Yet this remarkable machine weighs only 100 pounds, 
occupies little space and can be operated easily by a 
single shopman. 

Any belt up to 8 inches in width can be laced in one 
and one-half minutes. Its powerful jaws force a uni- 
form row of Clipper Hooks smoothly and evenly into 
the belt end—absolutely flush with the surface. 

You can be assured of strong, light, lasting belt joints, 
made with almost unbelievable quickness and effi- 
ciency, if you lace your belts with the Clipper No. 8 
Speed Lacer. 

Weight only 100 pounds. Furnished with or without 
stand. 


Every lacing requirement is anticipated by Clip- 
per Products—Hooks, Pins, Lacers and Cutters. 


Clipper Belt Lacer 


GRAND RAPIDS xc. =<] MICHIGAN 
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The CHICAGO Line Ball Bearing; Equipment 


Consider the advantages: 








Simplest possible construction. 

Fit present equipment. 

Lubricate but two or three times a year. 

Hot bearing impossible. 

No noise—no dirt. 

No dripping oil. 

Operate with reduced power and mainte- 
ewe = = nance costs. 





DAGGETT Ball Bearing Loose Pulley Territory for live dealers. 


Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 


All Forms of Power Transmitting Appliances 


MAIN OFFICE: 
17 No. Desplaines St., 


Chicago, III. 
DAGGETT Ball Bearing Journal — 











TA yY L.C FS Sling or 
DEE Hoisting 
aE SABA Chains 

Sesides making the three styles 
shown, all of which we carry in 
stock, we make special sling or 


hoisting chains to blueprint or 


sketch 


Supply Houses will find a wide 
sale for these chains. ‘They are 
used with chain hoists and cranes 
in machine shops, boiler shops, 
railroad shops, mills, factories, 
foundries, quarries, structural 
work, ete. 


We supply a useful table showing 
safe loads for ‘lavlor-Mesaba 
Sling Chains. Ask for catalogue 


and Distributors’ prices. 


S. G. TAYLOR CHAIN CO. 


P. O. Box 117 Hammond, [Indiana 
MANUFACTURERS OF 
Proof Coil, B. B., B. B. B., Twist Link, Bright Chain, Bright Liberty Coil, Trace, Steel Loading‘ 
Mesaba Iron, Dredge, Conveyor, Log Haul-Up, Log and Binding, Railroad, Wagon and Stay, Pock« 
Wheel, Stud Link Anchor, Close Link Anchor, Derrick, Tow and Rafting Chain, and Chain Fittings 
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. Extra Muscles 


of Steel 
on Every Link 


T: distinguishing mark of “Inswell” chain is the 
extra flash of reinforcing material ... the extra 
muscle of steel that strengthens the weld. You will 
find it on every link. 


In “‘tests to destruction’’, ““Inswell’’ chain has been 
shown to be 25% stronger at the weld. 


That’s a selling point you won’t want to overlook. 
It means a chain that lasts longer, reduces chain 
costs for your customers «+. and for you, “Inswell” 
repeats—that builds business as well as profits. 


COLUMBUS MCKINNON CHAIN COMPANY 


Manufacturers of the famous Dreadnaught Tire Chains 


General Sales Offices: Tonawanda, New York 

Plants: Tonawanda, N. Y., Columbus, Ohio 

In Canada: McKinnon Columbus Chain, Ltd. 
St. Catharines, Ontario 


cc iN SWE L .” 
ELECTRIC WELD 
CHAIN 
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TrucK CASTERS 


Whenever you have heavy duty caster 
problems in your plant, this Bond Double Ball 
Race Roller Bearing Wheel caster deserves serious 
consideration. In hundreds of plants it has 
proved its ability to carry heavy loads without 
fear or failure. 

The Bond Line of Truck Casters has a real 
message for you. 


\™ Bond Foundry & Machine Co. 


New York Office: 256 Broadway 


Manheim, Pa. Philadelphia Office: 617 Arch St. 
Chicago Office: 39 S. Clintcn St. 

















TO OUR FRIENDS IN THE MILL 
SUPPLY AND JOBBING LINE 
FROM YOU we derive by far the 

greater part of our total business. 
Isn't this an assurance that you can rely 
upon the quality, delivery, price and 
service you ll get from us? 


The Cleveland Wrorght 
Products Co. 
West 58th St. & Denison Ave. 
CLEVELAND, OHIO 





CAP SCREWS 
SET SCREWS 
S.A.E. and U.S.S. 
SEMI-FINISHED a | 
& CASTEL- 


vu. 
8. 8, THREAD 


MADE RIGHT—Heat-Treated. 1020 S.A.E. Specifi- 
"4 cation Steel. Accurate and Dependable. High Tensile 
Strength. Bright Finish. All Set Screws Case-Hardened. 


AMPLE STOCK—20 million screws and 10 million 


nuts, in 2,000 sizes and types always in stock. Prompt 
delivery of Accurate-Count, CLEAN Products. 


PACKED RIGHT—Dipped to prevent rusting, and 
packed in oil-proof, 6-ply, clearly-labeled Cartons, 
double-stapled and double-braced. Easy to stock, 
handle and sell. 


Send Us Your Inquiries 








LATED NUTS = \SET SCREW 


MILLED STUDS %,\_CUP Pony 
ETC., ETC. Re: 


Mitt Suppries 
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The Briggs Mfs.Co. use thousands of 


BLACK S DECKER 
Portable Electric Drills and 
Electric Screw Drivers 


The Briggs Mfg. Co. is one of the largest body building concerns in the world. 
Their production is so great that a saving of one minute per automobile body 
saves many thousands of dollars a year. 








Black €f Decker 
High Cycle 6” 
Portable Electric 
Drill in use at 
Briggs Plant in 
connection with 
a “Giant” Jig 
which holds an 


Driving screws 
by electricity at 
the Briggs Plant 
—a Black & 
Decker High 
Cycle Electric 
Screw Driver of 
course. 


entire automobile 


body. 


6 Black €&* Decker Heavy Duty Electric Drills 
permanently installed in a framing jig at Briggs Plant. 


The BLACK &* DECKER MFG. CO. 


TOWSON, MD., U. S. A. 
Black & Decker Mfg. Co., Limited, Toronto, Ontario Black & Decker, Limited, Slough, Bucks, England 





Branch Offices with Service Stations in 


BOSTON NEW YOR OAKLAND,CAL. ATLANTA DETROIT BALTIMORE KANSAS CITY LOS ANGELES PITTSBURGH 
BUFFALO PHILADELPHIA ST. LOUIS DALLAS CHICAGO MINNEAPOLIS CLEVELAND SEATTLE INDIANAPOLIS 


When writing to Advertisers please mention Mitt Suppiirs 
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ASK US THIS QUESTION— 


wi.Serve 
supply 






HE answer is full of meaning for every mill supply distributor 

who is facing today’s problem of competition direct from the 

factory. B.W.H. Service provides: 

l A line of products of rigidly standardized Quality, recognized for over a 
© half century. 


The backing of National Publicity, consistently maintained from year 
to year. 


salesmen with a practical working knowledge of the goods he is selling 
and their precise ge to the needs of his industrial trade, presented 


in a series of simp 


ae 
3 Sales assistance and educational work that provide every distributor’s 
" : 
e, easily understood letters. 

4. 


The protection of the iron-clad B.W.H. Policy of always dealing through 
the Jobber and keeping our distributors thoroughly competitive at all 
times. No branch stores, but large stocks at Cambridge and Chicago, in- 
suring prompt deliveries on all standard lines. 

If your present connection does not offer you this service, protec- 
tion and co-operation, may we present—without obligation to 
you—the complete details of the service which the above out- 
line can barely suggest? 


BOSTON WOVEN HOSE & RUBBER CO. 


CAMBRIDGE, MASS. 
Makers for over 50 Years of High Quality Mechanical Rubber Goods 


When writing to Advertisers please mention Mitt Suppiies 
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Nill Supoly Jobber Fttention! 
YOU CAN'T BEAT THE FORD TRIBLOC 


The walla iron babes with the high carbon chain 
and ball bearing load hook. # 

Sizes from + to 40 tons and a complete line of roller 
bearing trolleys. 


—————— 
FORD CHAIN BLOCK CO, PHILA.PA. 


riting to Advertis 
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with 
BONNE Y CV (Chrome Vanadium 


Wrenches 


Se These well-known wrenches are guaranteed not to break or 
spread, and the manufacturers, The Bonney Forge €¥% Tool 
Works, agree to replace, free of charge, any Bonney 
Chrome Vanadium Wrench which does not live up to 

this guarantee. 


Because of the tremendous strength of Bonney 

Chrome Vanadium, it has been possible to make 

these wrenches with pointed jaws, enabling 

the mechanic to use them in close quarters 

where it would be impossible to use an 
ordinary wrench. 


Through the use of Bonney 
Chrome Vanadium Wrenches 
you will greatly reduce your 
wrench expense in the long 
BONNEY NO. 25 SET run, ‘because they elimi- 
of *CV Chrome Vanadium nate your loss id obweletsael 
Engineers’ Wrenches ‘ the breakin g an fa | 
Bonney “GV Chrome Vane at. A peers COMME Ce 
dium Double End Engineers’ ordinary wrenches. 


Wrenches—different size 
| openings at each end. 


| This set takes care of 21 dif- 
ferent size nuts and bolts 
from '/,"' U. S. Standard to 
| 34° Hex Cap Screws. 


| 
PRICE $825 


ae 





The leading Mill Supply Distributors carry these wrenches in stock. 
*CV is a Bonney BONNEY FORGE &®° TOOL WORKS Chrome 
trademark ALLENTOWN. PA. Vanadium 


registered in z x : : registered 
the U. S. Patent Makers of Special Service Wrenches of Chrome Vanadium, August 11, 1925 
Office Carbon Steel Drop Forged Wrenches, Pipe Wrenches, Vises ‘ 
and Drop Forgings and the Bonney Rim Tool. 


When writing to Advertisers please mention Mitt Supptirs 
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HEN there is a complete line of high grade bolts 
and nuts like EMPIRE selling at standard prices, 


It Pays to Show a Preference 


Dealers and Jobbers are finding this out and carry- 
ing complete stocks of Empire Bolts and Nuts. 


It has been proved that a single, well known brand 
is easier to sell than a mixed assortment of brands. 
Customers can be taught its superiority— and associ- 
ate its name with your firm. 





For example, Empire Bolts and Nuts fit more accu- 
rately than any other bolts and nuts. Men who work 
with bolts quickly learn that you know what you are 
talking about when you recommend Empire. 


Established 1845 


RUSSELL, BURDSALL & WARD BOLT & NUT CO. 


Factories at 
PORT CHESTER, N.Y. ROCK FALLS, ILL. CORAOPOLIS, PA. 
Sales Offices at 
Philadelphia, Chicago, Detroit, San Francisco, Los Angeles, Seattle, Portland 








EB 





When writing to Advertisers please mention Mitt Suppiies 








24 August, 1928 


HULL QuPPLUES 













‘ Prien gee 
build your business 
If you want to raise your wire-roce busi- anda Pro fits 


ness above competition —it will pay 
you to investigate TRU-LAY BRAND 
PREFORMED WIRE ROPE. 


Here is an improved rope that makes 
wire-rope dollars go further because 
it lasts longer in service. Its preformed 


Cable users give you repeat orders be- 
cause TRU-LAY ROPE costs less and 
because it is easier to handle. 


construction eliminates torsional Make your own convincing test. Your 
stresses—all of the strength of all of name and address bring a free sample. No 
the wires is utilized. obligation. 


AMERICAN CABLE COMPANY, Incorporated 
Grand Central Terminal Building, New York City, N. Y. 
District Offices: Chicago, Detroit, Philadelphia, Pittsburgh, San Francisco, Tulsa 
An Associate Company of the American Chain Company, /ncorporated 


scan \ 
ain COMPANY 
Dominion Wire Rope Company, Limited, Montreal vA 
\ i 













Sole Canadian Licensed Manufacturers 











PREFORMED WIRE ROPE 


-TRU-LAY- 


(Reg. U. S. Pat. Off.) 
oe PP ae - bie . (ae a | 
= ‘ e arn een =, ; at ee an 


Detroit International Bridge — ——-——_"__ >= Mt. Hope Bridge, Bristol, R. I. 
Philadelphia-Camden Bridge, The World’s Greatest Suspension Bridge 



























American Cable is used on the World’s Greatest Bridges 
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V-Groove 
Friction Clutches 


Large starting capacity, great mechanical 
strength and wide adaptability make Medart 
V-Groove Friction Clutches ideal for general 
power transmission work. 


They can be used either as a clutch cut-off | 


coupling or as a clutch integral with a pulley, 
gear, sheave or sproket ...so that eithera 
department, a line, a countershaft or a single 
machine may be placed under separate control. 


Built either solid or split ... their rugged simplicity 
of construction, ease of adjustment and positive action 
insure an excess of mechanical strength to care for 
sudden heavy loads. The special machined V-Groove 
gives unusual starting capacity ... free from shock or 


jar. 
GET CATALOG 43 WITH 
DISCOUNT SHEET FOR PRICING 


For “Everything in Line Shafting Equipment” get Catalog 43 
and Discount Sheet; also Bulletin on Medart Timken -equip- 
ped Line of Industrial Appliances. 


THE MEDART COMPANY JE Ry 





(Formerly Medart Patent Pulley Co.) r Se 
General Offices and Works, St. Louis, U.S.A. @ LF = 
Offices in 
Chicago ’ Philadelphia ’ Pittsburgh ’ New York ” Seattle 
Office and Warehouse in Cincinnati DOWER TRANSMISSION ASSOCATION 


MEDART~ 


Fverything in Line Shatting Equipment 
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They Report That: 


**After exhaustive tests under heavy usage and the most trying 
conditions we installed R-W Ball-Bearing trolleys in our foundry 
for conveying molten iron. 


They proved so satisfactory that we later extended the OveR-Way 
system and installed more R-W trolleys to convey castings from 
the moulding floor to the grinding room. 


We have recently added more trolleys in our pottery and the 
OveR-Way system is now so flexible that iron castings and both 
green and finished ware can be speedily delivered to any point 
during its process of manufacture. 


The R-W Ball-Bearing trolleys run easily, there is no trouble 
turning corners and they have proved so thoroughly satisfactory 
under heavy usage that we have recently purchased several hun- 
dred more of these trolleys to take care of increasing capacity.”? 


R-W Ball-Bearing trolleys will prove their superiority to any jobber, or 
his customers who will test them at our expense—thousands have been 
shipped on free trialand not aone returned. Write about free-trial offer. 


Richards Wilcox Mfs. (0. 


“A Hanger for any Door that Slides.’ 


New York: » » AURORA,ILLINOIS,U.S.A. - - + Chicazo 


B Philadelphia Cleveland Cincinnati Indianapolis St. Louis New Orleans Des Moines 
Minneapolis Kansas City Los Angeles San Francisco Omaha Seattle Detroit 


Montreal - RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. + Winnipeg 
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IN UNIFORM PULL 


Just as in the war galleys of ancient 
Rome, maximum speed depended 
on every oar pulling together— 
likewise, in transmitting industrial 
power, efficiency depends on every 
section of belting carrying its pro- 
portionate share of the load. Weak 
or “lazy”’ sections—even though in- 
visible to the eye—cause power 
waste and early failure. 

Rusco solid woven belting de- 
livers power economically because 
every thread of its sturdy structure 
isa working thread. A special meth- 
od of weaving — perfected after 70 
years of engineering research — 
keeps each thread at uniform ten- 
sion and gives to the finished prod- 
uct great strength and remarkable 
durability. 

Permanently waterproofed by a 
special process that penetrates every 
fibre—having no plies to separate 
and cause premature failure—Rusco 


belting delivers full power without 
slip and gives long service at low 
cost. 

Jobbers find in Rusco merchan- 
dising cooperation an effective 
means of increasing their belting 
business. Rusco belting is continu- 
ously advertised in leading trade 
papers—special direct mail cam- 
paigns are offered to Rusco distrib- 
utors—and a force of 200 highly 
trained, resident salesmen give ac- 
tive sales cooperation twelve 
months of the year. 

A staff of engineers is maintained 
to give special technical service and 
four branch warehouses located 
throughout the country insure 
prompt handling of orders. Write 
us today for complete information 
on what the Rusco proposition can 
mean to you. Address Department 
M-4, The Russell Manufacturing 
Co., Middletown, Conn. 


RUSCO BELTING 


For Transmission 


Long Life + 





1 Elevating + 
Great Pull ; 


Conveying 
Low Cost 
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iediatoes Packing 





»9ELMONT High Pressure Asbestos Packing 


is made 
? throughout of Canadian Asbestos Fibre and does not 


contain an admixture of any other cheap or inferior asbestos. 


Che asbestos fabric is closely woven, thus insuring the 


ereatest 
strength and durability (do not confuse this with packing 
made from a loosely woven fabric). The friction used to 


bind the plies of fabric together 1s compounded to withstand 
high heat and hold the packing firmly together. 
lhe rubber cushion is compounded to resist 

and give the necessary resiliency to the packing. 


BELMONT PACKING & RUBBER CO. 
PHILADELPHIA, PA. 
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“ENGINEERS” 


The Publication that 
Industry has been waiting for 


OW many times have your wished, Mr. Manu- 

facturer, that you could address your sales litera 
ture directly to the individuals who would be most 
interested in reading it? 
It is said that industry is now “engineeringly con- 
trolled’”’—by which is meant that purchasing is largely 
in the hands of engineers. How important it is, then, 
to know who the engineers are who control the pur- 
chase of billions of dollars’ worth of products. 
The new publication, “‘Engineers,”’ is the result of 
five years of work. It gives the names, firm connec- 
tions, positions he ‘Id and addresses of 220,600 engineers, 
representing 30,335 corporations in the United States 
and Canada. " also gives officers of these corporations, 
street addresses, branch managers and products. 
There are 464 pages of engineering data that cannot 
be found in any other publication. The book has 1490 
pages. is well printed on thin paper and bound in 
Fabrikoid. 


The price is $15.00. Further information sent ca 


The Crawford Publishing Co. 
337 South Dearborn St., Chicago 
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In its place, and using the right 
compound in the right place, Graph- 
ite has no equal. 


It has been the accepted privilege 
of the Joseph Dixon organization to 
spread the gospel of the proper use of 
Graphite and Graphite Compounds to 
the end that maintenance cost may 
be held at a minimum thru the better 
operation and longer service that 
each Graphite protected part must 
render. 


Power plants find in Dixon's Line 
products of unusual merit. The 
carefully graded Flake Graphites 

each with its special uses; the exactly 
compounded Graphite Greases, each 
with its place in every scheme of 
better lubrication; the Bozler Graph- 
ites for cleaning steam boilers; the 
Graphite Pipe Joint Compounds; the 





Silica-Graphite Paint with years of 





DIXON’S 
Solid Belt belt slppage and increases power 


Dressing 


service on sO many thousands of 
jobs; and Dixon’s Belt Dressing, a 
non-graphite product which prevents 


Also 


thru its use on leather, rubber, and 
fabric belts. 











Dixon's engineers and research men 
have a background of 100 years of 
continuous service to draw from. 
They are at your service to give you 
the benefit of our wide and varied 
experience. 


JOSEPH DIXON CRUCIBLE COMPANY 


Jersey City Dee New Jersey 
Established 1827 








ntion My Supers 


cht 
ph- 


ege 
1 to 
e of 
5 to 
nay 
[ler 
hat 
ust 


Ane 
The 


ctly 
ach 
- of 
iph- 
the 
the 
S of 


: of 


Im 


ents 
wer 
and 


men 


s of 


‘om. 
you 
ried 


August, 1928 Ot r snd DDT Re 29 





AT 
wo, (QO) N 


ts 






















. 








1 MIL FLEX 


THE WAVY SET BLADE 


How to Cut Sheet Steel 


and other thin materials 


Hand Frame Sizes Only 
For plumbers, electrictans, 
sheet metal workers, radio 


and mechanics. 





workers 





_ first of a new series of full-page ad- 
vertisements will appear in the American 


Machinist and Machinery for August, 1928. 


Throughout this series. one specific type of 
our hack saw blades will be shown in each 
advertisement: and the right way to use il 
on the materials it is designed to cut) will 


be explained. 


In view of the misuse of hack saws generally. 
this seems a logical and sensible thing to do. 
We feel that these advertisements will be 
appreciated by hack saw users, and  sub- 
stantially help you to sell more THOMP- 
SON HACK SAW BLADES. 


Stock Thompson’s and Sell 
Hack Saw Satisfaction 
for greater present profit and future business. 
Write for price list) and our new. dealer 


proposition. 


TUNGSTEN 





Phe Henry G. Thompson & Son Co. ALLOY 
Established 1876.) Incorporated 1898. Ea i STEEL 
“ ~ ‘ * Sar ft . i 2 
New Haven, Conn.. l . wis A. sie — ont Aga fast) cutting 


Soft Back for flexibility 

8”, 10”, 12” lengths. 

24 teeth WAN Y SET for brass 
iron pipe. heavy tubing 

32 teeth WANY SET for thin 
tubing, sheet) metals. light 
BX. wiremold 

14 and 1S teeth in Straight Set 
for east iron, bronze, tool 
steels and small solids 





Sell the right blade® for 
the job! 


Thompson's Mil Flex 


Linen. 
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What “VULCAN” means 


on Hooks and Sockets 









Hoist Hooks and Sockets may seem an 
unimportant part of a powerful crane or 
derrick to the layman, but the fact remains 
they’re the business end of every lifting 


pede reed operation. pec rc 
Drop-Forged Drop-Forged 


Hook with Eye Let one break and, in addition to possible Hook withShank 
loss of life, you have a useless, dangling 
cable, a helpless mass of machinery and 
idle men. 


There is a way to avoid these expensive 
tie-ups. Williams’ Drop-Forged ‘Vul- 
can’’ Hoist Hooks are specially heat- 
treated for tough strength. Individually 
proof-tested to 50°, beyond their 
rated working loads and certified. 
Williams’ ‘Vulcan’? Wire Rope Sockets 
are drop-forged, weldless, stronger than 
the strongest wire rope each will accom- 
modate. 








Closed 
Pattern 


Insure yourself against the expensive 

delays of breakage. Get WILLIAMS’ 

Look for this ‘““VULCAN”’ Hooks and Sockets on the 
Trade Mark job NOW. Ask for literature. 


WWWQLH 


_ WILLIAMS’ ‘‘VULCAN”’ 





Drop-Forged 
J. H. WILLIAMS & CO. WIRE ROPE SOCKETS 
“The Drop-Forging People” y é 
New York BUFFALO Chicago 
Open 
Pattern 











DROP-FORGED 


HOOKS and SOCKETS 
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(Go 88 Highflex” Belt 


SOS NAAR SRNR ee ER SPOS RR ARR 
THE B. F. GOODRICH RUBBER COMPANY 


Established 1870 Akron, Ohio 
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TOOL CO- 
CINCINNATI, O- 








oS: 30'HISPEED SNAGGERS 


double production 


HIGHSPEED WHEELS 
9500 SFPM: 


le eo new production records can be are recommended giving 9300 s. f. p. m. 
4 set —and costs cut to new low figures! This machine is especially designed and 
With 30-inch wheels on this new high built for high speed, heavy duty work 
speed snagger, it bites into work at the and in accordance with A. I. E. E. speci- 
rate of 9590 surface feet per minute! And fications and A. E. S. standards. Typical 
when worn down to 24-inch diameter, it U.S. quality thrcughout: One-piece nickel 
provides 7500 s. f. p. m.—or an average of steel spindle. Four heavy duty SKF Ball 
8500. This is on 40 or 60 cycle circuits. Bearings. Steel sefety hoods, etc. Write 
On 25 and 50 cycle circuits, 24-inch wheels us todzy for details. 


TINITEDESSTATES 


ELECTRICAL TOOL COMPANY 


2498 W. SIXTH ST. CINCINNATI, U.S.A. 







Export Sales Department 
Westinghouse Electric International Co. 
150 Broadway, New York City 


Oldest Builders of 
Electric Drills and Grinders 
in the World 
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This Jobber 
cYOU? 


























e An: YOU selling Paper Pulleys ...or must your 
customer go to some other jobber to get his order filled? 


This business is too important to neglect! equipment—belting, shafting and 


"a Many jobbers today are selling Paper hangers...It’s easy to get your share 
Pulleys... Your customers need these — of this profitable business!... You can 
better pulleys, for original and replace- start with a small stock of popular sizes, 


ment equipment on motors and driven — and draw on our complete factory stock 
machinery. The demand is steadily in- — for the other sizes. We make instant 
creasing! ... And because Paper Pul- | shipment to you or to your customer— 
leys make better, more efficient drives, and whether in single or quantity lots, 


they stimulate the demand for other — you get the wholesale price. 


In ordering, give this information for each pulley wanted: diameter, 
width of belt, size of shaft, and kind of machine on which to be used. 


THE ROCKWOOD MANUFACTURING CO. THE OHIO VALLEY PULLEY WORKS 
INDIANAPOLIS, INDIANA MAYSVILLE, KENTUCKY 


Divisions of General Fibre Products, Inc.—Belt-Drive Specialists 


Over 2,000 Stock Sizes 


a complete range from 1!2” to 14” diameters, 
always ready for immediate delivery. Larger sizes, 
up to 72” diameter, made promptly to order. We 


ship singly or in quantity lots for you, at wholesale 





prices. Write today for list of stock sizes and prices. 
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The 


ed Shield” 


is imprinted 
on each [rill. 


With 47 Years’ Experience 


we pronounce the /fed Shield’ the best Drill yet produced. 


Should be used in every progressive shop 
where ‘‘cost reduction’’ is the slogan. 


THE STANDARD TOOL (0. 


CLEVELAND 


New York: 94 Reade St. Chicago: 552 W. Washington Blvd. 
Fredk. Pollard & Co., Ltd., London and Leicester, England 


Paris, France Burton Fils 








When a customer recognizes an old friend 





Jenkins Standard Iron 
{ Body Gate Valve, Screwed 


A new customer recognizes an 
old friend among the salesmen in 
your store. A bond of goodwill 
is renewed, which extends to you 
and your organization. 


t's the same way when a new- 
comer recognizes old friends on 
your shelves and counters 

products he has used and knows. 
Products identified beyond ques- 
tion by a widely-known trade 


The Jenkins line of iron body 
valves provides an extensive 
range of choice in valves for the 
larger pipe lines. Méill supply 
dealers have found these the 
logical running mates of the Jen- 
kins Bronze Valves. 

Send for a copy of our folder No. 
124 which describes and _ illus- 
trates 39 different types of Jen- 


kins Iron Body Valves. 


mark. Products like Jenkins JENKINS BROS. 

? o White Street ....New York, N. Y 
Valves where the ever-present 524 Atlantic Avenue. ...... Boston, Mass 
Jenkins “Diamond” is known to 133 No. Seventh Street.. Philadelphia, Pa 
; 646 Washington Boulevard. ..Chicago, Ill 


hundreds of engineers in all sec- 
tions of the country. 





JENKINS BROS., Limited 


Montreal, Canada London, England 


Always marked with the" Diamond" 
* 


enkins \alves 


SINCE 1864 





Fig 142 


Flanged, Jenkins Standard 
Iron Body Globe Valve 
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Chisholm-Moore manu- 
factures a complete line 
of overhead material- 
handling equipment. 
Below are a few C-M 
Product’. The catalog 
describes them all. Write 
for it. 


x 
“i 


#54), 


\%, 
\ 


+f 


oc 


a aN 


“e4 


“<> 


~~ 214. 
a <oCCco 


AY Gre 2 i Ge Obed Cor 


Cighy 4 


Matchless Trolley 





EARINGS that make it possible to lift 
the load with 18% less effort; bearings 
that reduce the hoist friction 50%; bear- 
ings that enable your men to do more 
work in less time and do it easier. 


Double I-Beam Altogether there are 12 anti-friction 
— bearings in the C-M Model K Cyclone — 

" two special ball bearings on the load wheel 

shaft, two special ball bearings on the hand 
wheel shaft, four special eccentric journal 
ball bearings, and four Rollway roller bear- 
ings on the eccentric shafts—all are self- 
retaining. There is also a Timken thrust 
roller bearing in the lower swivel hook. 


S No other high speed hoist is so com- 
pletely equipped with anti-friction bear- 
ings. That is why no other high speed 
hoist can be as efficient, as economical or 
as easy to operate as a C-M Model K 
Cyclone. A completely descriptive Bulletin 
will be sent gladly, on request. 
CHRISTHOLM-MOORE HOIST CORPORATION 


(Division of Columbus McKinnon Chain Co.) 

5028 Lakeside Ave., Cleveland Ohio 

New York Philadelphia Chicago Pittsburgh 
Representatives in all principal Cities for Quick service 


ba 


Electric Hoist 


Branches: 


Cupola Charging 
Machine 
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Chisholm - 

Moore Hoist Corp. 

5028 Lakeside Ave., 

Cleveland, Ohio 

Please send us bulletins 
describing your 

[) Model K Cyclone Hoist 

Electric Hoist 

C\ Other material handling 
equipment 
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It costs no 
more to sell 
a fine belt 


T costs no more to sella 

really fine belt. Duxbak 
Belting stays sold. There are 
no comebacks, no worries. It 
is a fine belt, honestly made, 
honestly sold, and fairly 
priced. 


We will be glad to tell you 
of an attractive plan to assist 
you in the sale of Duxbak 
Belting. No obligation is in- 


-———_C 
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All to the Good 


Out of every hundred hollow screws, 
how many can you guarantee as up to 
the quality of the best? 


All of them —if they’re “ALLENs.”” In 
every hundred Allen screws there is just 
one brand of quality; no variations. 


Uniformly perfect hexagon sockets; the 
same socket-depth in every screw; the 
same perfect fit for the wrench. 


Uniformly accurate threading; all screws 
threaded to No. 3 National Thread 


Association specifications. 


Uniform heat-treating: no brittle screws 
to crack under strain; no soft ones to 
ream out or mushroom. 


Each “‘Allen’’ you sell is individually 
inspected, and screws that pass this ex- 
amination will pass every test in prac- 
tical use- to the last one in the lot! 


os 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 


curred. 
Branch Offices: 
W. C. Stauble R. E. Gregory W. J. McRae 
B 3360 Pasadena Ave 816 Mulford St. 320 Market St 
Detroit, Mich. Evanston, Ill. San Francisco, Cal 
BELTIN 


TRADE MARN 





Tanners 
Belt Manufacturers 


Main Office and Factory 
42 FERRY STREET NEW YORK 


DUXBAK 


WATERPROOF 
LEATHER BELTING 

















NULLITY 
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t’s the STEP 


That Saves Feet 
and Saves Shoes 


VEN the sharpest of shovels won't dig in 
E without foot power. And that means shoe 
leather against metal; feet that press against the 
top of the blade; hard work that tests both 


men and shovels. 


We've built a shovel that makes digging jobs 
easier . .. with no sharp edge at the top of the 
blade. Every “Moly” shovel for digging pur- 
poses, comes with a broad turn at the top of 
the blade—a step that rests the foot and that 
saves feet and saves shoes. 


Ask your customers to try “Moly” shovels. 
Ask them to put it up to the man who uses a 
shovel all day long. He'll tell them that the 
step alone makes his job easier « . . it gives the 
foot a purchase and keeps the sharp edge of 
the metal from feeling its way through. And 
with the step, he gets the “Moly-D” handle... 
wide and comfortable and fitting a man-sized fist. 


Tough, hard steel 
“Moly” shovels are made of Mo-/yb-den-um 
steel—light, hard, tough and strong - « - the 
longest wearing steel used in shovel manu- 
facture. This means lower costs to the buyer 
- +a dependable repeat business for you. 


THE WOOD SHOVEL AND TOOL COMPANY 


‘Piqua, Ohio 


Wood's Mo-lyb-derum Shovels 


A SHOVEL FOR EVERY INDUSTRY — DISTRIBUTED IN EVERY CITY 
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EVERY MANUFACTURER OUGHT TO HAVE THIS GREAT? 
MANUFACTURING IMPROVEMENT.---7HE SAND BLAST e 


CLEAN CLEANING 
CASTI RUST AND 


CORROSION 


ING 
NGOS 








___— SAND BLast OutTFiTs COMPLETE witH AIR Suppu 
LETTERING 


AND DESIGNS 
ON GLASSWARE 





DUSTLESS CABINET 
SANDBLAST 
_ 








{ 


« XO 


ff.) CLEANING 
‘| MOULDS 


FROSTING f 
WINDOWS AND | 
BLACKBOA A 








CLEANING 
SCALE 
FROM TOOLS 


Improve your 


pf’ g_| Product and de- 
rs crease your costs 











The most inexperienced boy or girl will 


do the finest work—-uniform and even 


effects, without streaks or spotting—and on 
the first try without any previous experi- 


ence 
You only have to try it once. 


Send us a small metal article free from 
grease 


Whether it be a casting or a stamping is 


immaterial. 


We will sand blast it and then you can 
plate it and see for yourself. 


Sand blasting makes a better surface for 
paint, enamel or japan 


It makes a mat finish to take the place of 
scratch brushing. 


Above we show the entire outft necessary. 


A MONEY MAKER FOR ALL DEALER 
LEIMAN BROS. 


ILLUSTRATED 
CATALOG 
FREE 











AROS l =. 





An inexpensive 
outfit that you 
afford 
to do without. 


cannot 








Send in your sample and we will return it 
to you all sand blasted with our complete 
illustrated catalog and price of the correct 
outfit for your work. Just tear out this 
page and forward it with your sample 
Send it off right now and we'll have the 


answer back before you know it. 
We make several sizes. 


The work is held in the hand inside the 


cabinet. 


The sand feeds over and over again con- 


tinuously and it is all inside the cabinet. 
No dust to annoy the operator. 


The sand flows like water from a faucet 
and the work receives the impact of this 
stream of sand. 


The sand can be coarse or fine or in fact 
any grade in between. 


Giz FROSTING Gas 


na 


+ AND ELECTRIC 
\ FIXTURES 


: MUSICAL " 

| INSTRUMENTS SIP? 
| | 

' MAT FINISHING 


i 
erat ov00s AP |) 
ate t 

iT Dl © | 


Leiman Bros. 
Patented 


» SAND 





Continuous 


Sand Feed 





The wearing qualities of your plate will be 
£q b I 


greatly improved by sand blasting the 


surface before plating. 


A sand blasted surface is one that the 
plate will hold on to with vigor 


It will find a foot hold and will cling 


much more quickly than on any other 


surface. 


A pail of sand will last for many days and 
it can be bought of us or in most cases 


locally and very cheaply. 


The air pump runs right off your main 
shaft or we can furnish it with motor drive 
if you want it. 

The air pump can also be used for agitat 
ing plating solutions, for operating gas or 


blowing 


and 


oil burning appliances, or for 


stampings or chips from presses 


machine tools 


Full Support 
and Cooperation 


23 P WALKER ST. 
NEW YORK 


MAKERS OF GOOD MACHINERY FOR 40 YEARS 





20 Years on the market without a Complaint 


A high grade lubricant and preserver. It will put a surface on 
your belts and make them carry the load. Does not make 





belts soft and spongy. 
rubber and canvas belts. 


Made in three grades, for leather, 
Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 
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Twenty-Five Hisey Buffers—Three Years Service 
~ not a dime for upkeep 





Made in 7!5, 
10 and 15 H.P. 


Selective Speed Buffers. Motor in 
Fase. Two Independent Spindles. 
With this drive it is possible to fur- 
nish any desired speed—simply by 
change of pulleys. 


Q28 %? 
1 fas 


39 
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Enclosed Spindle Four 


Bearing Buffers 


Made in 2, 2!'2, 3!2, 5, 7!2 
and 10 H.P. 


Open Spindle— Two Bear- 
HISEY-WO ing Buffers 


MAGHINE Made in !=, 1, 2, 2!2, 3!:, 
i 5, 7'2, and 10 H. P. 


This customer thought it remarkable 
~Yet this is typical Hisey Performance 


When a machine is designed to the Hisey standard 
made of the pick of materials—searchingly tested in 
part, assembly and completed job, it just naturally 
makes records. 


New illustrated Catalog No. 40 S just off 
the press. It's yours for the asking. 


Mr. Distributor—If you are not thoroughly familiar with the Hisey Ex- 
clusive Franchise — you owe it your better judgment to investigate. 
Your territory may be open—Write for details 


THE HISEY-WOLF MACHINE CoO. 


Makers of High Grade Electric Drills, Grinders and Buffers 
CINCINNATI, OHIO 7 


New York Office, 50 Church St. 


Sold thru Authorized Distributors 


IT’S HIGH GRADE — IF HISEY MADE 
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to 
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u depend 
eed this line of 


G reater P TO fl ts fo TY IXL Power Transmission Equipment 


Mill Supply Houses 


ECREASED overhead and carrying charges 

give increased profits. Mill Supply Men can 
decrease their overhead expense on pumps by 
standardizing on the Goulds line. 


we 


Figure 1741 








No need of carrying several different makes of 
pumps. Standardize on Goulds and you can meet 
any demand. Your salesmen will become more 
thoroughly familiar with a standard line like 
Goulds—which means they can sell more easily IXL Rubber Cushioned 
for they know what they are talking about 
stock of pumps is necessary. Our warehouses, 
located in a number of the principal cities, can fill — 
your orders promptly. 





Plamondon Friction 
r Cc 5 . pot 
No large »supling Clutch 


Read These Features 


1. Expert engineering of each item 





The Goulds Automatic-Oiling Pyramid Pump, E : : a 
| rated above, is the last word in pump design reduces servicing and complaints 
ee : % WE MANUFAC- 

TURE 





For electric motor or engine drive, with capacities to a minimum. 


from 6 to 82 G.P.M. No crankcase dilution. Fitted 


: : : set 2 gel 2. Clearly defined sales points on 

for a multitude of services: water supply, road con- Nitcadt a Mikio , ; a haan 

struction, x oil and gasoline. etc Micarta Timing cach product (see \atiog. 
Gear a 
4? a ; ae Flexible Couplings 3. Over fifty years of use and pub- 
» world’s oldest and largest manufac- isl, ey cl beast 
Sused Metitcers licity back of this line. 
Special Machinery 

built to Order 4. Backed by a responsible organ- 


Send for Catalogue M for further informa- eee > 2 
tion on this and other pumps for Mill ization with a constructive policy. 
Supply Houses. 











N.Y Send for your copy of Plamon- 
; don Catalog No. 68, on the com- 
plete line of IXL Power Trans- 


mission Equipment. 


he line is complete and includes FE OOTEIBROS! 
GEAR & MACHINE CO. 
CENTRIFUGAL ---- ROTARY 


211 No. Curtis Street, Chicago 


DIAPHRAGM . ‘DEEP WELL HEADS Y . Send me this catalog and full ; 
SINGLE AND DOU BLE ~ACTING es information on handling this line. 


GOULDS Pumps, INC. Seneca Falls 





TRANSMISSION 
MACHINERY 





























POWER PUMPS oe 
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Dodge-Timken 


|- 


Publicity | 
Dodge-Timken 


Performance + 
Dodge-Timken 


Service 


has established Dodge-Timken 


leadership and your opportu- 





nity to profit from industry’s 





demand for power transmit- 
Hanger Bearing . ‘ . 
ting appliances which have 
not only proved their economy 
ee and reliability, but which are 
immediately available from 
distributor stocks conveniently 
located. Are you taking advant- 


age of this opportunity? 





Loose Pulley : 


DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA 
Power Transmission— Material Handling—Special Machinery 
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Worlds laréest (umber Plants sf 






use Simonds Saws ~ 
Exclusively / | 


Se 


Jonc-Bew Plants at © 
Longview, Washington 
Equipped with Simonds 





Study of Costs 
proved to them 
that it pays to 
use SIMONDS 
Band, Circular 
se ee es and Cross-cut 
ee oo en Saws exclusively. 


We respectfully invite YOU to 
write us about SAWS. 


SAW & STEEL 
COMPANY 


ESTABLISHED 1832-FITCHBURG,MASS. 


eaons ®* 


Chicago, Il. New York City Memphis, Tenn. Portland, Ore. Seattle, Wash. 
Boston, Mass. New Orleans, La. Atlanta, Ga. San Francisco, Cal. Montreal, Que. Vancouver, B. C. 
Detroit, Mich. Lockport, N. Y. London, England. Los Angeles, Cal. Toronto, Ont. St. John, N. B. 
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~ TEAM-WORK _ 


Ie 





evr 









HE Diamond policy toward the jobber is 
one of thorough cooperation — for no- 
where is team-work more vitally necessary 
than in the highly competitive field of me- 
chanical rubber goods. 


i ii 


Highest quality of product is assured by a 
company of known and proven experience, 
integrity and financial responsibility, with 
ample equipment and resources. 


The line is complete and modern — in step 
with the latest developments of industry. 


Speedy delivery of standard items is assured by 
complete stocks at eleven different points, 
strategically distributed from coast to coast. 


Through Diamond representatives constantly 
in the field, and through direct factory coopera- 
tion, Diamond assures to the jobber and his 
salesman the sort of team-work which sup- 
ports their efforts in every possible way. 


This support is available for a limited number 
of additional jobbers in territory not already 
covered by our distribution system. 


THE DIAMOND RUBBER COMPANY, Inc. 
Akron, Ohio 


Atlanta Boston Kansas City New York Philadelphia 
Da Chicago Dallas Los Angeles Seattle San Francisco 


Rubber Belting $ Hose - ‘Packing 
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Prompt Shipments 


Your need for prompt shipments can easily be 
met with our huge warehouse stocks of Cleve- 
land Cap Screws. A full list of sizes always 
maintained in U. S. S. and S. 3. threads. 
Shipments from Detroit, Chicago, St. Paul, 
New York, Philadelphia and Los Angeles, or the 
factory at Cleveland. Catalog C and Price List 
on request 


The Cleveland Cap Screw Co. 


Cleveland, Ohio 


2925 East 79th St. 


August, 1928 
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INJECTORS 





600,000 


Satisfied Users of U. S. Automatic In- 
jectors requiring repairs and replace- 
ments, together with an assured and 
proper profit to the jobber through our 
established resale prices, make U. S. 
Automatic Injectors a satisfactory and 
profitable line for any jobber to handle. 











American Injector Co. 
DETROIT, MICH. 


Te ga is 











fe nig ‘ ME Nl oe 





—Kieley— 


The following List of Products is proof that your 


Sales Department can se!! any Type of Plant K ieley 


Specialties: 


Reducing Valves. 

Back Pressure Valves 
Atmospheric Relief Valves 
Steam Traps. 

Damper Regulators 

Fan Engine Regulators. 


Hot Water Temperature 
Controllers. 


Steam and Water Separators. 
Oil and Grease Extractors 
Vacuum Oil and Grease 


Extractors 
Pump Regulators. 
Excess Pump Regulating Valves. 
Vacuum Pump Governors 
Water Pressure Regulators 
Water Feeders 
Return Steam Traps. 


Vacuum Return Steam Traps 

Feed Water Regulators 

Grease and Oil Traps 

Water Arches. 

Emergency Valves. 

Low Water Alarms. 

High and Low Water Alarms 

Strainer 
kinds. 

Drip Tank Controllers 

Float Valves. 

Balance Valves 

Tank Pump Controllers 

Pump Governors and Receivers 

Combination Muffler and Grease 
Extractor Tanks, Receivers, 
Pump Governor 


Connections of various 


Grease Extractors, etc 


We cooperate with the Jobber by furnishing for 


salesmen a small Supplement Catalogue with name 


imprinted. 


Kieley & Mueller, Inc. 


34 W. 13th St. 


N. Y. City 
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Each tool from the ARMSTRONG BROS. Line | 
of Better Pipe Tools is an improved tool. Each 


has many points of superiority not found in others 
Note the features of the Chain Pipe 
for example: 


of its type. 


Vise, 
1 


One-Piece, 
Drop-Forged 
Jaws (Pat- 
ented Feature) 
prevents 
bending even 
smallest size 
pipe. 


Drop-Forged 
Base 


Drop-Forged 


Handle 


Top Vieu 
of 1-piece 
Jaws 


Alloy Steel 
Screw 
Proof-Tested 
Chain 


ARMSTRONG BROS. 
Better PIPE TOOLS 


Armstrong Bros. Tool Co. 
standards of excellence 


Patented 





have established new 
for pipe tools. Kach tool 
in this Better line has been carefully designed to 
embody the best features of its type and at the same 


lime to eliminate the weaknesses which exhaustive 


study and tests have exposed in other makes 
Only the finest materials go into these pipe tools 
and they are machined and finished with the care 
exercised in) manufacturing the finest machinists 


tools. 


Solid Dies and Stocks 
Adjustable Dies and Stocks 
Pipe Vises 

Pipe Cutters 

Knife Blade Cutter Wheels 
Chain Pipe Tongs 

All-Steel Pipe Wrench 


TRADE MARK 
This mark 
insures 


lute 
tion. 


ARMSTRONG BROS. TOOL CO. 
“‘Tke Tool Holder People’ 


305 North Francisco Avenue 
Chicago, U.S. A. 


abso- 
satisfaec- 





d | 








Write today for a copy of Catalog P-10, showing, 


describing and pricing all of ARMS’ 0 
Better Pipe Tools. tied 


Wher 


writing 








Will your name 
be here? 


Keep up your efforts in 
the /yreie Dealer Contest 


HEN the #ez Dealer Contest closes 
will you be in the prize money? 


$2000.00 in cash is going to dealers sell- 
ing the most hand fire extinguishers and 
refills of our manufacture during the contest. 


With a little extra effort now you may be 
in line for a prize, perhaps the $1000 first 
prize. 

Almost every customer who enters your 
store is a prospect for a sale of # fire ex- 
tinguishers. Sales of each of these items 
count in the contest:— 


1-pt., 1-qt., 1¥2-qt. and 2-gal. ex; 2'2-gal. 
Guardene (Soda-Acid) and Phomene 
(Foam type); 5-gal. Accurate Pump Tank 
Fire Extinguishers and all refills. 


There is a big market for the complete 
line of Zx« Fire Equipment. Every home, 
garage, school, church, club, store, motor 
car, truck, motor boat and summer cottage 


needs fire protection. 
Use 


attractive 


our free material for 


and window displays. 


advertising 
counter 


Push the sale of 4 Fire Extinguishers 


and push yourself into the prize money. 


THE BIG CONTEST IS ON! 


PYRENE MANUFACTURING CO. 
NEWARK, N. J. 


Branches: Atlanta Chicago Kansas City San Francisco 
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The Largest WIRE ROPE in America 


christens the opening of our new plant—which doubles our productive capacity. 


The most modern machinery known in the science of quality Wire 
Rope building is being placed in this mammoth new plant. 


Equipment is being installed to make every unimportant operation 
‘machine handled’”’ thus enabling us to use the highest skilled men, where 


brain power is needed, to the end that even more safeguards are thrown 
around the manufacture of 


WILLIAMSPORT 

WIRE ‘rrurtrnna ROPE 
so that if a better rope is built—-Williamsport will build it. And the Telfax 
Tape System of grade marking will protect your purchase 


Write us for further information about this protection. 


WILLIAMSPORT WIRE ROPE CO. 


Main Office and Works General Sales Office 
WILLIAMSPORT, PA. PEOPLES GAS BLDG., CHICAGO 


Use Madesco Tackle Blocks —They Stand the Gaff 
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THE SCALE FREE 












A short cut \ 
to pipe satisfaction \_ 


Less corrosion—particularly pitting. Mill-scale is one cf 
the principal causes of pitting; it is electronegative to the 
pipe metal and sets up galvanic action causing pitting 
around the scale areas; therefore, when scale is removed, 
longer life is obtained from the pipe. 
Clean, smooth surfaces—forming a better base for galvaniz- 
ing or other protective coatings. 


Full delivery capacity—less friction loss, because there are 


no obstructions to the flow. 

\ No clogging of valves or small orifices—because there 1s no 
| fa scale in the pipe to break off. 
| SA Greater strength at the weld. The additional rolling which 
| scale free pipe receives, increases the strength at the weld 
= 4s approximately 20 per cent, making it especially desirable 

ip: | for the fabrication ©f bends and coils. 

=| kor details ot the Scale Free Process and its advantages, | 
“~~ write for a copy of Bulletin No. 7. 


NATIONAL TUBE COMPANY \ 
Pittshurgh, Pennsylvania 


When writing t 


¥ ee is 3 . 3 ie 
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INDUSTRIES _ 


EAST - WEST - NORTH - SOUTH 


On Every Siding 
There Is a Plant 
That Needs an 


TR 
a) 
ATLASCAR MOVER QJ 
ao 
= 
NDUSTRIAL plants offer the widest Peas | 
field for the sale of Atlas Car Movers. 9 gat 
These plants must have cars spotted for \ ita 
loading and unloading. The most eco- ka 
nomical way is the Atlas way—one man ~ 
and an Atlas Car Mover. Because it is ee 
efficient, practical, economical and will om 
move any car, no matter how heavily eal 
a 


loaded, little or no sales resistance is 
offered. It does not require a special 
call. Just mention the Atlas when talk- 
ing other mill supplies—usually a sale 
results. 


The Atlas Car Mover is nation- 
ally known, has been proved by 
a hundred tests, and is backed 
by our unqualified guarantee. 












Every salesman derives a pleasure from 
selling a tool which he knows will give 
his friends satisfaction and profitable 
service, or will make friends for his 
house. This is invariably the result 
where the Atlas Car Mover is sold. 


Manufactured Only By 


APPLETON 
CAR MOVER CO. 


P. O. Box 42 
APPLETON, WIS. 


The 
Mover 
with the 
Red 
Tipped 
Handle 


Our Policy Is To Sell 
Through Jobbers 























PROFITABLE 
QUALITY 


Sell Valves 
with real lasting service 


| eee Valves are 
built to special design, 
incorporating regrinding 
and renewable features 
which spell economy in 


service. 


Powell Valves have been 
the choice of satisfied cus- 


tomers for 83 years. Powell 





reputation has been built 


on service obtained from 


Fig. 102 
them. Bronze White Star 


Globe Valve 


Large manufacturers find 
itadvantageous tostandard- 
ize on Powell Valves _ be- 
cause they offer durability. 


safety, and economy. 


Virgin metals are used in 
all Powell castings. Special 
design, accurate processing 
and careful testing insure 


uniform products. 


Fig. 190 
Tron Body 
Trenew Valve 


Folders illustrating valves and engineering 
appliances sent on request. 


WELL VALVES 


THE WILLIAM POWELL CO. 


2525 SPRING GROVE AVE. 
CINCINNATI, OHIO 























When writing to Advertisers please mention Mitt Suppiies 





August, 1928 











49 





MILL GUPPLIES 





A Monthly Journal Devoted to the Interests of the Manufacturers and 
Distributors of Mill, Steam and Mine Supplies, Machinery and Tools 








FOUNDED IN 1910 BY ELMER CRAWFORD 








Vol. XVIII 


AUGUST, 1928 


No. 8 








THE CRAWFORD PUBLISHING CO. 
537 South Dearborn Street 
CHICAGO 


B. H. CRAWFORD-McNASH, CLAY C. COOPER, 
President and Treasurer Vice-President and General Manager 
CARL W. MILLER, Secretary 








CLAY C. COOPER, Editor 
EDWARD J. McOSKER, Assistant Editor 


E. N. GRANTVEDT, Advertising Manager 





close on the 20th of each month preceding date of publication. 
Single-color forms close on the 22d. If mailed after the 18th, 


copy, cuts and plates should carry first class postage and 
special delivery stamp to insure prompt delivery. 

Subscription Rates—United States, $1 a year; to all other coun- 
tries, $1.50 a year. 


Discontinuances—Before expiration of subscription, notice is sent 
to the subscriber. The majority of our subscribers prefer to 
have their file of MILL SuppLies unbroken, so the publisher 
earnestly requests an early renewal of subscriptions. 

iy) Member—Audit Bureau of Circulations, Associated Busi- 

ys ness Papers, Inc., National Conference of Business 
ABE) Paper Editors, Chicago Business Papers Association. 
\ emma 





Entered as second-class matter, August $d, 1917, at the post office 
at Chicago, Illinois, under Act of March 8d, 1879. 





Copyright, 1928, by The Crawford Publishing Co. 


MILL SUPPLIES ASSOCIATION OF AMERICA. 

When members of the three mill supply associa- 
tions receive a copy of the constitution and by-laws 
of the proposed new association, designed to cen- 
tralize the activities and co-operative energies of 
the existing Southern, National and American As- 
sociations, they will find it christened ‘Mill Supplies 
Association of America.” It proposes in effect to 
wipe out territorial lines, merge the major activities 
of dealers and manufacturers, and present a solid 
front, organized to sell the industries on the eco- 
nomie importance of stock carrying supply houses, 
to eliminate unfair practices, and wipe out the 
“office in his hat” solicitor. 

There is nothing particularly new or revolu- 
tionary in the proposition, but it marks a change in 
association methods that has long been talked of 
and approved by a large number of the most ener- 
getic manufacturers and distributors in the mill 
supply field. 

You probably will have the new constitution and 
by-laws, a ballot, and other printed or typewritten 
matter before you when this is read. It is unques- 
tionably a forward movement of vital importance 
to all concerned. The proposition should receive 


serious consideration, and prompt action. You may 
not see just how all the details are to be worked 
out, but your representatives can certainly be 
trusted to take care of your interests. <A start has 
to be made. 

Remember, too, that regardless of the first ma- 
chinery set up, it can easily be changed in its minor 
parts if found to work out unsatisfactorily. By- 
laws are easily changed, and that is equally true of 
a written constitution. No proposal of this kind 
ever pleased everybody, and probably never will. 
The vital question is, can it be made to work in a 
beneficial way for the distributors and producers of 
mill supplies as a whole. Something must be done, 
and now is the time to do it. 





OUR PRESIDENTIAL PLATFORM 

The next president of the United States should 
be selected on his merits as a man of broad expe- 
rience in business, in diplomacy, of the greatest 
possible executive ability, with a working knowl- 
edge of foreign affairs in their infinite variety, 
backed by the people’s belief that the man has a 
heart big enough to at times forget our purely 
material interests in listening to the cries of the 
distressed in other parts of the world. It does not. 
seem too much to ask of our next president that 
he shall have all these attributes of mind and heart. 
Let your platform so read, and then in November 
never mind what may have been done at either 
Kansas City or Houston. 





REDUCING CREDIT LOSSES 

There is an enormous loss in business each year 
in the United States through carelessly given credit, 
and it is probable distributors of mill supplies carry 
their share of the burden. In fact, it is likely that 
many distributors consider losses of this kind as one 
of their very serious problems. There are varied and 
effective ways of determining the credit standing of 
customers and prospective customers, and full ad- 
vantage of these should be taken. To be sure, there 
will be some losses through failure to pay, no mat- 
ter how careful the dealer may be in securing a line 
on new accounts and carefully following up on col- 
lections, but these can be reduced to a minimum by 
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the application of proper methods—barring, of 
course, unforeseen circumstances, such as an un- 
looked-for business depression. Incidentally, it is 
advisable to impress upon the minds of salesmen the 
necessity for co-operating in the matter of protect- 
ing the firm from financial loss through failure to 
pay bills. They will do well to get a good line on a 
new prospect before tackling him for an order. It 
is important to sell goods that bring a substantial 
profit, but it is still more important to receive pay 
for the goods sold. 





BANKS ARE OUR GREATEST JOKERS 

Banks and bankers are the greatest practical 
jokers in this pleasant world, and incidentally are 
amply protected by law and custom from the victims 
ever working the joke back on them. For one thing, 
outside of service, for which in every case they 
charge, bankers have but one thing to sell, and that 
is a commodity called money, of which they own but 
very little. You, dear reader, own most of it. For 
some of this money, under certain conditions, they 
will pay you as much as three percent a year. For 
most of it they pay nothing. Sometimes you can 
borrow some of it back at five, six or seven percent 
or more. 

Under such general conditions, the banking busi- 
ness is generally considered a profitable and refined 
business, and it is surprising more people do not go 
into it. One very plausible reason is those now en- 
gaged in this very remunerative industry are al- 
ready occupying all the best corners. 

Bankers do not have to employ a lot of high- 
powered salesmen to sell their stuff—that is, your 
stuff. It sells itself. You approach the seller with 
your hat off, modestly asking if you can buy a few, 
and he tells you perhaps, if your credentials are all 
right, and you do not want very much. You assure 
him you are a high-class fellow, want very little, and 
will return every dollar very soon, in perfect condi- 
tion, and with a lot of pennies and dimes attached 
to it. That’s no joke. 

In the course of time these banks grew big and 
strong, and felt the need for organization. So they 
had a federal reserve banking law passed down at 
Washington, the United States was divided into 
twelve federal reserve districts, and the banks play- 
ing the game right became members of the federal 
reserve system, and financial playmates of the other 
banks in their district, of the same complexion, under 
the supervision of a master bank created in their dis- 
trict to see that they went to bed early, washed be- 
hind their ears, and did not hit in the clinches or use 
the rabbit punch. In addition, the law created a 
federal reserve bank board. It tells all the banks 
how to loan most of their money, and at what rate. 

Of course this looks like some kind of a money 
trust, and under certain conditions it operates as a 
trust in restraint of trade and commerce, but is in 
no danger of running against the Sherman or Clay- 
ton anti-trust laws, nor does the department of 
justice investigate the acts of this very effective 
organization. Recently its action in raising re-dis- 
count rates for money rather seriously interfered 
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with the operations of the United States treasury in 
its refunding of war-time bonds. Even Mr. Mellon, 
our secretary of the treasury, and himself a banker 
on a large scale, was peeved. The federal reserve 
crowd grabbed dollars out of his government right 
hand while forcing pennies into his personal bank- 
ing left hand. 

The real joke, however, was on all the people bor- 
rowing money, and that means most all the people. 
The federal reserve board felt that too much money 
was being borrowed to buy stocks and bonds, so in 
various ways, many of them not well understood by 
the general public, caused a shortage of loanable 
funds, put up the price by raising the interest rate, 
and naturally profited hugely thereby. It looked like 
an easy way to punish these naughty brokers who 
were borrowing too much money for their customers 
—something over four billion dollars. 

If the increased cost of borrowing money had hit 
only the brokers, it would not be quite so bad, but 
rates for all kinds of loans increased and the total 
would make the sum loaned to brokers look like 
cigarette money. Incidentally, the increased rate 
costs brokers nothing, as their customers have to 
pay the bill in every case. 

Call money in New York, sometimes less than 
three percent, has been jumping around between 
five and ten percent. Even one percent a year on a 
billion dollars is ten millions, or more than forty 
millions on brokers’ loans alone, and possibly as 
much more on collateral loans made direct by indi- 
viduals through their own banks. 

That is a primary joke as a pot to divide (between 
the banks) that all our readers should appreciate. 
But the worst of it all is that while this simple little 
pot was being created, the prices of all stocks and 
bonds, foreign and domestic, were in a slump, and 
losses representing billions have been incurred by all 
classes of people. Three of the bond issues of our 
own government were quoted slightly below par 
when this article was written on July 16th. 

The federal reserve board feared money might be 
scarce some day if heavy loans continued on stocks 
and bonds, so conceived the brilliant idea of creating 
an artificial scarcity by raising re-discount rates, 
selling government bonds in reserve vaults and com- 
pelling the calling of loans by member banks. The 
result has been tighter money everywhere, losses of 
billions by holders of stocks and bonds, and a conse- 
quent slowing up of industry generally. Who is 
going ahead under the constant menace of dear 
money and called loans? Just forget the usual use 
of the term ‘call money” and “call loans,” and re- 
member that all notes have a way of carrying a due 
date, and if the bank does not renew them when 
due, the loans are most certainly called. 

This article is not written as a knock at the fed- 
eral reserve system as such. As it generally oper- 
ates it is a wonderful piece of financial machinery, 
and absolutely necessary to our financial stability, 
but that does not mean that the reserve board can- 
not and will not at times act with as disastrous 
results as might a color-blind engineer on a fast ex- 
press train. 


, 
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New Mill Supply Organization 
Up to Association Members 


Constitution and By-laws, Approved by the Joint Committee, Together With 
Letter of Explanation and Ballot, Prepared for Submission to Members of 
Three Groups, Through Headquarters of Associations—Marked Ballots to be 
Returned Directly to George Puchta, Chairman of the Joint Committee 


(By request of the committee, two errors in the 
constitution and by-laws as printed and circulated, 
have been corrected as printed in “Mill Supplies.” 
First, Section Two, Article Three, has been cor- 
rected to include the Southern Division on the same 
membership basis as the National; second, Section 
Three, Article Five, has been corrected to provide 
for the election of nine of the original directors to 
hold office for a period of two years, as against one 
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Left to Right—David C. Jones, George Puchta, S. P. Browning 





year tenure for the remaining six directors on the 
original board.) 

With the constitution and by-laws of the proposed 
new mill supply association approved by the joint 
committee representing the Southern Supply and 
Machinery Dealers’ Association, The National Sup- 
ply and Machinery Distributors’ Association and the 
American Supply and Machinery Manufacturers’ 
Association, members of the three associations will 
very soon be called upon to vote on the proposition 
of organizing the new association—if the ballots 
have not already been received by the time this 
issue of MILL SUPPLIES is circulated. 

At a meeting of the joint committee, held in Cin- 
cinnati July 2nd, the constitution and by-laws pre- 
pared by the sub-committee of presidents of the 
three associations—Edward P. Welles, National; 
W. W. Doe, Southern, and Dixon C. Williams, 
American—were considered thoroughly. Some 
changes and additions were made, and, as amended, 








the constitution and by-laws were unanimously ap- 
proved by those present, who were as follows: 
George Puchta, H. O. Wentworth and W. J. Rad- 
cliffe, National Association; W. W. Doe and T. C. 
Keeling, Southern, and Dixon C. Williams, S. P. 
Browning and David C. Jones, American. 
Following approval of the constitution and by- 
laws, it was unanimously decided that a sufficient 








number of copies of the constitution and by-laws, 
with ballot and letter of explanation, be prepared 
and sent to the presidents of the three associations, 
with the request that a copy of each document be 
sent to each member. George Puchta and 8. P. 
3rowning were instructed to prepare the ballot and 
letter of explanation and arrange for printing them, 
as well as the constitution and by-laws, which they 
did, and all documents were speedily placed in the 
hands of the secretaries of the three associations. 
The American mailed its allotment to its members 
July 23rd and the Southern to its members on July 
25th. President Welles of the National Association 
stated that action would not be taken by his organ- 
ization until after a meeting of the executive com- 
mittee on July 31st. 

Mr. Puchta was chosen permanent chairman of 
the joint committee at the July 2nd meeting. He 
is one of the best known figures in the mill supply 
distributing field. His company was a charter mem- 
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ber of the National Association, and he was the 
second president of that association. He also served 
as a member of the Mill Supply Council. Mr. 
Puchta is president of The Queen City Supply Co., 
and a former mayor of Cincinnati. 

MR. PUCHTA HOPES FOR FAVORABLE CONSIDERATION 

“Inasmuch as the majority membership of the 
three associations has given favorable expression 
for one united association, the committee feels it 
has prepared a plan whereby this can be success- 
fully done, and hopes for favorable consideration,” 
Mr. Puchta, who is in the West on a vacation trip, 
stated in a message to MILL SUPPLIES, requested by 
this magazine. 

“The Queen City Supply Co. will vote ‘yes’ on the 
proposition.” 

The letter prepared by the joint conference com- 
mittee to go out with the ballot and report of the 
committee (which latter contains the proposed con- 
stitution and by-laws), reviews briefly the efforts 
that have been made to bring the three mill supply 
associations into closer co-operation, including the 
creation of the Mill Supply Council, the action taken 
at the Nashville convention, the first meeting of the 
joint conference committee and the action of the 
sub-committee in preparing the constitution and by- 


BALLOT 


Are you in favor of the amalgamation of 
The National Supply and Machinery Distributors Association, 


The Southern Supply and Machinery Dealers Association, 


The American Supply and Machinery Manufacturers Association 
into one Association? 
Yes 
NO = 
Da t Signed 


Cut of Ballot 


Which Will Be Used 

laws for the proposed new association. It concludes 
with the following report of the July 2nd meeting of 
the joint conference committee, and appeal for 
favorable action by members of the three associa- 
tions: 

“A meeting of the full committee of nine was to 
be held June 26th, but, owing to unavoidable delays, 
was postponed to July 2nd. 

“At this meeting there were present: S. P. Brown- 
ing, Dixon C. Williams, David C. Jones, George 
Puchta, W. J. Radcliffe, H. O. Wentworth, W. W. 
Doe and T. C. Keeling. 

“The constitution and by-laws, as prepared by the 
sub-committee, were gone over very carefully and 
thoroughly; a number of changes were made, all of 
which were unanimously agreed upon. The final 
document, which is enclosed herewith, was the re- 
sult of this meeting. 

“The enclosed copy of the proposed constitution 
and by-laws for the united association will, we be- 
lieve, explain itself. It is eminently fair to each in- 
terest concerned. It gives the proposed new organ- 
ization proper scope, and unlimited opportunities 
for doing good in the industry. 

“Your committee feels that every organization 
member to which this letter is addressed will recog- 
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nize the possibilities, and we sincerely hope the vote 
will be in favor of the adoption of this report. 

“It is necessary for a majority of each of the 
three organizations to vote favorably. If this major- 
ity vote is had, the next step will be to quickly call 
the organization meeting, and go forward with the 
work to be accomplished. 

“At the meeting in Cincinnati, July 2nd, it was 
unanimously decided that this letter of explanation, 
with enclosures, and sufficient copies of the con- 
stitution and by-laws, be sent to the presidents of 
the three associations with the request that one 
copy of each paper be sent at once, as per the original 
resolution, to each member of each association for 
approval, or rejection. We hope you will give the 
matter prompt and careful consideration, and re- 
gister your vote on the enclosed ballot, and mail to 
the chairman of the committee at his office at Cin- 
cinnati, Ohio. 

“Your committee has labored earnestly to carry 
out the instructions of the three organizations, and 
we believe we have correctly interpreted the wishes 
of the majority of each organization. However, if 
any mistakes have been made, or any changes are 
necessary later, they can be very easily taken up at 
the proper time in the proper way. The next for- 
ward step is the approval of the report herewith 
submitted.” 

Definite action on the proposition of organizing 
a new mill supply association, composed of distrib- 
utors and manufacturers alike, came at the triple 
mill supply convention in Nashville, May 15th, 16th 
and 17th, when each of the associations appointed 
committees to serve as a joint committee for the 
purpose of meeting in conference to develop a plan 
of organization, which, if agreed upon by the com- 
mittee, and approved by the membership of the 
three associations, is to result in a new organization. 

The National Association named as members of 
this committee Edward P. Welles, George Puchta 
and H. W. Strong, with Charles E. Allinger, H. H. 
Kuhn and H. O. Wentworth as alternates. The 
Southern Association appointed W. W. Doe, D. D. 
Peden and T. C. Keeling as members of the com- 
mittee, and J. L. Pitts, L. J. Larzelere and George 
Winship as alternates, while the American selected 
as members of its committee S. P. Browning, Don S. 
3risbin and J. H. Williams. 

At the first meeting of the joint committee, held 
in Cincinnati June 5th, a sub-committee, consisting 
of the presidents of the three associations, was ap- 
pointed to draft a proposed constitution and by- 
laws, this sub-committee to report back to the joint 
committee at a meeting to be held in Cincinnati 
June 26th. Present at the June 5th meeting were: 
Edward P. Welles, George Puchta and H. W. Strong, 
representing the National Association; W. W. Doe, 
T. C. Keeling and L. J. Larzelere, representing the 
Southern, and Don S. Brisbin, J. H. Williams and 
S. P. Browning, representing the American. Mr. 
Larzelere substituted for D. D. Peden. 

Because of the unavoidable delays in preparing 
the constitution and by-laws and the inability of 
some members of the committee of nine to be pres- 
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ent at a meeting on June 26th, the date for this 
meeting was changed to July 2nd. George Puchta 
was the only original member of the National Asso- 
ciation committee able to be present at the July 2nd 
meeting. H. O. Wentworth, one of the alternates. 
attended, and, because of the inability of either of 
the other two alternates to be present, W. J. Rad- 
cliffe, a prominent member and former president of 
the National Association, was in attendance. S. P. 
Browning was the only member of the original 
American committee able to be present, but this 
association also had full representation. David C. 
Jones, Who had been appointed to attend the meet- 
ing in place of J. H. Williams, who had gone to 
Europe, was present, while President Dixon C. 
Williams attended in place of Don S. Brisbin. 
Messrs. Doe and Keeling were the only members of 
the Southern committee who were able to be present. 

The complete proposed constitution and by-laws 
are reproduced herewith: 


Constitution and By-Laws of Mill Supplies Asscci- 
ation of America 
Article I 
TITLE. LOCATION. CORPORATE SEAL. 

SECTION 1. Title. The name of this corporation is MILL 
SUPPLIES ASSOCIATION OF AMERICA. 

SECTION 2. Location. The location of the principal office 
of this corporation in the State of 
shall be in the City of 
COEUR WN go oiaccis saree nie eisialex wad ccntes and the address thereof 
shall be Number.......... Se taeeredaieicieiaheten Dees ak at area ener. Street. 

The corporation may, in addition to its principal office, 
establish and maintain an office or offices in such other cities 
and States as the Directors may, from time to time, deter- 
mine and designate. 

SECTION 5. Corporate Seal. The corporation shall have 
a corporate seal having inscribed thereon the name of the 
corporation and the words: “Corporate Seal’ and 


Article II 

OBJECT 

The object for which this corporation is formed is to 
foster a spirit of friendship and co-operation among its mem- 
bers and between its members and those with whom they do 
business; to conduct research into all conditions which affect 
industry for the purpose of solving its problems and correct- 
ing trade evils; to openly and fairly gather and disseminate 
such accurate information as to the cost of production, the 
volume of production, the actual price for which the various 
products have sold in the past; stocks of merchandise on 
hand; approximate cost of transportation from points of 
shipment to points of consumption; to meet and discuss such 
information and statistics and to render all possible assist- 
ance to its members to the end that business may be en- 
couraged, waste eliminated, greater efficiency promoted and 
to thereby protect its membership against misrepresentation, 
deception and imposition and enable its members to conduct 
their respective businesses, in every respect, exactly as they 
please, and particularly free from misdirection or false or 
insufficient information. 

The corporation is to be conducted for the purpose of 
educating and enlightening the Industry and establishing 
better business conditions, consistent with the law. 

Article III 
MEMBERSHIP 

SECTION 1. Any person, firm or corporation engaged as 
a manufacturer or distributor of goods handled by the Sup- 
ply and Machinery Dealers Trade, and who complies in all 
respects with the mcmbership requirements of the division 
through which application is made; may, upon the recom- 
mendation of the Membership Committee, become a member 
of this corporation, when approved by a two-thirds vote of 
the Board of Directors; and upon subscribing to its Constitu- 
tion and By-Laws and upon the payment of the initiation fee 
and the annual membership dues, as provided in the By- 
Laws. 

Each applicant for membership in this corporation shall 
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pay an initiation fee and in addition thereto a fixed sum for 
each and every year that his membership continues as an- 
nual membership dues. The amount of the initiation fee 
and the amount of annual dues shall be determined and fixed 
by the Board of Directors from time to time and shall be 
set at such amounts as will produce a sufficient revenue to 
the corporation for the proper carrying out of its purposes. 

For the first year and until changed, as hereafter pro- 
vided, the initiation fee for new members shall be $25.00 
and the annual dues for all members shall be $75.00. 

SECTION 2. To assure equable selection of Directors, Of- 
ficers and places of meeting, there shall be three divisions 
of membership, i. e., National, Southern and Manufacturers, 
with no distinction except as to name; all members, of what- 
ever Division, having equal rights, privileges and benefits. 
The National and Southern Divisions shall consist of all 
dealer members now on their rosters; and the Manufac- 
turers Division shall consist of all manufacturer members 
irrespective of location. All members to be elected shall be 
assigned to the division of their selection when this choice is 
approved by the Board of Directors. 

SECTION 3. All applications for membership must be ac- 
companied by the initiation fee and the first year’s Annual 
Membershp dues. Applications for membership must be 
recommended by the Membership Committee and elected by 
the Board of Directors. 

SECTION 4. Resignations. No member may resign his 
membership unless all dues and charges against such mem- 
bership for the current year have been fully paid. 

Article IV 
MEMBERSHIP COMMITTEE 

SECTION 1. The Board of Directors shall appoint a Mem- 
bership Committee, consisting of nine members, three of 
whom shall be chosen from each membership Division. 

SECTION 2. The duties of the Membership Committee shall 
be to examine each application for membership and if the 
applicant complies with the requirements for membership as 
set forth in the Constitution and By-Laws, the Committee 
shall then, upon a majority of vote, certify the applicant to 
the Board of Directors for membership. 

Article V 
DIRECTORS 
Number, Qualifications, Teri of Office, Vacancies, Powers 

SECTION 1. Number. The property, business and affairs 
of this corporation shall be managed and controlled by a 
Board of fifteen Directors, five of whom shall be chosen from 
members of the corporation in the National Division, five 
from members in the Southern Division and five from mem- 
bers in the Manufacturers’ Division. 

SECTION 2. Qualification. No member of this corpora- 
tion shall be deemed qualified for election to the office of 
Director or as an officer of the corporation, unless he be 
either an officer of or a partner in the business he repre- 
sents as such member of this corporation. 

No successor to any Director shall be elected except from 
the members of the same Division from which the retiring 
Director was originally chosen. 

SECTION 3. Tern of Office. Two Directors from each 
Division (National, Southern and Manufacturers) — shall 
serve only from the date of their election to the First An- 
nual Meeting thereafter, and/or until their successors shall 
have been duly elected and qualified. The other nine Direc- 
tors shall serve from the date of their election to the second 
Annual Meeting thereafter, and/or until their successors 
have been duly elected and qualified. Each Director, of each 
Board of Directors, other than the first, shall hold office for 
two (2) years and/or until their successors shall have been 
duly elected and qualified. 

SECTION 4. Vacancies. If the office of any Director be- 
comes vacant by death, resignation, disqualification, inability 
or refusal to act, the remaining Directors may, by a ma- 
jority vote, elect a successor who shall hold office for the 
unexpired term and/or until his successor shall have been 
duly elected and qualified. 

SECTION 5. Powers. The Board of Directors shall have, 
in addition to the powers and authority expressly conferred 
by this Constitution, the right, power and authority to exer- 
cise all of the powers and to do all of the things which may 
be done by the corporation under the Statutes of the State 
of 


Article VI 
DIKECTORS’ MEETINGS 
First—Re gular- —S pc cial —Quorum 
First Meeting. The newly elected Directors 
(Continued on Page 77) 


SECTION 1. 
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The above letter was written by a manufacturer in the 
Cleveland district to a Cleveland mill supply house. 


Here are reasons why you should purchase your sup- 
plies from your local Supply House: 


1 It is the most economical medium 3 It reduces the inventory invest- 
* through which mill supplies can be %- ment of both the producer and the 
placed in the hands of the industrial consumer. 
consumer. 
9 It performs warehousing services A. The service it renders is essential 
+ for both the manufacturer and the ‘¥+ and must be performed by either 
consumer, gathering under one roof the manufacturer or the consumer, 
thousands of products from manu- if the distributor is not used. 
facturers in every part of the United 
tone 5 Its experience in the field of dis- 
ee 


tribution makes it the best and 
most efficient channel through 
which goods must pass to reach the 
ultimate consumer. 


Progressive Mill Supply Co. 


Enterprise City, Ohio 





Mill Supply Houses are urged io make use of the above advertisement by mailing it to their local industries. Reprints of the page will be supplied printed 
in two colors on India tint enamel stock carrying the name and address of the distributor placing the order. Orders will be received up to the 15th of the month 
of publication when a blanket order will be placed with the printer for the total required. Reprints will be billed to distributors at actual cost. 


The minimum 
order_will be 500:copies. Place your order promptly to secure the low price. 


When writing to Advertisers please mention Mitt Suppiies 





na 


August, 1928 


S 





#1) 
ul 





Publicity Service Is Offered 
Distributors of Mill Supplies 


“Mill Supplies” Inaugurates Series of Advertisements Designed to Sell 
the Importance of the Supply House to Consumers, the First of the 
Series Appearing on the Opposite Page — Distributors Will Be Supplied 
with Reprints of Advertisements at Cost, and with No Charge for Service 


MILL SUPPLIES is pleased to announce the inauguration 
of what it believes will be an exceedingly valuable serv- 
ice for distributors of mill, steam, mine and general in- 
dustrial supplies, machinery and tools, to aid them in 
selling to their customers and prospective customers the 
idea of dealer distribution, and the service rendered by 
the individual house. 

On the opposite page appears an advertisement which 
is built around a letter from a consumer to a mill supply 
house, previously published in MILL SUPPLIES, which ex- 
plains why this particular consumer looks with favor on 
the supply house. It is the first of a series of advertise- 
ments which will appear at intervals in this magazine, 
and all of which will carry convincing arguments as to 
why the user of supplies should purchase his goods 
through the supply house. 

REPRINTS IN MULTIPLES OF 500 

Reprints of these advertisements will be supplied in 
multiples of 500 to distributors desiring them, at cost 
and without any charge whatever for service. By cost 
is meant the charge for printing the reprints, for the 
paper stock used and for shipping the reprints to the dis- 
tributor. The regular MILL SUPPLIES stock, the same as 
that on which this article and the advertisement appear, 
will be used. In furnishing reprints, the top line, con- 
taining the name “MILL SUPPLIES,” the date of issue and 
the page number, will be removed. Likewise, the note 
of explanation in small type at the bottom of the adver- 
tisement. The name of the individual distributor and 
his address will naturally be printed at the bottom of the 
reprint. If the distributor desires, he can send along his 
advertising name plate, and this will be used on the re- 
prints. The reprints will be printed in two colors. 

MILL SUPPLIES further extends to distributors the 
privilege of using these advertisements in their news- 
paper and other publication advertising, whether or not 
they order reprints. The distributor can take this copy 
to the publications in which he carries space and have 
them set up the advertisement in their own type, if he so 
desires. 

MILL SUPPLIES published in its May and July issues 
letters from consumers to distributors of mill supplies, 
expressing their appreciation of the value of the supply 
house. Similar letters will be published from time to 
time. These letters supply distributors with arguments 
as to why the distributor is an economic necessity, 
backed up by proof in black and white, and indicate 
to manufacturers the attitude of many buyers of indus- 
trial equipment and supplies. If, however, the distributor 
simply reads the letters over, nods his head approvingly 
and lets it go at that, they are of no value to him. 
The purpose in printing these letters is to show the 
distributor that he is considered a very important factor 
in the business scheme by many purchasers of equipment 


and supplies, and to provide him with ammunition for 
his sales weapons. 

The purpose of the series of advertisements is to pre- 
sent some of the facts brought out in these letters in 
such a way that the distributor can easily make use 
of them in spreading the gospel of buying through the 
dealer among the users of industrial supplies and equip- 
ment in his territory. 

NECESSARY TO COUNTERACT PROPAGANDA 

The distributor of mill and allied supplies, machinery 
and tools is an economic necessity. MILL SUPPLIES knows 
this to be true. Distributors know it to be true. So 
do manufacturers who distribute their products through 
the supply houses—and, perhaps, many who do _ not 
so distribute their goods. Likewise, hundreds upon 
hundreds of users of supplies know the fact to be true. 
Nevertheless, there are many consumers who are not 
thoroughly sold on the economic importance of the dis- 
tributor. This is probably due largely to the fact that 
no systematic effort has been made to convince them. 
On the other hand, they may have been besieged by 
propaganda from direct selling manufacturers and other 
systems of distribution. 

The mill supply distributor and his salesmen should 
not only be ready at all times to answer any argument 
that may be advanced in favor of other methods of dis- 
tribution; they should go out of their way to tell their 
story—by word-of-mouth, through direct mail literature, 
and, where advisable, through newspaper and cther 
forms of publicity. The theory on which the American 
system of bayonet fighting in the world war was devel- | 
oped was that a good offense is the best defense. The 
facts are easily assembled; it only remains to spread 
them effectively. 

It is believed the service offered by MILL SUPPLIES, 
if used by distributors, will work incalculable benefit 
to the individual supply house and to the mill supply 
distributing business generally. If the distributor will 
secure reprints of these advertisements and mail them 
to customers and prospects, he will be doing a good 
job. 

The plan presented entails no great effort on the part 
of the distributor. Shortly after sending his order to 
MILL SUPPLIES, he will receive the reprints, and all that 
will be necessary will be to fold them, insert them in 
envelopes, and mail them. They may be sent out in a 
direct drive or as a stuffer with bills and statements. 

MILL SUPPLIES will hold each advertisement in type 
for fifteen days, in order to allow distributors ample time 
in which to send in their orders. It is advisable to 
submit orders at the earliest possible moment, however. 

This service is not limited to subscribers to MILL 
SUPPLIES. All distributors are invited to take advantage 
of it. 
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We back the Jobber” CLEVELAND 
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Our responsibility does not end when 
we sell the jobber our merchandise 
—that’s only the beginning! 


Shown here are a few of the many installations sold by 
our representatives in the interest of our distributors. 









a “We back the Jobber” 
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New Warehouse Speeds 
This Firm’s 


Service 


Delaware Electric & Supply Co., 
Wilmington, Del., Finds New Ar- 
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New Warehouse of the Delaware Electric & 


rangement Facilitates Movement of = 1 


Supplies and Reduces Costs— Other 


Supply 


Co., Showing the Company's 


Two Entrances for the 


Trucks. The Building at the Left Is the Company's Gar- 


Improvements Also Made by Company 


The Delaware Electric & Supply Co., Wilmington, Del., 
has recently completed a new warehouse and altered its 
main building in order to reduce costs and facilitate the 
movement of mill, plumbing and heating supplies. 
Whereas the old building faces on Shipley street, be- 
tween Second and Third streets, the new warehouse is 











1 on the Ground Fioor of the Neu 
Where Heavy Pipe Is Stored, Is 
wail System and Electric Hoists. 


on Orange street, immediately in rear of the older struc- 
ture, the company’s property extending from Shipley 
street to Orange and including 60,000 square feet of 
floor space. 

“Shipley street is comparatively narrow, with one-way 
traffic, which is very heavy, this street being but one 
block from the city’s principal shopping thoroughfare,” 
states H. J. Bailey, president of the Delaware Electric 
& Supply Co. “One of the company’s problems, there- 
fore, was to relieve the congestion caused by the loading 
and unloading of its trucks. This was accomplished by 
placing two driveways in the new plant—one 20 feet 
wide, the other 10 feet—the entrances being from 
Orange street. This leaves the old loading space on 
Shipley street clear for customers’ trucks, and saves 
many annoying delays, which were frequent under the 
old arrangement.” 

The new warehouse is two stories in height, has 90 
feet frontage on Orange street, is 92 feet in depth, and 
has steel sash and wired glass windows, and excellent 
sky lighting. It is of steel and brick construction, and 
the girders under the second floor are 30-inch steel sec- 
tions, to provide a carrying capacity of 400 pounds to 
the square foot in the upper story. The second story 
is equipped with a 35-foot span overhead electric travel- 
ing crane for the economical handling of heating boilers, 


age. The Truck Equipment Shoiwn Here 


5-Ton Truck, Two 2-Ton and One 


Consists of One 
1-Ton. 


radiators, bags of plastic and other pipe covering mate- 
rials. The lower floor contains a machine shop fitted 
with pipe-cutting, threading and drilling machines, also 
a jib crane for handling heavy material. The shop is 
40 by 50 feet in dimensions. The remainder of the 
space on the first floor is utilized for storage of iron 
and steel pipe, soil pipe and other plumbing and steam 
supplies. An overhead tramway with electric hoists 
takes care of material handling there. The remainder 
of the company’s 130-foot frontage on Orange street 
is occupied by its garage. 

In order to make room for the new warehouse, the 
company demolished dwelling houses which it had owned 
for some time. These had been used for storage, but 
were inconvenient because of the low ceilings and many 
partitions of the houses. 

ARRANGEMENT OF STOCKS 

In the basement of the main structure are carried 
such supplies as belting, hose, oils, greases, rope and 
cable. On the ground floor are the smaller supplies, 
such as packing, small tools and oiled clothing, which 
are kept on shelves and in hinged bins under the 
counters. Pumps, pulleys, hangers, transmission equip- 
ment and other mill and plumbing supplies are stored 
on the second, third and fourth floors. Each floor is 
in charge of one man who fills the orders and sends 
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Machine Shop, Also on First Floor of New Warehouse. The Shop 

Has Pipe Cutting and Threading Machines, Radial Drill and 

Grinder, and Is Equipped with Overhead with Electric 
Hoist, and Radial Crone with Yale & Triplex Hoist. 


Tramrail 
Towne 
the smaller goods to the store by means of a chute. 
The heavier supplies are conveyed to the shipping de- 
partment by means of an electric elevator. 

The offices, which are on the second floor, have been 
re-lighted and equipped with modern toilet facilities, and 

















SE & COMPRESS COMPANY 


SAVANNAH, GEORGIA 


"here is no doubt about oka 
‘ March 9, 1923 ria er 
‘American’ Pressed : 


Buy a sample truck, look 


eel Hand Trucks are [ae it over and then put it 


Philadelphia, Pa. to work where you can 
Gentlemen: 


watch it. If you are no 
e be st we h ave e ver Our opinion of "American" Pressed Steel Trucks can be summar- ; : : : 


satisfied that it is saving 
ized in very few words. We frankly consider them the best 
d 9 cotton trucks on the market today. you money through bet- 
Cd 


Of course as our floors are all of concrete construction they ter service—send it back 
have bad a pretty tough tryout. But with the pressed steel . 
wheels we have found that there is no chance whatever for and we will refund the 


trouble on that score. purchase price. 
Because our colored labor has found that "Americans" are prac- 

tically the same weight, size for size, as wooden trucks -- 

and because they appreciate their good balance and smooth run- 

ning wheels -- they now prefer them to other hand trucks. 


There is no doubt about it. "American" Pressed Steel Hand 
Trucks are the best trucks we have ever used. 


Yours very truly, 


SAVANNAH WAREHOUSE & COMPRESS CO. 
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J. P. Alcorn, Gen'l Supt. 


__TRU CKS 
REG. REG. U. S. PATENT OFFICE 


THE AMERICAN PULLEY COMPANY 


PRESSED STEEL: 
PULLEYS HANGERS HAND TRUCKS 
MISCELLANEOUS STAMPINGS 


4200 Wissahickon Ave., Philadelphia See Next Page 





\ 





: 














tl? | 








hey found out- you can too! 


Let a trial order of “Americans” 
tell their own story 


HATEVER your hand truck requirements—whatever your pre- 
vious experience with hand truck service—try the all-steel,* all- 
red “Americans.” For these light, sturdy, pressed steel trucks have never, 
to our knowledge, found a hand truck task too strenuous for them. 


They have never met a brother truck that they could not outlive, out- 
distance, and outdo in continuous trouble-free service on the job. 


A sweeping statement? Quite true. But every scientifically designed and 
precision-built “American” Truck stands behind it. And they are ready 


to prove their superiority to your satisfaction, side by side with any other 
truck you are now using. 


The special trial offer makes it easy. Find out. Buy them. Try them. K 


You too will standardize on ‘‘Americans.”’ 


/ 


*Wooden hand grips for comfort. 


THE AMERICAN PULLEY COMPANY IS 
PRESSED STEEL: 
PULLEYS HANGERS HAND TRUCKS MISCELLANEOUS STAMPINGS 
4200 Wissahickon Ave., CA 


AMERICA 


PRESSED STEEL 


TRUCKS fais 


PATENTS PENDING ~S 
REG. U, S. PATENT OFFICE 
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the surroundings generally made bright and comfortable 
for the clerical force. 

“Cheerful quarters make more efficient and cheerful 
operators, and the offices were remodeled with this idea 
in mind,” states Mr. Bailey. 

For the convenience of plumbers, architects and house- 
owners, the company maintains a plumbing material and 
supplies show room adjoining the store. 

Although the company had no formal opening follow- 
ing completion of its new warehouse and alterations to 
the old building, a full-page advertisement was used in 
the local newspapers on June 7th. The advertisement 
contained an announcement of improvements made on 
the company’s property and other information of inter- 
est, as well as cuts of the new warehouse and the plumb- 
ing display room. “Believing in the principle of prompt 
and efficient service to our customers, the company main- 
tains a force of fifty people, thirty telephones and seven 
trucks and automobiles,” the advertisement stated. 

The Delaware Electric & Supply Co. had its beginning 
in 1856, when Homer Barry opened a business on Water 
street, between Market and King streets. At that time 
the principal merchandising was in ship chandlery. But 
from then on shipping by sailing vessels in and near 
the port of Wilmington decreased. The business was 
incorporated in July, 1889, under the name of the Stone 
& Hudson Supply Co., the incorporators being George W. 
Stone, John R. Hudson, Charles H. Smith, Jr., and 
Frank D. Sweeten. This corporation carried on a busi- 
ness in electrical contracting, ship chandlery, mill and 
plumbing supplies. 

On June 16th, 1891, the business was organized and 
incorporated under the name of the Delaware Electric & 
Supply Co., and was located at 211-219 Shipley street. 
The board of directors consisted of George W. Stone, 
president and treasurer; Stansbury J. Willey, vice-presi- 
dent; Charles H. Smith, Jr., secretary; Alfred D. Warner 
and Daniel W. Taylor. This board carried on the busi- 
ness until May 11th, 1895, when the board was changed 
to the following status: Charles H. Smith, Jr., president; 
Stansbury J. Willey, vice-president; F. E. Stone, treas- 
urer; A. D. Warner and Daniel W. Taylor. Edwin J. 
Sheppard, though not a member of the board, served as 
secretary. At this time the organization disposed of its 
electrical contracting business and took on pipe-covering 
contracting (which is still an activity of the company), 
continuing with mill and plumbing and heating supplies. 
The organization remained intact until April 2nd, 1906, 
at which time the following board of directors 
elected: Charles H. Smith, Jr., president; F. E. Stone, 
treasurer; Edwin J. Sheppard, vice-president; Nelson K. 
Smith, secretary, and A. D. Warner. Shortly afterward 
A. D. Warner withdrew from the board, and the other 
four directors carried on the business until 1916, when 
Nelson K. Smith died. Herbert R. Smith was 
secretary though a member of the board then. 

On December 21st, 1918, following the death of Edwin 
J. Sheppard, Herbert R. Smith was elected to the vice- 
presidency and membership on the board, and Earle C. 
Comegys was chosen secretary, although not made a di- 
rector at that time. On April 19th, 1919, following the 
death of Charles H. Smith, Jr., F. E. Stone, who had 
been treasurer, was also elected to the office of president, 
retaining the treasurership. Herbert R. Smith, in addi- 


Was 


elected 


tion to being vice-president, was given the title of gen- 
eral manager, and Secretary E. C. Comegys was named 
to the directorate. 

Frederick E. Stone retired from active participation in 
the business April 28th, 1926, to devote his time to his 
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banking business, H. J. Bailey and Wilbur C. Jones, both 
of whom had formerly been connected with Hilles & 
Jones Co., manufacturer of machine tools, purchasing his 
interests in the Delaware Electric & Supply Co. Mr. 
Bailey became president and treasurer on May Ist of 
the same vear and Mr. Jones was chosen vice-president, 
Herbert R. Smith and E. C. Comegys continuing as vice- 
president and secretary, respectively. These four men 
and Mr. Stone constitute the board of directors of the 
company at the present time. Vice-President Jones is 
also sales manager of the company, and Secretary Come- 
gys is buyer. George E. Vandegrift is assistant treas- 
urer. 

The Delaware Electric & Supply Co. is capitalized at 
$200,000 and carries an average stock of supplies valued 
at $150,000. It has an outside sales force of five men, 
and covers Delaware, the eastern shore of Maryland, and 
Delaware and Chester counties in Pennsylvania in its 
sales activities. 

According to President Bailey, the facilities of the im- 
proved home of the company have already shortened the 
time of delivery and improved the service, and at the 
same time lowered the cost. 

pone 


NEW PACIFIC COAST HOUSE 


Jenison Machinery Company Acquires San Francisco 
Division of Smith-Booth-Usher Co. 

The Jenison Machinery Company, San Francisco, has 
been organized and has acquired the good will and stocks 
of machinery and equipment of the San Francisco divi- 
sion of the Smith-Booth-Usher Co., Los Angeles. The 
San Francisco division has been operating in northern 
California. It was opened in 1919. 

KE. S. Jenison heads the new company as _ president. 
Mr. Jenison became vice-president of the Smith-Booth- 
Usher Co., in charge of the San Francisco division, in 
1925. Other officers of the new company are T. F. Pim- 
per and Stuart S. Smith, vice-presidents; H. L. Davis, 
secretary, and H. J. Schiefer, treasurer. Directors are 
Ek. S. Jenison, T. F. Pimper, Stuart S. Smith, H. L. Davis, 
H. J. Schiefer and E. W. Smith. Stuart S. Smith, who, 
in addition to being a vice-president and director of the 
company, is manager of the construction equipment divi- 
sion, was formerly president of The Stuart S. Smith 
Company, San Francisco, which, it was announced, was 
to be liquidated. 

An announcement issued by the Jenison Machinery 
Company states that every member of the organization 
is a stockholder, and that each is a specialist in one or 
more of the lines handled by the company. The company 
is handling machine tools, woodworking machinery, con- 
struction equipment, pumps, engines, etc. 

“Mr. Jenison and his associates will continue the busi- 
ness along established lines, fulfilling our phrasing of ‘A 
division—not a separation,’” states the Smith-Booth- 
Usher Co. in its announcement to the trade. 

The Jenison Machinery Company is occupying the same 
building formerly occupied by the Smith-Booth-Usher Co. 
in San Francisco—at 50 Fremont street. 
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Electric Tool Exports 

Shipments of portable electric tools from the United 
States during April showed an increase of $62,345 over 
the corresponding month in 1927, according to Commerce 
Reports. Exports to the United Kingdom and Canada, 
the largest markets for these commodities, showed de- 
clines as compared with March, 1928. The United King- 
dom took portable electric tools valued at $38,726. 
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few of the dis- 


tinctive features of 
the new Oster 652: 


- Simple, small, com- 


pact, sturdy. 


Cutter-dise is con- 
tained in movable 
arm. Rollers are sta- 
tionary. This permits 
keeping the pipe al- 
ways at right angles 
to the cutter-dise. 


. Cutter-dise action 


controlled by screw 
feed and hand wheel. 


. Equipped witha 


length gauge. Can be 
set to cut from“ close” 
to 3 feet on either side 
of cutter-dise. 


. Furnished in either 


belt or motor driven 


models. 


. An all-metal stand, 


that places the No. 
652 at exactly the 
right height, can be 
furnished as extra 
equipment. 
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A Pipe Cutter 
That is Absolutely New 


In Design and Results 


UILT along entirely new principles of 
design, this new Oster tool embodies fea- 
tures that make it possible to cut pipe and tubing 
with a speed and accuracy never before possible. 


The movable cutter-dise arm—a new Oster 
principle in pipe cutting tools—insures a clean, 
square cut not obtainable on the ordinary 
cutter. And the extra leverage which the screw 
feed and hand wheel control permits, enables 
the operator to greatly increase the speed of 
the cut—a feature which considerably increases 
the production capacity of the tool. 


The new Oster cutter is small, compact and 
sturdy. It cuts pipe and tubing from 14" to 2", 


The new Oster No. 652 cutter embodies the 
latest and most up-to-the-minute ideas in pipe- 
cutting practice. Its speed, accuracy and sturdy 
construction are making it a fast, sasy seller— 
one that will make quick profits for you. 
Write for Bulletin No. 76. It explains com- 
pletely this latest Oster leader. 


THE OSTER MANUFACTURING COMPANY 
2087 East 61st Place + Cleveland. Ohio 


Offices in New York, Philadelphia, Chicago, Boston, Los Angeles 
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Demand Supported at Fair Levels 
According to Valve Index 


Smooth Trend Is Definitely on Moderate Rise, with Likelihood 
for Continuance Throughout 1928 
JOSEPH H. BARBER* 


Assistant to President and Chief Statistician, Walworth Company 
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Figure 1—Chart Showing Actual Movement Since 1924 
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The ionthly index is not based upon any single company’s 
eu pe rile nce, but is deve loped from broadly selected measures 
of the quantity of demand in all those industries that use 
valves and fittings. The index has been corrected for ir- 
relevant seasonal fluctuations and price variations. 

As a natural after-effect of this Spring’s “buying 
movement,” the Valve and Fittings Index shows a moder- 
ate sagging of demand as we enter the Summer months. 
The inevitable reaction following a spurt, such as that 
culminating in April, is usually temporary and shows its 
worst immediately. Probably the curve will always be 
irregular, vet, if we study the trend of the curve as 
distinguished from its irregularities, we see that demand 
is now beginning to run “better than a year ago” in- 
stead of “worse than a year ago,” as was generally true 
during the past year. Prior to inventory-taking there 
was hesitation and sluggish demand, but the spurt of 
orders during early Spring helped to offset the extreme 
low point of November. We must figure the real trend 
aS an average between the two extremes, and after 1928 
is all over we shall probably see that such an average 
trend was gradually upward even though there 
several humps and hollows. 

Temporary dips and spurts like those that occurred 
during the last six months are not significant to those 
who are following the real, smooth trend of demand. It 
is worth noting that, in the aggregate, demand is now 
being supported at levels materially higher than on the 
average for the last twelve months. In other words, the 
smooth trend of demand is definitely on a moderate rise. 
Figure 2 shows the smooth trend of the Valve and Fit- 
tings Index and proves that, while the curve of actual 
data has many jagged peaks and deformities over the 
years, after all there is considerable rhyme and reason to 
the smooth trend fluctuations of the curve. In fact, there 
is a surprising sequence of wave-like cycle movements 
from trough to crest and from crest to trough again. 
The crest of the wave at the end of 1919 was followed 
a year and a half later by a trough in early 1921. Three 
years after the first crest, in late 1922, 
crest was 


Final Index 


Pre liminary 


were 


a second wave- 
followed in a little less than a year and a 
half by a trough in early 1924. A little more than three 
years after that second crest, a third crest was formed 
in the early months of 1926, only to be followed again, 


Copyright 1928, Walworth Company. 


about a vear and a half later, by a trough in mid-1927. 

We need not claim that inevitable move- 
ments. In fact, it is certain there has been increasing 
moderation in the degree to which the wave-like curve 
rises and falls, and it is fairly clear that the span be- 
tween crests is getting a little longer. On the other 
hand, if we look behind the camouflage of erratic month- 
by-month fluctuations and see the underlying trend that 
is really there, we find “the business cycle” is still 
with us; and we find, moreover, that its length from 
crest to crest is increasing to about forty months (as 
history recorded them before the war.) Hence, through 
analysis of the current cycle’s time allowances, we could 
reason that we must have passed the trough in 1927 and 
be due to rise through 1928. 

But reasoning by historical comparisons is not in itself 
conclusive, and the trend in figure 2 does not prove what 
is happening now. The statistical device for smoothing 
out the monthly index is what is known as the twelve- 
month’s moving average, centered. 
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The process of cen- 
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Smooth Trend of Valve and Fittings Index 














Figure 2- 


tering a twelve-month’s average makes it impossible to 
post the smooth curve down to date. The latest dates 
for which we can post the smooth curve simply show 
that, while it is no longer falling sharply, neither has 
it turned up definitely enough nor long enough to be 
convincing. Might it not start on downward again? At 
just such a time as this there is another statistical de- 
vice that does help to interpret the smooth trend as it 
progresses along. This device is called a “year ago” 
curve. It is a way of measuring trends, particularly use- 
ful when the smooth trend is uncertain, for at such 
times the “year ago” curve has usually already changed 
its trend toward the direction in which it will continue 
over the next few months. 


> 


The upper portion of figure 3 shows the “year ago”’ 
curve in a handy position for comparing it with the 
smooth trend of the Valve and Fittings Index in the 
lower portion of the same diagram. It is natural to think 
of business as getting worse when the trend in each cur- 
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Penberthy Products 
Produce Profits 


Many supply houses have found Penberthy Products 
to be decidedly profitable. Gne important reason is 
their universal acceptance in the boiler and engine 
room for more than 42 years. Another is the satis- 
factory performance of Penberthy Products which 
promotes repeat business and builds good will for the 
distributor. 


The demand for Penberthy injectors, ejectors, 
lubricating devices, water gauges, etc., is stimulated 
by extensive and persistent advertising in the leading 
trade papers read by the customers of the supply house. 


Penberthy Products are sold exclusively through 
the jobbing trade. 
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rent month is an increasing percentage under the trend 
in the same month of the previous year. Even though 
actual business may still be at low levels, we get the im- 
pression that business is improving if it is registering 
smaller and = smaller 


trend of Valve and Fittings demand has already turned 
upward enough to average as high as during the Spring 
of 1927. And, since there is no reason to suppose the 
1928 trend of the upper diagram should not continue its 
rise, there is good reason to suppose that the 1928 trend 
of the lower actual demand line will continue to rise 
during the Fall until demand is then generally ‘“‘better 
than a year ago.” 

Another 


decreases under 
periods in the previous year. When 
proved sufficiently so that 


corresponding 
business has im- 
we are actually reporting 
business in percentages better than at the same time in 
the previous year, we think that business is on the way fundamental analysis supports this conclu- 
toward prosperity. This is the theory behind the “year gion. Demand conditions reflect the status of business 
| confidence, and confidence, in turn, depends upon a fav- 
VALVE AND FitTINGs INDEX | orable combination of conditions that will lead to better 
profits. This combination of conditions may be measured 


1920 | 192! | 1922] 1923] 1924 [1925 | 1926 | 1927 | 1926 | 
| 





CHANGES OVER A YEAR AGO by noting the effect of vital economic factors upon the 
au Tar same SEASON oF Previous veaw) manufacturing enterpriser’s gross profit or operating 
is ole , margin. This line of reasoning was followed out in more 
* A | +|s20°. detail in the October, 1927, article in MILL SUPPLIES. 
~ _ “ir + — eat Briefly, we conclude that the prospect of increasing 
. . ! |-20 profit margins will increase orders; the prospect of de- 
3 creasing profit margins will decrease orders. If we 
% measure the condition and trend of profit margins gen- 
: erally, we have a device for predicting the trend of 
‘ orders. 
AcTuAL VALVE ANO FitTINGS INDEx ah * : 
140 es sR i ok se hao The two primary elements of cost are labor and raw 
120} VA i > an * = 0 materials. If we but compare the average trend of these 
100 + " —— 1100 elements of cost with the average trend of selling, or 
80 % Sf } 80 consumers’ prices, we shall get an index of the changing 
60 % ex 1 TREN oe trends of profit margins. We have done this in index 
i = form to represent gross profit prospects in the United 
se - States as a whole. There were a few statistical nuts to 
o} - : fee a crack and a few theoretical criticisms to answer. But the 
ee we 922 | 1923 | 1924 | 1925 | 1926 | 1927 | 1928 fact remains that the resulting index acts consistently, 
Figure 3—“Year Ago” Curve Developed To Forecast Trend checks against individual experience well, and is a re- 
Of Valve and Fittings Indes liable forecaster of changes in ordering. Figure 4 shows 
ago” curve. The successive months’ percentages more or the forecasting index compared with the Valve and Fit- 
less than a “year ago” are simply plotted one after an- tings Index. In the chart 
other. 


we have stripped the fore- 
its technical details and have simplified the 
2 shows a simplified presentation so that the implication may be readily 
‘vear ago” percentages of the Valve and grasped. The upper curve reveals the up and down move- 


caster of 
The upper portion of figure 
diagram of the ‘ 











Fittings Index. For easy interpretation, when the Ment of gross profit margin prospects which are seen 
curves have stopped falling and are rising the lines are " isi9 | 1820 | 192! 1922 1923 | 1924 1925 | 1926 1927 | 1928] 
shown full and heavy; when they have stopped rising +2 5 
and are falling they are shown as broken lines. In the +! J: “s: % 

. Ve or % %, ™ : Ra 
upper diagram we see that the 1922 to 1925 cycle span re) de,— eshte, seayeeho, oy ty, oS ff 
Was thirty-six months, or three years, as we had pre- = ai st = . | 
viously observed from figure 2. But notice that by its | ‘ % GROSS PROFIT MARGIN PROSPECTS 
nature the crests on the “year ago” diagram occur several 

, , ‘ " iso a t 

months ahead of the crests showing on the lower dia- Me M 

coo , Po 99 . ees - a8 125 % } "sey, Se, | 
gram. Similarly, the “‘vear ago” curve will stop falling % reek Dak - 

i . . R ce e ; ” bi ni | 

and start rising in advance of the actual Valve and 100 * 
Fittings Ind Wi ntisiacalline ; . Sree Pale * > ‘ SMOOTH TREND OF 
Ittings Index. Naturally, then, we are not surprise¢ Nea VALVE AND FITTINGS INDEX 
to see that upon the present occasion the “‘vear ago 50 
curve has already started its definitely rising trend 2s 
towards better levels of business, at about the time it ier RIGHT 
should theoretically begin such a rise. 








Figure Y Profit Margin Prospe ects as a Foreeaster of the 


We may also carry our figure 2 reasoning a little Valve and Fittings Index Trend 


further. We had observed that the cycle swings are |} 


e- 
coming more moderate and a little 


to fluctuate in advance of the smooth trend movement of 
the Valve and Fittings Index. 

We have drawn each curve with two different kinds of 
lines in order to emphasize the definitely 
tions of each of the curves. 


more extended. We 
may figure, then, that the next crest of the “year ago” 
curve may not 


rise quite so high, and may not 
until say 


forty months after the 1925 crest. This per- 

mits us to assume a projection of the “vear ago” curve 

to “X” on the diagram and we find that that point lies 

on a natural continuation of the trend of the “year ago” and the profit margin advantages then gained are yielded 

curve so far as we can actually plot it to date. up gradually and irregularly as the curve wanders down- 
The projection in the upper diagram shows that 


hat busi- ward over a much longer period of time. 
ness in the Spring of 1928 should be on the “equal” line, 


occur rising por- 
Once the rising trend of the 
gross profit margin index begins, it accomplishes all of 


the rise to its highest levels in a short period of time, 


However, this 
sharp and rapid rise in the profit margin index occurs 


There- while ordering demand is still down in the 
fore, applying our reasoning to the lower section of the And the profit 


diagram, we are in a position to conclude that the actual 


or about as good as in the same season in 1927. dumps. 
margin situation will be in very good 
condition while improvement in ordering demand levels 
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Vogt Forged Steel Union 
Bonnet Globe Valves 
OSE Y type under 3500 
pounds Hydrostatic test. 
24 hours duration. 


A pressure test three 

or four times greater 
than actual operating 
conditions require is applied to every Vogt forged 
steel valve before shipment. 


Vi Drop Forged Steel 
ogt VALVES XFITTINGS 





Write for HENRY VOGT MACHINE co. 
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Manufacturers of: OIL REFINERY EQUIPMENT, DROP FORGED STEEL VALVES AND FITTINGS, WATER TUBE : 
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is rising much more gradually. Roughly, we might even 
say that profit margins get back on their feet in half 
the time that ordering levels are approaching: the top, 
and all the improvement in profit margins seems to occur 
during the first half of the rise in demand levels. 

These general statements have applied in actual fact 
upon three the the war, and 
apparently history is about to repeat itself in the case 
of our present recovery from the 1927 recession of busi- 


occasions since close of 
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ness. Already we have a number of months of definite 
improvement in the prospects for profit margins, and, 
with the fundamental conditions thus developing so 
favorably, a pleasing chain of events should follow as a 
natural consequence. Though vet profits may not reach 
their best levels for some months yet, the improvement 
in the gross profit situation already developing, and the 
larger volumes that lie ahead, should assure better net 
earnings as time goes on. 
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Good Future for Denver Territory 


P. H. Workman, Founder of the New Colorado Industrial Supply Co., 
Enthusiastic over Distributing and Manufacturing Conditions 


HAROLD MONAHAN 


A bright future for Denver as a distributing and 
manufacturing center is forecast by P. H. Workman, 
founder of the recently organized Colorado Industrial 
Supply Co., Denver, which is stocking and selling a gen- 
eral line of industrial supplies and specializing in steam 
specialties. 

“Heretofore, excessive freight 
tarded the growth of distributing and manufacturing 
in this territory, but definite progress has now been 
made toward the elimination of this unfavorable factor,” 
said Mr. Workman. 

“We now have available motor truck service 
for shipping goods to our out-of-town customers, which 


rates have greatly re- 


express 


is in most cases quicker and cheaper than by 
or express. 


freight 


“The motor truck express service, certainty that long 
haul freight will be adjusted soon as a result of 
the building of the Moffat tunnel, an abundance of low- 
cost coal, natural gas and hydro-electric power; living 
conditions which insure an adequate supply of good 
labor, and the great wealth of the country in natural 
the Denver 

manutfac- 


rates 


resources are some of the chief reasons why 
territory will be increasingly attractive to 
turers seeking locations. 

“I believe we can develop a very satisfactory volume 
of business through rendering expert service to the in- 
dustries which are already here and to those that will 
come. We believe the mill supply salesman should be 
an engineer with thorough and varied experience. Both 
D. EK. Winters and I are thus qualified, and those we 
engage for our sales force must either have a technical 
foundation, or shall 
strated their ability. 


education as a have fully demon- 

“The competition of the other supply houses operating 
in this territory is so fair, and their disposition to co- 
operate with the other fellow obviously so genuine, that 
I dislike to refer to them as competitors 
term them contemporaries. 


I would rather 
The Denver supply houses 
do considerable pickup business among themselves on 
items not stocked by all, and the house supplying ‘pickup’ 
items always sees to it that the house which obtained 
the order is protected on the cost of handling the trans- 
action. The Denver supply 
commended for their 
rangement, as it makes it 
to tie up capital in slow m« 
time puts each in position t 


houses are certainly to be 
ght in perfecting this ar- 
innecessary for each house 
ving items, and at the same 
render quick service, which 
plays a big part in discouraging direct buying on the 
part of the consumer. 


fore; 


“The competition of the foreign-owned, price-cutting 
tvpe of chain store has not been felt in this territory, 
and I do not believe it will make much headway in 
the mill supply field.” 

COMPANY ORGANIZED LAST SPRING 

The Colorado Industrial Supply Co. was incorporated 
March 26, 1928, and a month later was opened for busi- 
1617 Wazee street, Denver. The company’s 
offices and stockrooms, and a belting shop which it oper- 
occupy most of the two-story building at that 
and arrangements have been made for addi- 
tional space as needed. The value of the initial stocks 
is $25,000. 


ness at 


ates, 


address, 


P. H. Workman has had vears of experience in struc- 
tural and mechanical engineering, as well as in the 
sale of mill supplies and mechanical goods. Traveling 
through all parts of the United States and Canada, he 
represented The Rossendale-Reddaway Belting & Hose 
Co., Newark, N. J., for twelve years prior to his present 
venture. He is widely acquainted throughout the west- 
ern territory. 

As a nucleus for his sales organization, Mr. Workman 
engaged D. E. Winters, who for several vears previous 
to his present connection was combustion engineer at 
the Denver plant of Armour & Company. Mr. Winters 
is covering Denver and the neighboring towns, while 
Mr. Workman is traveling the outlying districts of the 
Denver trade area, which includes Colorado, Wyoming 
and New Mexico, and parts of North and South Dakota, 
Nebraska and Montana. 


Se 


Plea for Constant Support 

“Mr. Plant Executive, supposing something happened 
in your plant today, which necessitated immediate 
repair,” states M. & L. Super Service, published by 
the Mills & Lupton Supply Company, Chattanooga. ‘‘And 
then, supposing there were no supply distributors—no 
stocks available in such emergencies. You would be 
compelled to order direct. What would happen? Even 
with the present highly developed transportation facil- 
ities, it would mean delay and substantial financial loss 
to you. The distributor is your “safety valve,” whether 
you are large or small, and you would indeed be isolated 
without him. Next time you need him, remember what 
his existence means. Give him your everyday support. 
He is studying your requirements, and wants to grow 
with his community and you.” 
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TAKE A 
CHANCE 


ON’T be tricked into taking a chance with your reputation 

by giving your customers “any old kind” of pipe fittings. For 
there is a difference in pipe fittings. Just as great a difference as 
there is between all-wool and “shoddy.” On the surface, it’s hard 
to tell the difference. It takes performance to prove that. 





Square “Gees” are star-performers. They “come easy and fit tight.” 
That saves time, speeds up the job, cuts costs and earns money for you. 
You can confidently depend upon Square “Gee” fittings to live up to 
your reputation for stocking products of dependable quality. If you 
haven’t a copy of the new Square “Gee” Costalog write for it today. 


The GRABLER MANUFACTURING COMPANY 
and its subsidiary GRABLER-REPUBLIG, Ince. 
1900 EUCLID BUILDING ts CLEVELAND, OHIO 


SQUARE “GEE” 
Pipe Fittings 


ORAINAGE, GRASS 








MALLEAGLE, CAST IRON 
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Charles J. 


Graham 


Fully three hundred manufacturers and distributors 
attended the National Distribution Conference, held in 
the Waldorf-Astoria hotel, New York, June 28th and 
29th, under the auspices of the bolt, nut and rivet in- 
dustry of the United States, for the purpose of affording 
opportunity for full and free discussion of the problem of 
sales and distribution, with a view to the adoption of 
some plan of action looking to the more efficient and eco- 
nomical distribution of manufactured products. 

The direct result of the conference was the appoint- 
ment of two committees, one comprising representatives 
from seventeen different manufacturing industries, and 
the other being composed of thirteen hardware jobbers 
and distributors of mill supplies, representing practically 
the entire hardware jobbing and mill supply distributing 
business in the United States. It is expected the number 
of manufacturing industries represented on the manu- 
facturers’ committee will be increased by later appoint- 
ments. ; 

WELTON HEADS DISTRIBUTORS COMMITTEE 

At a meeting of the distributors and jobbers, held the 
day before the conference opened, it was suggested that 
a general chairman of the distributors’ and jobbers’ 
group be. selected. R. H. Welton, secretary, Chase, 
Parker & Co., Inc., Boston, was chosen for that position. 
George Puchta, president of The Queen City Supply Co., 
Cincinnati, served as temporary chairman and made the 
distributor committee appointments. 

The manufacturers’ committee is under the chairman- 
ship of Charles J. Graham, president of the Bolt, Nut 
and Rivet Manufacturers’ Association, who presided at 
the conference, and who has been one of the most im- 
portant factors in bringing about the present improved 
situation in the bolt, nut and rivet industry. 

“These committees (the distributor-jobber and the 
manufacturers’ committees) will confer jointly, and en- 
deavor to determine upon some plan of distribution to 
be adopted by each manufacturing industry; not neces- 
sarily a plan similar to that of the bolt, nut and rivet 
industry, but any better plan that may be devised, within 
legal limits, and having for its purpose the more eco- 
nomical distribution of its products,” stated Mr. Graham, 
in a report of the proceedings of the conference. 

“It is further intended that, following the formulation 
of a definite programme, the two committees shall ap- 


Distribution 
Conference Committees 


Suitable Distribution 
Plan for Each Industry 
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—R. H. Welton 


pear jointly before the proper governmental bodies, sub- 
mitting the plan for approval, prior to adoption. 

“From this beginning, it is hoped that a movement has 
been inaugurated which will ultimately result in in- 
creased happiness and prosperity, and a higher scale of 
general well-being for every resident of the United 
States.” 

It is felt that 17 industries is an ample number with 
which to inaugurate action on the proposed programme. 
The various representatives of manufacturers are now 
taking up the proposition with the leaders in their in- 
dustries for the purpose of securing an expression which 
will be representative of the entire industry. This nec- 
essarily must be done before any definite plan can be 
formulated for presentation in Washington. It is not 
likely the Washington conference will be held before 
September, and ample time is thus allowed for the form- 
ulation of a definite programme. 

“In 1924, the losses of the bolt, nut and rivet indus- 
try, on a gross business of approximately seventy-five 
million dollars, reached the staggering total of twelve 
million dollars,” said Mr. Graham, during the course of 
his opening address at the distribution conference. “As 
a concrete example of how serious the conditions were, 
one of the companies, in April, 1924, lost $51,000 net, 
while the total payroll for the month was $47,000. — If 
the employes of that company had worked without re- 
muneration, the company would still have been in red 
figures. 

“Our own company decided, in July of that vear, that 
such a policy was nothing but fairly rapid suicide, and, 
without consulting any of our competitors, withdrew 
from the market with a statement to the trade and to our 
competitors that, from that time on, we would get at 
least cost out of our product or quit business entirely. 
The reaction, as a result of that letter, was not only sur- 
prising, but very gratifying, not only from our competi- 
tors, but from some of our largest customers as well. It 
afforded the first concrete evidence that the buyer was 
perfectly willing to pay a fair price. 

“Our company advanced prices 35 percent over night, 
and for the first time in our history established a definite 
sales policy on price, to be maintained regardless of 
competition.” 

Mr. Graham then went on to explain the action taken 
by the Bolt, Nut and Rivet Manufacturers’ Association, 
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J ust common sense 


Read each point in Republic’s 
policy of sales and ask your- 
self.... what else could 
a Distributor want? 


A. 


1 A line of rubber items sufficiently 
* complete to permit effectively supply- 
ing the requirements of the trade solicited. 


2 A quality of product uniformly good 
* and capable of delivering service re- 
sults that should reasonably be expected. 














3 A price basis inducing and making 
* possible aggressive competition with 
reasonable profit return. 


4 Freedom from competition from his 
* source of supply, either direct or in- 
direct,among the trade covered by his day 
to day solicitation. 


5 Selling helps of reasonable amounts 
* sothat his sales force may be given 
the advantage of specialized training and 
a knowledge of the product sold, 


| | 




















Republic made this clear cut declaration of friend- 
ship to distributors October Ist, 1923. Up to that 
time no other rubber manufacturer had so ex- 
pressed themselves. 

Read point four again. 


Republic can say this because Republic has no 
parent or subsidiary company making mechanical 
rubber goods. 

Review in your mind the troubles besetting Dis- 
tributors—does not a source of supply operating 
as is Republic stand out as a proven friend of 
Distributors? 





THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 


Belting Hose Packing Lathe Cut Goods 


Molded Goods 





When writing to Advertisers please mention Mitt Suppiies 
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in co-operation with distributors and jobbers, to stabilize 
conditions in the bolt, nut and rivet field. This plan has 
been explained in previous issues of MILL SUPPLIES. He 
also gave briefly the purpose of the conference. Follow- 
ing are a few excerpts from Mr. Graham’s address: 

“Working in conjunction with the Division of Simpli- 
fied Practice of the Department of Commerce, we (the 
Bolt, Nut and Rivet Manufacturers’ Association) stand- 
ardized our methods of packing, reducing the number of 
package sizes from 168 to 18. Each manufacturer now 
puts up his product in standard containers, so that re- 
gardless of from whom a customer purchases, he gets 
the same quantity of bolts and nuts per case or keg. 

“Then, another committee, working with a commit- 
tee appointed by act of congress, has been active in pro- 
moting the standardization of our product, in sizes and 
stvles. We have already reached the point where head 
sizes, nut sizes, and thread fits are standard. However, 
we have only scratched the surface on this part of our 
programme, as we have a large field susceptible of 
standardization work. 

“Our investigation as to the causes of the distributors’ 
attitude showed that we were entirely responsible for it. 
In our struggle to secure enough orders to run our plants 
to capacity, we had practically lost sight of the distribu- 
tor. We had become his most aggressive competitor and 
were soliciting trade which by virtue of his facilities and 
location he could handle in a much more satisfactory and 
economical way than we could, and we were not only dis- 
rupting his trade, but our own as well. 

“Almost all lines of industry, in their study of cost 
reduction, have confined their effort to lower manufac- 
turing costs. Millions have been spent along this line, 
until today we have come pretty close to perfection on 
this side of the picture. But the millions that have been 
saved by this method have been more than squandered 
by unsound selling policies, so our executives must now 
turn to the selling and distributing side, to stop the 
waste and to secure as great efficiency from this angle 
of their business as they are securing from the manu- 
facturing side. 

“The manufacturing industries of this country are not 
equipped to do a retail business. They do not need such 
equipment, for they already have set up for them in 
every important community in the country, warehouse 
facilities for the proper distribution of their merchan- 
dise. I refer, of course, to the jobbers and distributors. 
Every jobber and distributor has his corps of salesmen 
who are fitted for the solicitation of general business. 
We have in this room, men representing practically the 
entire jobbing and mill supply industry of the United 
States. They represent an industry that is fully equipped 
to sell and distribute your products in a satisfactory and 
economical manner.” 

CHARLES M. SCHWAB AMONG SPEAKERS 

The programme included talks by other men of prom- 
inence in industry and business, including Charles M. 
Schwab, chairman of the board of the Bethlehem Steel 
Company; E. W. McCullough, United States Chamber of 
Commerce; Magnus W. Alexander, president of the Na- 
tional Industrial Conference Board, and many others, 
representing manufacturing industries, the mill supply 
distributing and hardware jobbing fields, and various as- 
sociations, as well as legal authorities. There was among 
those present general hearty endorsement of the idea of 
working out a suitable plan of distribution. 

The national distribution conference was an outgrowth 
of the successtul working of the bolt, nut and rivet in- 
dustry plan, which, having for its basis recognition of 
the efficiency and economy of jobber and dealer distri- 
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bution, developed into such an important factor in cost 
reduction that its success attracted the attenion of many 
other lines of industry. Many mill supply distributors 
and hardware jobbers suggested that the plan, or some 
similar arrangement, might well be extended to other im- 
portant lines handled by them. Two meetings were held, 
one in Chicago, February 24th, the other in New York, 
March Ist, each of which was attended by nearly a hun- 
dred representatives of distributors and jobbers. The 
plan for a national distribution conference was presented 
to them and received their enthusiastic endorsement. 

The thirty-four regional jobber-distributor chairmen 
who function under the bolt, nut and rivet plan, were re- 
quested to suggest lines they believed should be invited 
to have representatives at the national conference. As a 
result, a list of approximately fifty different industries, 
representing major lines handled by mill supply distrib- 
utors and hardware jobbers, was prepared, and the dis- 
tributor-jobber chairmen were requested to furnish the 
names of their principal sources of supply for each prod- 
uct. A pamphlet, containing a brief outline of the plan 
of the national conference, was mailed to these manu- 
facturers, and an expression requested from them. More 
than 300 replies were received, the great majority ex- 
pressing interest and approval. 

In most cases invitations to manufacturers were lim- 
ited to a committee of five from each industry, selected 
by themselves, through trade associations. or otherwise. 
Because this was primarily a manufacturers’ conference, 
attendance of distributors and jobbers was limited to the 
34 regional chairmen, together with a few large distrib- 
utors not represented in this group. All but a few of 
the chairmen were present, some traveling to New York 
from as far away as the Pacific Coast. 

MEMBERS OF MANUFACTURERS’ COMMITTEE 

Following is the manufacturers’ committee appointed 
at the national conference: 

Charles J. Graham, president, Bolt, Nut and Rivet 
Manufacturers’ Association, Pittsburgh, chairman, rep- 
resenting the bolt, nut and rivet industry. 

Frank A. Bond, vice-president, United States Chain & 
Forging Co., Pittsburgh, representing the welded chain 
industry. 

G. L. Butts, manager of sales, Wood Shovel & Tool Co., 
Piqua, Ohio, representing the shovel industry. 

William E. Cross, Clemson Bros., Inc., Middletown, 
N. Y., representing the hack saw industry. 

S. Horace Disston, vice-president, Henry Disston & 
Sons, Inc., Philadelphia, and Fayette R. Plumb, president, 
Fayette R. Plumb, Inc., Philadelphia, representing the 
hand tool industry. 

H. E. Haiman, General Wheelbarrow Co., 
representing the wheelbarrow industry. 

Ross R. Harrison, general manager, Bryden Neverslip 
Co., New Brunswick, N. J., representing the horseshoe 
and calk industry. 

William G. Hume, vice-president, Keystone Steel & 
Wire Co., Peoria, Ill., representing the farm and poultry 
fence industry. 


Cleveland, 


George W. Jones, general sales manager, Pittsburgh 
Steel Co., Pittsburgh, representing the nail industry. 

William MacGregor, The Carborundum Company, Niag- 
ara Falls, N. Y., representing the abrasive industry. 

J. S. McDaniel, secretary, Cordage Institute, New 
York, representing the cordage industry. 

Charles H. Meigs, commissioner, Fire Extinguisher In- 
stitute, New York, representing the fire extinguisher 
industry. 

KE. L. Parker, president, Columbia Steel & Shafting 
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The Volume of Sales 
Automatically Grows 


The only effort required to sell Bunting Phosphor 
Bronze Bars to your customer is exercised at the 
initial sale. For experience with this remarkable 
bearing metal proves so satisfactory that further 
orders from your customer follow automatically, 
or with only a suggestion of possible requirement. 
Bunting skill and experience have developed a 
“know how’ in the manufacture of Phosphor 
Bronze that produces a metal of superior structure 
instantly apparent to the user. Serving bearing 
metal needs with Bunting Phosphor Bronze Bars 
builds good-will and increases your profits. 
88 stock sizes enable you to do a big business with 
a small inventory. Our jobber proposition should 
interest you. 


THE BUNTING BRASS & BRONZE CO. 
TOLEDO, OHIO 
BRANCHES AND WAREHOUSES AT 


‘EW YORK CHICAGO BOSTON 
‘ ette St 2015 8S. Mict n Ave 36 Oliver St 
Canal 1374 Calumet 6850-6851 Hancock O154 
PHILADELPHIA SAN FRANCISCO 
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Co., Pittsburgh, 
dustry. 

H. KE. Penfield, The Chicago Screw Co., Chicago, rep- 
resenting the cap and set screw industry. 

W. KE. Sprackling, president, Tubular Woven 
Co., Pawtucket, R. I., 
try. 

George E. Watson, vive-president, Wickwire-Spencer 
Steel Co., Inc., New York, representing the wire cloth 
industry. 

James R. 


representing the cold finished steel in- 


Fabric 
representing the electrical indus- 


White, secretary, Jenkins Bros., New York, 
representing the valve and packing industry. 

This committee is subject to the appointment of rep- 
resentatives covering additional manufacturing indus- 


tries. 
MEMBERS OF 


DISTRIBUTORS’ COMMITTEE 

As Mr. Graham pointed out during the conference in 
New York, the committees throughout the 
United States have been organized and are operating 
under the bolt, nut and rivet plan, and are ready to func- 
tion with any other lines interested. The members of 
the jobbers’ committee appointed at the national confer- 
ence are as follows: 

R. H. Welton, Chase, Parker & Co., Inc., Boston, chair- 
man. 


jobbers 


H. W. Caldwell, Hibbard, Spencer, Bartlett & Co., Chi- 
Cayo. 
W. W. French, Moore-Handley Hardware Co., Bir- 


mingham, Ala. 
H. L. Gray, 
William EF. 
New York. 
P. R. Helm, 
Ariz. 
Henry Morris, Northern California Hardware Jobbers’ 
Association, San Francisco. 
DD. D. Peden, Peden Iron & Steel Co., 
George Puchta, The Queen City Supply Co., Cincinnati. 
H. H. Riddle, The Geo. Worthington Co., Cleveland. 
Kitzwilliam Sargent, Standard Supply & 
Co., Philadelphia. 


Simmons Hardware Co., St. Louis. 
Hansen, Hansen & Yorke Company, Inc., 
Pratt-Gilbert 


Hardware Co., Phoenix, 


Houston, Tex 


Equipment 


Alvin M. Smith, Smith-Courtney Co., Richmond, Va. 

H. V. Waterman, Hendrie & Bolthoff Mfg. & Supply 
Co., Denver. 

Messrs. Welton, French, Hansen, Helm, Morris, Peden, 
Puchta, Riddle, Sargent, Smith and Waterman are all 
jobber-distributor chairmen in the bolt, nut and rivet 
arrangement. 

Che other bolt, nut and rivet jobber-distributor chair- 
men are as follows: 

A. B. Paull, Beals, McCarthy & Rogers, Inc., Bualo; 
W. E. Bittenbender, The Bittenbender Company, Scran- 
ton, Pa.; Louis Moller, Anderson & Ireland, Baltimore; 
Charles Nuchols, American Hardware & Equipment Co., 
Charlotte, N. C.; George Winship, Fulton Supply Co., 
Atlanta; L. J. Larzelere, Farquhar Machinery Co., Jack- 
sonville, Fla.; W. L. Rodgers, Pittsburgh Gage & Supply 
Co., Pittsburgh; W. H. Basse, Joseph T. Ryerson & Son, 
Inc., Detroit; F. T. Holliday, W. J. Holliday & Co., Indi- 
anapolis; Brown Buford, Buford Brothers, Nashville; 
James Pidgeon, Pidgeon-Thomas Iron Co., Memphis; 
George K. Conant, Sligo Iron Store Co., St. Louis; A. M. 
Mueller, Joseph T. Ryerson & Son, Inc., Chicago; I. R. 
Shadbolt, Shadbolt & Boyd Co., Milwaukee; William J. 
Dean, Nicols, Dean & Gregg, St. Paul; W. E. Muir, Luthe 
Hardware Co., Des Moines, Iowa; Edward O. Faeth, 
Stowe Supply Co., Kansas City, Mo.; S. E. Clarkson, 
Oklahoma City Hardware Co., Oklahoma City, Okla.; 
Alfred Weaver, Briggs-Weaver Machinery Co., Dallas, 
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Texas; J. B. Simmons, Woodward, Wight & Co., New Or- 
leans; H. P. Lambrecht, The Salt Lake Hardware Co., 
Salt Lake City; George W. Boole, A. M. Castle & Co. of 
Washington, Seattle; J. E. Webster, Ducommun Corpo- 
ration, Los Angeles. 
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M. B. SKINNER CO. PLANT 
New Building Occupied by Manufacturer of Steam 
Specialties in South Bend Pictured 
The accompanying picture shows the new plant of the 
M. B. Skinner Co., manufacturer of steam specialties, in 
South Bend, Ind., which is now in production and which 
was described in the July issue of MILL SUPPLIES. The 
new plant gives the company a floor area of 26,500 
square feet, contrasted to the 14,500 square feet which it 
had in the plant it formerly occupied in Chicago. Offices 
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M. B. Skinner Co. 


New Plant of the 


ot the M. B. Skinner Co., which are now in Chicago, will 
be located at the plant in South Bend, beginning Sep- 
tember Ist. 

The new plant is of butf colored face brick on the out- 
side and vitrified white brick on the inside. Eighty per- 
cent of the wall space consists of windows, and there are 
two skylights in the building. The plant is of the latest 
mill construction throughout and contains all the advan- 
tages of the modern medium-size manufacturing plant. 
It is located on Sample street, in a new industrial sub- 
division of South Bend. 
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POWER SHOW IN DECEMBER 


Large Number of Reservations Already Received for 
the Annual Exposition in New York 

‘he seventh national exposition of power and mechan- 
ical engineering will be held in New York, December 3rd 
to &th. and it is said that never in the history of the 
show has so much space been taken in advance. The 
show will again be held in the Grand Central Palace, 
where four full floors will be occupied. 

Exhibits will include boilers, stokers, grates, oil burn- 
ers, valves, heating and ventilating equipment, control in- 
struments, transmission machinery and material han- 
dling equipment, such as cranes, winches and conveyors. 
Machine tools will occupy a special section. 

As a result of the great diversification of exhibits, the 
visitors to the Power Show can obtain a complete cross 
section of the achievements of the mechanical engineer- 
ing industries and the developments which have occurred 
in these industries during the vear. Mechanical and 
technical men of the engineering profession each year 
agree that the benefits of the exposition cannot be sur- 
passed. It provides a splendid opportunity for compari- 
son of equipment and engineering achievements. 

The exposition will as usual be held at the same time 
as the annual meeting of the American Society of Me- 
chanical Engineers and the convention of the American 
Society of Refrigerating Engineers. 
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Design principle of “Smith Type” Hill Friction Clutch — equal 
radial spacing of a number of double acting vises. Each vise consists 
of two jaws pinned to a lever which is pivoted in centering slot. 













The dependable efficient operation of “Smith Type” Hill Fric- 


L 
Floo ood rings t 
hag A Lae tion Clutches is due to the following exclusive features: 


High Spec Be rings 


Coo ole ed rches ; ; P ; : 
cite “ou ines | 1 Positive action — no springs, in- Toggle mechanism made of steel 
? By ae a . ‘ ; 
le yo \ suring freedom from drag. and forgings only. 
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By 


2 Greater horsepower per square 


ee ies , ; 
. YW 7 Pe 4 
iaily ah dhemaues. Power limited by breaking point of 


strong but inexpensive and easily 


All wearing parts accessible with- ; : 
accessible cast iron lever. 


out removal from shaft. 


4 Spans disaligned shafts like a flex- 7 Centrifugal force is compensated for 
ible coupling. by double jaw vise principle. 


Write for information regarding proper Smith Type 
Hill Friction Clutch for your particular purpose. Deal- 
ers, send for our profitable sales proposition. 
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When writing to Advertisers please mention Mini. Suppiies 





CLUTCH 


MACHINE & FOUNDRY CO. 
6405 Breakwater Ave,Cleveland Ohio. 
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Elimination of Waste in 


Supply House 
Buying 


Careful Record Keeping an Important 
Factor in Successful Purchasing Meth- 
ods Used by Baker, Hamilton & Pacific 
Co. and Link-Belt Meese & Gottfried 


Company, Both of San Francisco. 








J. K. NOVINS 


How can waste elements be eliminated in the purchas- 
ing department? The writer took this question to a 
number of well known mill supply houses on the Pacific 
Coast, establishments noted for economical operation of 
their purchasing departments. Two of those visited 
stand out especially in this rezard—Baker, Hamilton & 
Pacific Co., San Francisco, distributors, and Link-Belt 
Meese & Gottfried Co., of the same city, manufacturers 
as well as distributors. 

Baker, Hamilton & Pacific Co. handles no than 
55,000 items, which include shelf and heavy hardware, 
iron and steel, as well as mill and mine supplies. There 
are eight or nine departments, each in charge of a spe- 
cialized buyer who has had considerable experience in his 
department. These departmental buyers are under the 
general supervision of C. F. Sharrocks, the head buyer. 
Purchases of mill supplies are handled through Wake- 
field Baker, grandson of the founder of the big supply 
house, which is capitalized at $4,500,000, and serves the 
entire Pacific Coast, as well as the Hawaiian Islands. 


less 


“Economical operation of each department,” Mr. 
Baker explained, “is due to the voluntary co-operation of 
the buyers. There is no compulsion, no standardized 
system applying alike to all department buyers. As 
buyer of heavy machinery and mill supplies I keep my 
own records, which afford me a reliable picture of sales 
from month to month as compared with stocks on hand, 
and I am guided thereby in my purchases. 

“The individual department buyers regularly confer 
with the head purchasing man, but each is given an op- 
portunity to work out his problems in his own way in 
order that he may meet conditions existing in his depart- 
ment. 

“If I desired it, I could add to the expense of my de- 
partment, and if I thought it advisable, I could make 
long shots on purchases. My department is allowed six 
percent to conduct business, and so long as I don’t go 
over this limit, the firm is satisfied. I could have assist- 
ant buyers if I wanted them, and an elaborate and costly 
System, but I am constantly reminded of the incentive 
to keep within the six percent. 


“Another influence that serves to keep the cost of oper- 
ation down to a minimum is careful stock keeping. We 


George P. Somps 


take stock at the end of every month. These figures are 
regularly entered in my book, alongside the sales figures 
for the same month. I thus have a moving picture of 
supply and demand, which is usually most reliable. 

“Of course, there are conditions over which we have 
no control, such as a lapse in demand in certain territo- 
ries. Every supply house is aware of such conditions, 
and must contend with them. Here our salesmen 
of greatest service to us in keeping us regularly in- 
formed regarding trends in business conditions in their 
territories. 

“Very often, before taking on a new line, I find it prac- 
ticable to consult our salesmen. I have in mind one prod- 
uct about which I was somewhat dubious, and, in order 
to satisfy myself as to whether or not it would appeal to 
our trade, I wrote letters to seven of our salesmen, ask- 
ing for their frank opinion. They all agreed unani- 
mously that it was a most desirable line, and our sales 
records certainly proved that they were right on the 
matter.” 

Let us now shift the scene to the office of the Link- 
Belt Meese & Gottfried Company, manufacturer of ele- 
vating, conveying and power transmission machinery. It 
is a subsidiary of the Link-Belt Company, Chicago, but 
the manufacturing operations are largely independent of 
the eastern plants. Link-Belt Meese & Gottfried also 
handle products manufactured by other companies, such 
as pulleys, shafting and allied lines. They serve the en- 
tire Pacific coast territory. 

The purchasing problem here is three-fold—purchas- 
ing merchandise supply, purchasing special parts to go 
into the manufacture of special machines, and purchas- 
ing supplies for the offices. 


are 


More than 6,500 separate merchandise items are listed 
in the elaborate stock record file maintained at the San 
Francisco plant. It is quite a task to keep tab on so 
many items, requiring the full time of a stock record 
clerk to maintain a perpetual inventory. The system, in- 
troduced about a year ago, has worked almost to perfec- 
tion. 


oer 


This system has solved our purchasing problem,” said 
George P. Somps, the purchasing agent. ‘‘There is no 
longer any danger of being caught short on any item, 
because we know automatically when the danger point 
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Reece’s Screw Plates 
Fine Tools That You Will be Proud to Sell 


While there are numerous makes of screw plates on the market, the 
Reece’s Screw Plate was designed by a mechanic of exceptional 
ability whose experience with many styles of thread cutting tools 
had shown him their weak points and convinced him that a set 
without those faults would find favor with mechanics everywhere. 
With that purpose he set his mind to the development of what is 
known as the Reece’s Screw Plate. 


Thirty-six assortments of Reece’s Screw Plates are shown in our 
new Catalog Twenty, covering the requirements of manu- 
facturers, machinists and all mechanics who use threading tools. 
\ few of the reasons for the popularity of the Reece’s Screw 
Plate are these: 

While easily adjusted by turning adjusting screws either in or 
out as desired, it has all the advantages of a solid die, as the dies 
themselves are held so rigidly in place by the cap when screwed 
down tight that they cannot possibly be moved 

When dies become dulled, they may be taken out and ground, 
by removing cap. 





Dies may be used in lathe or turret by simply reversing in 
collet: may be used to cut close to a shoulder by starting work 
with guide side of collet and finishing with top. 

When dies become worn out they may be replaced at small 
cost, as all dies of the same cutting size are made interchangeable 

All parts are fully guaranteed in every respect, and any 
proving defective will be replaced free of charge without question. 








Send for our New Catalog Twenty tf 
TT ll nol received ¢ a copy. 
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is approaching, and, likewise, the system has eliminated 
wasteful overstocking of items.” 
ACCURATE CARD RECORDS KEPT 

Two cards are used to keep a record of each item. On 
the first, the master card, the clerk notes the stock num- 
ber and gives a detailed description of the item. This 
information is recorded in the upper left-hand corner. 
In square spaces to the right on the upper line, record is 
made of the pattern, drawing, bench mark and list num- 
bers. 

As it is the company’s policy to stock only for short 
periods of time, with a view to getting the largest pos- 
sible turnover, careful computation is made of the quan- 
tity needed for a given period of time. This is based on 
careful analysis of sales. The amount required in stock 
to suffice for current demand is noted in a space indi- 
cated as “Order Balance.” In the next space the clerk 
indicates the lowest balance permissible before re-order- 
ing. 

Sales records are noted on the card for each quarter 
in the year, and are compared from year to year. By 
carefully comparing these quarterly figures, the stock 
clerk and buyer can quite accurately forecast demand 
and decide on the balance that should always be on hand 
and the amount that should be ordered at one time. This 
makes possible frequent buying, with the result that the 
stock shelves are not overloaded, which in itself is an 
important economy. 

All orders for goods are entered on this card just as 
soon as received. Likewise, proper notation is made at 
the time these goods are cleared. When an order is re- 
ceived for stock for future delivery, the amount so re- 
served is entered in a “Reserved” column. For instance, 
five items of a certain description are to be delivered, 
shipment to be made at a later date. The number ‘5” 
is immediately written in the “Reserved” column on the 
card for this item. Or it may be that the items have 
been back-ordered from the source of supply, or an en- 
tirely new order placed with the factory. By making 
this important entry the stock clerk is enabled to keep 
his stock balance accurately. 

On the second card, the stock clerk notes all orders for 
supplies, a separate card being used for each item. The 
date when the goods are received in the stock depart- 
ment, the amount reserved for delivery and amount sold 
are also noted. The balance on hand appears in an “On 

Hand” column. This card is filed with the master card. 

If any goods are sold to or reserved for a branch, this 
fact is noted in red ink. This fact is important, as 
“sales” to other branches are not properly sales, and un- 
less some distinction is made, much confusion is bound to 
creep in. 

CARDS KEPT TOGETHER IN FILE 

To sum up: The first card is used for recording re- 
ceipts of merchandise and for analyzing sales. The sec- 
ond card serves as the perpetual stock inventory proper. 
There is room for a large number of entries on each 
card. Both are filed, according to stock numbers, in 
metal drawers, in such a way that the two cards face 
each other and may be easily placed in horizontal posi- 
tion to each other. The drawers are filed in a metal case. 

Orders for stock, requisitions and invoices are checked 
against the cards the very same day received, so that the 
system affords a daily inventory. In addition, regular 
stock inventory is taken semi-annually, and this serves as 
a check on the perpetual inventory. 

Quite different is the problem of purchasing parts that 
enter into the manufacture of special machines. When a 
big engineering job is contemplated, a list of the neces- 








sary items is handed to Mr. Somps. He draws up a 
schedule, on which is recorded the dates on which the 
special parts will be needed in order to expedite the work. 
He goes out into the market to purchase this material. 

The schedule is filed in a special job folder which Mr. 
Somps keeps in his desk. Upon placing an order for an 
item, a triplicate order record is made—one for his use, 
one for the supply department, and the third for invoic- 
ing. The item is then listed in a card index according to 
the date it is due to be delivered. This index is a great 
help in following up sources of supply for prompt deliv- 
ery. As items are received they are checked in Mr. 
Somps’ job folder. 

Mr. Somps is in constant communication with the 
works department, and for such purpose a_ special 
“Works Correspondence” form is used. If material and 
parts are ahead of schedule, Mr. Somps is 
promptly informed, and he takes steps to expedite deliv- 
ery from the source of supply. The work of keeping 
these records is delegated by Mr. Somps to an assistant, 
so that his time is free to be devoted to study of the 
market and to receiving the salesmen. Due to care in 
keeping track of orders, it seldom happens that work on a 
machine is held up because of failure to receive the nec- 
essary parts and material on scheduled time. 


needed 


Mr. Somps also places orders for stationery and office 
supplies. 
vear, and an order is never placed for an amount ex- 
ceeding this period. The slight economy of placing an 
order for supplies to last more than a year is counter- 
balanced by the waste resulting from over-stocking and 
misuse of stationery when such is kept in too great quan- 
tities. 


Careful record is made of the needs for one 
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Proposed Constitution and By-Laws 
(C oltinited Troi Pag 53) 
shall, without notice, meet as soon after their election as 
possible and elect the officers of the corporation and trans- 
act any other corporation business that may properly come 
before the Board. 

SECTION 2. Regular Regular meetings of the 
Board of Directors shall be held semi-annually. The time 
and place of each regular meeting shall be fixed by the Board 
at the preceding meeting and ten (10) days’ notice thereof 
shall be given by the Secretary, by mail, to each Director. 

SECTION 3. Special Meetings. Special meetings of the 
Board of Directors may be called at any time by the Presi- 
dent or by the written request of any five (5) Directors, 
addressed to the Secretary. The Secretary shall thereupon, 
by mail, give five (5) days’ notice of the time and place of 
such Special Meeting to each Director. 

SECTION 4. Three Directors from each Divi 
sion, being present at any meeting, shall constitute a quorum 
for the transaction of business, but any number may ad- 
journ to a specified time and place. 

Article VII 
OFFICERS, QUALIFICATIONS, DUTIES 

SECTION 1. Officers. The officers of the corporation shall 
consist of a President, three Vice-Presidents, a Secretary 
and a Treasurer, and such other officers as may, from time 
to time be elected or appointed by the Directors. 

One person may hold the office of Secretary and Treasurer. 
One person may hold the office of Vice-President and 
Treasurer. 

SECTION Qualifications. The office of President shall 
be rotated between the National, Southern and Manufac- 
turers’ Divisions. No president may be elected for more than 
one successive term, nor shall a president be chosen from 
the Division to succeed a retiring President from the same 
Division, except to fill an unexpired term. 

A vice-president shall be chosen from each division and at 
no time shall there be two vice-presidents from the member- 
ship of the same division. 

SECTION 3. The President. The President shall be the 
Chief Executive Officer of the Corporation and Chairman of 
the Board of Directors. He shall preside at all corporation 


Meet ing 3. 


Quorn. 
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AND LOW MAINTENANCE COSTS,— 
RECOMMEND STRONG PRODUCTS 


Furnace 
Room 
Accessories 


Mac-it 
Set, 
Cap 
and 
Safety Screws 











They Bring Repeat Business and Reflect Credit to the Distributor 
of a Dependable Line 


STRONG 
Steam Specialties 


Steam Traps 
Vacuum Traps 
Radiator Traps 
Evrtyte Globe Valves 
Quick Cleaning Strainers 
Steam and Oil Separators 
Boiler Feed Controllers 
Emergency Valves 
Reducing Valves 
Pump Governors 
Engine Stops 


S.C. & H. 


Industrial Furnaces 
OIL — ELECTRIC — GAS 


Regular and Continuous 
With Manual or Automatic Control 
for 
Annealing, Carburizing, Forging, Hardening, Heating, 
Oil Tempering, Plate Heating, Spring Heating, and 
Melting Soft Metals. 


Manufactured by 


THE STRONG, CARLISLE 
& HAMMOND COMPANY 


1391-1394 West Third St. Cleveland, Ohio 
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and Board Meetings; execute all contracts on behalf of the 
corporation; see that all orders of the Board of Directors 
are carried into effect; report from time to time to the 
Directors matters within his knowledge which the interests 


of the corporation may require to be brought to its atten- 
tion; submit an annual report of the corporate acts and 
affairs to the members at the Annual Meeting and _ shall 


have general supervision, direction and management of the 
affairs of the corporation. 

The President shall have the power to delegate such of 
his powers and duties as in his discretion may seem best. 

SECTION 4.) Vice-Presidents. In the absence, or in case 
of the inability of the President to act, the Vice-President 
of the same Division the President shall have all the 
powers and perform all the duties of the President. 

SECTION 5.) Hwecutive Committee. There shall be an Ex- 
ecutive Committee consisting of the three Vice-Presidents, 
and of which committee the President shall be a member 
ex-officio, and which committee shall perform the duties of 
the Board of Directors in such manner as may be authorized 
by the Board of Directors. This committee shall meet from 
time to time as may be directed by the Board of Directors, 
or upon the call of the President. 

SECTION 6, The Secretary shall exercise such 
powers and perform such duties as generally appertain to 
that office and in addition thereto exercise such powers and 
perform such duties as may be delegated to or imposed upon 
him by the President or Directors. 

SECTION 7. Trea The Treasurer shall have the 
custody of all the funds of the corporation and exercise the 
powers and perform the duties generally appertaining to 
the office of Treasurer. 

He shall give bond in such sum and with such securities 
as the Board of Directors may direct, for the faithful per- 
formance of his duties and for the safe custody of the funds 
and property of the corporation coming into his possession. 

SECTION 8 Statutory Duties. Each respective officer shall 
discharge any and every duty appertaining to his respective 
office which is or may hereafter be imposed by the Statues of 


as 


Secretary. 


sarer. 
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SECTION 9. Delegation of Duties. In case of the ab- 
sence of any officer of the corporation, the Board ef Direc- 
tors may delegate the duties of such officer to any other 
person, officer or Director. 
Article VIII 


MEETINGS OF MEMBERS, NOMINATING COMMITTER, 

SECTION 1.) Anincal Meetings. The Annual Meetings of 
the members of this corporation shall be held in October 
or November of each year and upon such day or days in the 
months of October or November, and at such place as may 
be fixed by the Board of Directors. 

SECTION 2. Nominating Coiunirittee Elections. On 
the first day of each annual meeting the Vice-Presidents of 
each of the three divisions shall appoint 


ELECTIONS 


and 


nominating com- 
mittees consisting of three members from each of the divi- 
sions, who shall report names for the number of Directors 


to be elected. The names suggested by the nominating com- 
mittees shall be submitted to the divisional membership 
ballot. Upon the election of the directors within the divi- 
sions, the names shall be submitted by the Vice-Presid 
to the corporation in joint session for ratification. 
Article IX 
ORDER OF BUSINESS 

The regular order of business of all meetings shall be as 

follows: 


for 


Roll Call, 

Reading of Minutes of 
President’s address, 
Reports of Officers, 
Reports of Committees, 
Communications, 
Unfinished business, 


last meeting, 


New business, 

Election of Officers. 
Article X 
AMENDMENTS 


This Constitution and By-Laws may be altered or amended 
at any Annual Meeting or at any Special Meeting of the 
members called for that purpose by a majority vote of 
the members of each division present in person and voting. 

~~ 
Southern Dealers Appointed 

The Sprucolite Corporation, Bloomfield, N. J.,. man- 
ufacturer of pulleys, which is now appointing distribu- 
tors throughout the southern territory, announces that 
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stock carrying dealers have recently been appointed in 
Norfolk, Va.; Asheville, N. C.; Greenville, S. C.; Greens-— 
boro, N. C.; Spartanburg, S. C.; Atlanta, Ga.; Knox- 
ville, Tenn.; Chattanooga, Tenn.; New Orleans, La., and 
Birmingham, Ala. 
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QUEEN CITY’S NEW BRANCH 
Manager and the Building Occupied by Cincinnati 
Supply House in Richmond, Ind., Pictured 
The accompanying: cut Hynson G. 
Burton, manager of the new Richmond, Ind., division of 
The Queen City Supply Co., Cincinnati, and the ware- 
and which the company 
Richmond. The Queen City Supply Co. purchased the 


shows pictures of 


house salesroom occupies in 











supply and iron department of the Jones Hardware Co., 
Richmond, last spring, as announced in the May issue of 
MiLL SUPPLIES, and established the Richmond division. 

Mr. Burton has been with the Queen City company for 
more than a quarter of a century, and is familiar with 
the company’s office routine and the purchasing and sell- 
ing departments. Before going to Richmond, he was a 
city salesman for the company in Cincinnati. The build- 
ing is at 1118-1122 North E street. The main building 
is approximately 70 by 100 feet in dimensions, and to 
this the company has added two large sheds, each 30 by 
60 feet, which have been built onto the rear of the larger 
structure. The company maintains in Richmond stocks 
of mill supplies and contractors’ supplies and equipment. 
It also maintains a shop for cutting and threading pipe, 
iron bars, etc., and, in the words of Lawrence G. Puchta, 
“is trying to render a well rounded out service to indus- 
trial plants, contractors, etc., in Richmond and vicinity.” 

The Queen City Supply Co. now has branches in Day- 
ton, Ohio; Lexington, Ky., and Richmond, Ind. 

The company’s home office is at Pearl and Elm streets, 
Cincinnati. George Puchta, one of the best known mill 
supply distributors in the country, is president. 
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FAVOR SINGLE ASSOCIATION 
Manufacturer s Representative Finds Southern Dealers 
Heartily in Accord with Plan 

George H. Babcock, Monarch Metal Co., 
returned July 4th from a business trip through the 
southern states, found mill supply dealers upon whom 
he called unanimously in favor of the proposed single 
mill supply association, composed of both distributors 
and manutacturers. Mr. Babcock states he did not talk 
with a dealer who was not in hearty accord with the 
plan, and strong for the manufacturer who shows him- 
self to 100 percent for the distributor. Included 
among those enthusiastic over the single association 
plan, according to Mr. Babcock, were a few who are not 
even members of the Southern Association at the present 
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You Can Guarantee 


SKINNER 


Steel Body—4 Jaw 
Independent 


CHUCKS 


Here is the Chuck = 





This is a Fact 


We have never known the body of a 
Skinner Steel Body Independent 
Chuck to break in service. 


Our stock line of Independent Chucks ranges in 
size from 4” to 36” in diameter, iron or steel body. 
Also light pattern chucks for bench lathes and 
grinding machines. 


MS. Catalog No. 40 on request. 
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time. These distributors, he states, declared they would 
join the single association if it is organized. 

During his southern trip Mr. Babcock called on dis- 
tributors exclusively, and he states they report business 
better than it was early in the year, and are optimistic 
as to the future. An improvement in conditions in the 
lumber industry has helped mill supply houses in terri- 
tories where that industry is important. Demand for 
supplies in seasonal industries has also been a factor. 
Contributing to a generally better situation in the South 
is the establishment and operation of several silk mills, 
as well as new textile mills. This is in line with the 
greater and broadening activities of that section. 

Mr. Babcock’s trip, which included attendance at the 
triple mill supply convention in Nashville, May 15th, 
16th and 17th, extended over a period of several weeks. 
He visited distributors in Kentucky, Tennessee, Georgia, 
Alabama, Mississippi, Louisiana and Arkansas. 
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COULDN’T FILL HIS PLACE 


Nashville Firm Believes Real Mill Supply Distributor 
Is Indispensable to Industry 

Condemnation of the “curb stone” broker and appre- 
ciation of the legitimate mill supply house are contained 
in an interesting letter from the Nashville Bridge Com- 
pany, Nashville, to the Nashville Machine & Supply Co., 
also of Nashville. The letter follows: 

“In our opinion, the real distributor is indispensable. 
Note, we speak of the real distributor. By this we mean 
a full, varied line distributor, and not the so-called ‘curb 
stone’ brokers, with which most parts of the country 
are flooded. These pests spring up over night, and exist 
no longer than it takes the water to get warm. They 
are annoying, and should get little, if any encourage- 
ment. 

“We appreciate the value of a real distributor of mill 
supplies, and think he has a definite place, one that would 
be impossible to fill satisfactorily with any other means 
of distribution. We seldom go outside or ‘over the head’ 
of the distributor for supplies for our plants, even though 
our position and buying power permit us to do so. Some 
items that go into our finished product by necessity have 
to be purchased from the manufacturer, but, generally 
speaking, our every day plant requirements are purchased 
through the distributor. 

“At this time allow us to express our appreciation of 
the service your company has always given.” 


—-er 


Bristol Co. Acquires Thermo 

The Bristol Company, Waterbury, Conn., has pur- 
chased the assets and patent rights of the Thermo In- 
strument Co., Akron, Ohio, under date of June 13th. 
For the present, according to J. B. Kelsey, assistant gen- 
eral sales manager, The Bristol Company will continue 
the service as previously rendered by the Thermo com- 
pany, which was servicing indicating and recording ther- 
mometers throughout the section of the country in which 
it was located. In taking over the business, The Bristol 
Company has added to its regular products a line of 
pneumatic controllers, indicating and recording, which 
gives the company “a very complete and unusual line of 
instruments to meet practically any demand where auto- 
matic control is required.” Mr. Kelsey also states that 
in connection with taking over the Thermo business, The 
Bristol Company has established a branch sales and serv- 
ice office in Akron, where it has two experienced sales 
and service engineers operating. 
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Sportsmanship in Business Is as 


Important as in Games 


A. Technical Victory, Won Through Violation of the Accepted 
Code of Ethics, is Generally Costly 


FRED COL 


If there is one quality particularly admired by men, 
it is sportsmanship. Even those men who themselves 
are totally lacking in the quality admire its presence 
in others and applaud their sportsmanlike deeds. 

There are some business men, prominent in their line, 
who are always prepared to exact the last farthing the 
law will enable them to get. I know of no such men 
in the mill supply field, but there probably are a few 
of them. No kind of business escapes their presence 
entirely. 

In order to illustrate what I mean by sportsmanship, 
let me relate an incident that occurred some years ago 
on the championship tennis courts. Neel and Wrenn 
were playing the finals in the match for the national 
singles championship. Neel was in the lead in the 
deciding set, and everything pointed to a victory for 
him, when his return struck a loose ball lying on the 
ground in Wrenn's court. Wrenn, of course, could not 
play the ball, and the point was Neel’s by rule. It was 
then that Neel’s sportsmanship was shown. He refused 
to take a point secured in that way. The point was 
played over and Neel lost. The tide of victory turned 
and Wrenn won the championship. It was a hard match 
to lose, and doubtless there were regrets on both sides 
over the way it was lost and won, but I venture to say 
that Neel never really regretted having refused that 
point. 

ATHLETIC PARTICIPATION HELPS SPORTSMANSHIP 

When a man has learned the sportsmanship of a Neel 
on the tennis courts, he is a man with whom none 
need fear to do business. He may be and_ probably 
he will be aggressive—athletics have taught him that 
much and made him a fighter—but he will not take 
advantage of the ill luck of his competitor. 

If the cut-throat competition of a generation ago has 
in a large degree given place to the live-and-let-live 
method, who shall say that this more sportsmanlike 
attitude has not come about partly because of the more 
common experience of the new generation of business 
men in sports? The leading business men thirty years 
ago were rarely men who had, as boys, played organized 
games. Comparatively few of them had played outdoor 
games save as small voungsters. Many of them did not 
know an out-curve from a touchdown. There was no 
such thing then as a forward pass, basketball had not 
vet been invented, and golf was something an occa- 
sional millionaire indulged in about as polo is played 
now. But today’s business man is often an expert with 
the mashie, knows “Babe”? Ruth’s batting average down 
to last Sunday, and goes back every Fall to at least 
one of the varsity football games of his alma mater. 
No man can grow up in the present day atmosphere 
of sports talk and sports literature and not absorb some 
of the prevailing ideals of sportsmanship, whether him- 
self a sportsman or not. 


INTERMAN 


No man would care to admit that he would do an 
unsportsmanlike thing in athletics. If he yielded to 
the selfish inclination to do it, he would hope that it 
would never come to light. He would be ashamed to 
get caught changing the lie of a golf ball a little or 
calling his tennis opponent’s service a fault when it 
struck on the line. The difference between being 
ashamed to take such unfair advantages and being 
ashamed to get caught at them is the difference between 
a sportsman and a man who is not a sportsman but 
would like to be thought one. 

Some of the readers of MILL SUPPLIES can remember 
the time when some business men would boast of sharp 
practices and brag about putting something over on 
other men in a business deal, but they know of few 
business men today who would admit such practices, 
even if guilty of them. What might once have stamped 
an individual as being a shrewd business man today 
stamps him as untrustworthy and puts him outside the 
pale of organized business. 

Most of us can recall instances when some operator 
in mill supplies, either manufacturer or distributor, has 
been in financial difficulty and has been offered help by 
competitors. We have seen business men go to com- 
petitors in hard luck and offer them help in getting 
back upon their feet. Those Samaritans may have 
learned that sort of thing when they loaned an opponent 
at tennis a racket to replace the one he had broken, 
and thus enabled him to carry on and perhaps win the 
match, or they may have learned it when they stopped 
to help a wounded German soldier a few minutes before 
engaged in trying to pot them. The big thing is that 
modern business men have learned sportsmanship, and 
they practice it. 

PROPER ATTITUDE BENEFITS A BUSINESS 

This is a fine thing for business. It makes for more 
and better business. When young salesmen representing 
a big company see the heads of that company playing 
fair with competitors, rejecting any suggestions for 
taking unfair advantage of them, issuing orders that 
no salesman condemn competing products, those sales- 
men acquire faith in the men they are serving and 
greater confidence in their own line, and become more 
strongly attached to their company. 

When customers find a company is fair with competi- 
tors and plays the game with them as it should be 
played, they acquire confidence in it. They even often 
feel its products must be better than its competitor’s, 
since there is apparently no fear of loss of business 
or prestige because of development of the competitor. 

We naturally have no more confidence in a man in a 
business deal than we have in his sportsmanship. How 
far would you trust in business a man you would not 
trust to keep his own golf score honestly? You would 
trust him no farther than you could see for yourself 
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The Air Supply For Raise the Heat | |‘ 


; ° Limit of Gas 
Commercial Gas Appliances ~ with Ai; | 


A proper supply of air is essential to the 
proper operation of gas furnaces, blowpipes and 
similar devices. It increases the heat, rendering 
quicker and better service to the manufacturer. 












The gas supply of any 
factory can be used for in- 
numerable manufacturing 
purposes so why not en- 
courage its use? One of 
these air pumps will increase 
the heat limit of gas used for 
all manufacturing purposes 
because they are made for 
this work. 


But a proper air supply —this means much 

a rotary air pump of course——but the right 
kind is the one that will not puff and make 
a great noise. Constant puffing of the air 
alternately heats and cools—that 
of course, is not to be desired——-an 
even supply of air is the right kind 
of air, an efficient rotary air pump 
will give this steady, even air 
supply. 


With the name and size of 
the appliance to be used we 
can very readily tell all about 
the air supply needed. Send 
us all the particulars for the 
advice is free of course. 


LEIMAN BROS. PATENTED 


NEW 
Rotary SERIES Leiman Bros. Rotary 


AIR PUMPS | “sgt | GAS PUMPS 
“Take Up Their Own ae ees aa 


Pressure Regulator 
Wear” 


Without this feature the slightest 


The gas supply in the 
mains and pipes can be 


The curved wings are held out against the cylinder whea in motion 


wear would cause puffing. by centrifugal force. Counterclockwise rotation maintained at an even, 
steady pressure, no matter 
MANY SIZES FOR ALL USES what the demand at the burner, by 


g air for high heats sometimes is equipped with a blower that is noisy, using this rotary gas booster with its 
atisfactory, thus discouraging the user. Maybe the blower is too 








-al of power. Some blowers leak back, thus not delivering the air but automatic by-pass and pressure regu- 
t Greater heat can be secured with the proper blower, reducing the lator. 
cost for power and giving pleasure in the use of gas. 
These are the only pumps that take 
PROMINENT USERS EVERYWHERE up their own wear automatically and 
eee Pec taweel Mimics Wace they are just what you need for gas 
ge -perpanie ilar dzacual Bits nia tao boosting. Made to stand a lifetime of E 
nee ; a te « . Peck, Stow & Wilcox service with a minimum of attention. 
~ ( R. R. Donnelley & Sons ( Kk Cement ( You've always thought about a pump 
' ‘ et Gacchees Phavals Cheese Co like this, so here it is, all ready for your 
ide sr ner scape ta ah ezine ee een service. Used for gas or air. 


ILLUSTRATED LEIM AN BROS. 23P WALKER STREET 


ee a eee NEW YORK 
CATALOG FREE MAKERS OF GOOD MACHINERY FOR 40 YEARS 











ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


\ Iron Body Gate Valves 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 
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he was right. It is good sportsmanship in a man that 
makes you willing to trust him farther than you can 
check him up. 

Any man engaged in big supposed to 
know the rules of the game and to play fairly without 
having to be checked up at every turn by the courts. 
When a business man, through selfish interest or excite- 
ment, over the line, he is entitled to what he 
gets in the way of penalty or punishment. 

There is one thing sports experience teaches a man 
which is always of value in a business career, and that 
is how to be a good loser. Anyone can be a cheerful 
winner, but to be a cheerful loser is a different matter. 
My idea of a good sportsman is a man who can win 
without exulting over the losers, and who can lose with- 
out complaining about the winners. There are men in 
business who abuse the power that comes with success 
and there are men who are when they 
Thoroughgoing experience in sports teaches a man to 
be generous when he wins and never to whine when 
He learns to play the game fairly when hé 


business is 


steps 


abusive lose. 


he loses. 
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is ahead or when he is behind. He learns to accept’ 
defeat without trying to multiply alibis. 

It may seem rather to deprecate the manufacturing 
or distributing of mill supplies to call it a game. Some 
men in various occupations resent the term “game” 
being applied to their calling. They object to our re- 
ferring to “the selling game” or “‘the advertising game.” 
Probably they are justified in their objection in-so-far 
as they resent the idea that it is only a sort of pastime. 
But business is a game. Big business is a big game. 
There are rules, written and unwritten, that apply 
almost as effectually as if they were the law of the 
land. 

Suecess in the business game, as in the game on the 
athletic field, calls for good sportsmanship, and, simi- 
larly, a victory won without good sportsmanship is won 
at a sacrifice greater than that attending a defeat. To 
win a technical victory in athletics 
through violation of the code of ethics applied by the 
best men experienced in the field is to win at the cost 
of reputation and standing. 
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New Officers for Knoxville House 


E. T. Manning President, F. C. Manning Vice-President, Tennessee 
Mill & Mine Supply Co.—J. H. Henderson Still Secretary-Treasurer 


Kk. T. Manning, formerly vice-president of the Tennes- 
see Mill & Mine Supply Co., Knoxville, has been chosen 
president of the company, to fill the vacancy caused by 
the death, on April 24th, of his brother, George H. Man- 
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Left to Right 


ning. Another brother, F. C. Manning, has been elected 
vice-president of the company. J. H. Henderson con- 
tinues as secretary-treasurer. 

EK. T. Manning was born in New York city and moved 
with his parents to Fredrick county, Maryland, when a 
young child. The family moved to Knoxville in 1890, 
and Mr. Manning’s first business venture was in estab- 
lishing the firm of Shepard & Manning, distributors of 
mill supplies, which was organized in 1891. He served 
as general manager of this firm until 1904, when it was 





E.T. Manning, J. 


acquired in the organization of the Southern Brass & 
[ron Company, of which he became vice-president. Mr. 
Manning resigned from the Southern Brass & Iron 
Company to become interested in the Savage & Tyler 








H. Henderson, F. 


C. Manning 


Company (the name of which was changed to Ty-Sa-Man 
Machine Company), builder of flour and marble mill 
machinery. He remained with this organization until 
1912, when he accepted the vice-presidency of the Ten- 
nessee Mill & Mine Supply Co., in which capacity he 
served until his recent election to the presidency. 

The new vice-president of the company, F. C. 
ning, began his business career in 


Man- 
Knoxville about 30 
years ago, with the Shepard & Manning company, and 
later served as traveling salesman in the Carolinas for 
the Southern Brass & Iron Company. During this time 
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FAIRBANKS HAND TRUCKS 


A Universally Known Product 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 

weather and many thousands have been in use for years without requiring repairs. 

When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 








- le Fk The VOGEL is the simplest and most durable frost- 
i ye" proof water closet made. ‘The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 
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he became acquainted with Charles T. Mason, Sumter, 
S. C., whom he recognized as a man of unusual ability 
in mechanics and electricity. During the year following 
this meeting, Mr. Manning joined with Mr. Mason in 
the establishment of a telephone and magneto manufac- 
turing business in Sumter. Mr. Manning was vice-presi- 
dent, secretary and general manager of the Sumter com- 
pany for nearly 20 years—until it was purchased for a 
million dollars during the second year of the world war 
by the Splitdorf Electrical Company, Newark, N. J., 
which acquired the Sumter organization in order to se- 
cure control of its magneto business and patents. 
magnetos, later known as “Dixie”? magnetos, were used 
extensively by the United States government and the 
allies during the war, on aeroplanes, trucks, tractors, 
tanks, farm engines, etc. 

With the removal of the Sumter business and equip- 
ment to the Newark headquarters, Mr. Manning went to 
Newark and served the Splitdorf organization for seven 
vice-president and director of its equipment 

resigned to enter the radio manufacturing 
business, which activity he is relinquishing in order to 
devote all of his time to the activities of the Tennessee 
Mill & Mine Supply Co. 

J. H. Henderson, secretary-treasurer of the Knox- 
ville company, born and reared in the mountains 
of east Tennessee. He went to Nashville in 1888, and in 
February, 1884, took a position as assistant bookkeeper 
for W. W. Woodruff & Company. He later became a 
member of the firm of the Woodruff Hardware Company, 
and was chosen secretary-treasurer of that organization, 
which position he held until a disastrous fire ended this 
enterprise. George H. Manning, who had also been with 
the Woodruff Company, and Mr. Henderson were then in- 
strumental in organizing the Tennessee Mill Supply Co., 
which was established in March, 1905. He was elected 
secretary-treasurer of this company at the first meeting 
of the board of directors and has held this position con- 
tinuously since. Mr. Henderson is now the only charter 
member remaining with the company, the name of which 
was changed to the Tennessee Mill & Mine Supply Co. 
in 1912. 

The late George H. Manning, in addition to being 
president of the Tennessee Mill & Mine Supply Co., was 
president of the Southern Supply and Machinery Deal- 
Association during the beginning May Ist, 
1917, and was one of the best known figures in the south- 
ern mill supply field. 

The Tennessee Mill & Mine Supply Co. started its ac- 
tivities in a very small way, with a paid-up capital of 
only $5,000. The company now has a paid-up capital of 
$47,400, and a surplus of $100,000. Since the beginning 
it has used the slogan, “Keep the Mill Running.” 


These 


years as 


sales. He 


Was 


ers’ 


year 


+o 


NEW LOCATION IS HANDIER 


Building Now Occupied by J. B. Shannon Hardware 
Co. Has Advantages Over Former Site 

The new location of the J. B. Shannon Hardware Co., 
Philadelphia, distributor of factory, mill, mine and rail- 
road supplies, at 13 South Letitia street, has decided 
advantages over the old location, 816 Chestnut street, 
for both receiving and shipping supplies. 

According to George A. Kerbaugh, president of the 
company, the new location is nearer to shipping points 
for the larger portion of the territory served, and is 
handier to and has better facilities for receiving in- 
coming material. Furthermore, it is in a general way 
much betier suited to handling mill supplies than was 
the old location. The present building, which was occu- 
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pied, on a lease, March 1st, is not 
constructed of brick, 


new, but strongly 


with slow-burning interior con- 

struction. It consists of five stories and a basement 
and is larger than the old building. 

The company was formed in 1846, and was known 


particularly as a retail hardware store from that time 
until the present organization took it over in 1921, when 
the mill supply business was added. The company main- 
tains a retail store at 803 Chestnut street, as an entirely 
separate department. 

Officers of the company are: George A. Kerbaugh, 
president; A. P. Robinson, vice-president and sales man- 
ager; A. W. Becker, secretary and buyer, and H. M. 
Lowry, treasurer. The business was incorporated in 
1908, and has a capitalization of $100,000. The company 
has five outside salesmen, and covers Pennsylvania, New 
Jersey and Delaware in its sales activities. 
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LEATHER BELTING PRICES 


Leather Belting Club of Chicago Gives Figures Com- 
paring Them with Hide and Leather Costs 

The Leather Beiting Club of Chicago has prepared 
an interesting statement on hide and leather costs com- 
pared with leather belt prices, and covering the cost and 
price situation generally. This statement was prepared 
as of June 15th, and does not take into consideration 
changes in leather belting prices which may have gone 
into effect since that date. Following is the statement: 

All buyers of leather belting know there has been an in- 
crease in prices during the past twelve months, but few realize 
this increase was not only necessary and justified by condi- 
tions, but that higher prices must be obtained in the near 
future. The increase in cost of leather belting is a direct 
result of unusually high hide and leather prices. Due 
to large stocks of rough and finished leather, which are 
rapidly diminishing, leather belting prices have not been ad- 
vanced in proportion to the advances in hide and leather 
prices and are not at present based on today’s cost of fin- 
ished leather. 

The following table gives the average price of hides, rough 
leather, finished leather and leather belting prevailing dur- 
ing February and March, 1927, and May, 1928. The prices 
given in this table were obtained from the records of Hide and 
Leather, and are believed to be the authentic average prices 
prevailing on these dates. 


Per- 

Feb.-March May 12th cent 

1927 1928 Advance 

Hides, heavy native steers....... $0.14 $0.25 78.6 

Belting butts, rough-whole....... .60 83 38.3 

Belting shoulders, rough........ 0 .62 55.0 
3elting butt bends, curried-fin- 

BRRBMENEN © 4:sspco oe aint & wees orsaracarere 84 1.06 26.25 
Belting centers, curried-finished. 1.05 1:27 21.0 
Belting sides, curried-finished...  .76 96 26.3 
Belting shoulders,  curried-fin- 

RRONRREE A S  stin  ccase sere a tnane Rewer 50 72 14.0 
Leather belting, average jobber’s 

price, medium weight center 

stock, regular cemented—per- 

cent discount from standard 

REE) si ae ae eee are 156; 10%; 9.1 


The tremendous advance of over 78 percent in hide prices 
is due to a world-wide hide shortage. There are approxi- 
mately eleven million less cattle in the United States today 
than twenty-five years ago and no accumulation or supply of 
foreign hides is available to replace this shortage. A sharp 
decrease in the number of cattle killed and a steady increase 
in the leather requirements of the country, due partly to the 
increase in population, has brought about the present high 
prices of hides, and it is probable that this condition will 
continue for some time. 

The large stocks of both rough and finished leather on 
hand five years ago have been reduced approximately 80 per- 
cent, and leather prices today depend directly upon the cost 
of hides. Rough belting butts have advanced over 38 percent 
and rough shoulders 55 percent. Finished belting leather 
prices have advanced an average of 24's percent on butt- 
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Pushing 
Game 


You can’t push a car unless you're using 
proper tools, and you can't push sales 
unless you're selling proper tools. 


The New Badger has maximum lever- 
age, slip-proof spurs and only two wear- 
able joints. It is the proper tool for 
moving cars, and the right pushing 
implement for you to push. 


The Advance Safety Car Wrench auto- 
matically adjusts itself to any size wind- 
ing tap found on hopper bottom cars and 
can be used with absolute safety. 


Every time you sell a New Badger or 
an Advance Safety Car Wrench, you win 
a customer because these sales mean 
resales. 


We back you in a thirty-day free trial 
plan. 


Advance Car Mover Co. 
Appleton, Wisconsin 
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bends, centers and sides and 44 percent on shoulders, and 
many tanners and curriers state that leather prices today 
are not commensurate with hide costs. 

While raw stock has advanced approximately 25 percent, 
the selling price of leather belting has advanced an average 
of slightly less than 10 percent. This means that belting 
manufacturers have been basing their prices on the cost of 
material on hand and not on replacement values. The small 
advance already obtained merely represents an average be- 
tween the two. 

Conditions as outlined above make it imperative for an 
advance within the very near future to compensate for the 
advance in the cost of raw material, if the industry is to 
survive. Belting manufacturers will not only have to get 
a further advance to cover present increased cost, but will 
have to face the practical certainty that further advances 
will be necessary as leather prices rise, and it is expected 
that as a matter of self preservation tanners will have to 
get higher prices. Should there be a general recession in 
hide prices, which is improbable, this will not be reflected in 
the cost of leather belting for several months. 


DOUBLING PLANT CAPACITY 
Bunting Brass & Bronze Co, Making Extensive 
Additions to Buildings and Equipment 

Additions to factory buildings and equipment now be- 
ing made will more than double the productive capacity 
of The Bunting Brass & Bronze Co., Toledo. Among 
other things, the Bunting foundry, which has been re- 
garded as one of the most modern, is being entirely re- 
designed, and new furnace equipment and new metal- 
handling devices are being provided, by which an exact 
control of analysis and of the physical properties of metal 
can be automatically achieved. Specially designed ma- 
chinery will be installed in the spacious new building's, 
making possible volume production of bearings from 
special newly developed alloys. 

For years the Bunting company has maintained an 
extensive bronze research laboratory. Considerable new 
knowledge about bronze allovs has been developed during 
the last two vears by the research department, working 
in collaboration with the United States Bureau of Stand- 
ards, independent scientists and engineering departments 
of manufacturers. It is the application of this new 
knowledge to the bearing requirements of various indus- 
tries that has necessitated the expansion of manufactur- 
ing equipment, according to the company, which states 
that many new bronze alloys have been produced. 


+? 


Beg Your Pardon 

On page 53 of the July issue of MILL SUPPLIES, in an 
article concerning the Industrial Belting & Supply Co., 
San Francisco, the sub-title under a cut showing the com- 
pany’s office designated one of the individuals pictured as 
“J. J. McDonald, coast manager, Main Belting Company, 
Philadelphia.”” MILL SUPPLIES has been advised by W. H. 
Tobey, treasurer of the Main Belting Company, that Mr. 
McDonald is no longer representing them, that Charles 
G. Sherman is now direct sales representative of the 
company on the Pacific coast, and that the Pacific Mill 
& Mine Supply Company now distributes Main Belting 
Company products in San Francisco and Los Angeles. 
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Corporation Officers Named 

The following officers and directors of the Chisholm- 
Moore Hoist Corporation (Division of Columbus McKin- 
non Chain Co.) were recently elected: Julius F. Stone, 
president; Julius F. Stone, Jr., vice-president; J. C. 
Dunn, vice-president and treasurer, and Frederick Mit- 
chell, secretary; directors—Messrs. Julius F. Stone and 
Julius F. Stone, Jr., J. C. Dunn, A. L. McKinnon and 
Frederick Mitchell. John R. Mears continues as sales 
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manager of the new corporation. The Chisholm-Moore 
Hoist Corporation (Division of Columbus McKinnon 
Chain Co.) was formed following the purchase by the 
Columbus McKinnon Chain Co., Tonawanda, N. Y., of the 
chain block, electric hoist and crane division of The 
Chisholm-Moore Manufacturing Co. Headquarters of 
the new corporation are in Cleveland. 
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INSTITUTE OF THERMOLOGY 


A. H. Landwehr Has Established It to Study Heating, 
Ventilating and Other Problems 
Establishment of the Holland Institute of Thermology, 
to conduct researches into various phases of the relation 
of humidity, temperature and circulation of air to public 
welfare, has been announced by A. H. Landwehr, presi- 





A. H. LANDWEHR 


dent of the Holland Furnace Company, Holland, Mich. 
The institute will attempt to solve some of the heating 
and ventilating problems of the construction industry, 
study the effect of humidity upon various industrial prod- 
ucts used in homes, and investigate problems connected. 
with industrial housing and the efficiency and working 
conditions of workers in shops and offices. 

“The institute will be given ample resources to teach 
the American home owner in a practical way the science 
of health heating and ventilation,” Mr. Landwehr stated. 

“This object, of course, has many ramifications into 
numerous industries. A competent research engineer will 
be placed in charge, and the results of tests and inves- 
tigations made by the institute will be placed before the 
public from time to time in the form of reports of its 
findings.” 
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SUPPORTING THE DEALER 


A Good Example of How the Manufacturer Can Co- 
operate Successfully with Distributors 

A striking example of how a manufacturer can co- 
operate effectively with his distributors may be found in 
an incident which recently came to the attention of MILL 
SUPPLIES. The Appleton Car Mover Co., Appleton, Wis., 
received a request from a manufacturer in Dayton, Ohio, 
to quote figures on car movers and extra spurs for the 
same. In reply the Appleton company wrote in part as 
follows: 

“We of course can quote you on these items, but to 
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A word or two 
when you make the sale 
will help your prolits a lot! 


You probably can't tell a man who wants to Your jobber can supply you with complete 





buy a blow-torch any more about how to use information on the entire Clayton & Lambert 
it than he knows himself. But if you sell him line, and with models built to meet any special 
a Clayton & Lambert, you can tell him some need of the customers you serve. 


things that will help your blow-torch sales. 


C&L 32 

For he’s got a lot of friends who use blow-tor- This is one of the most popular blow-lorches we have ever 
ches—and he'll pass your story along when he made. It is more expensive than the 158 because it is 
finds what a fine blow-torch you've sold him. made for much harder use. It is designed for the man 


who uses a blow-torch in his daily business and demands 

not only excellent performance but rugged ability to stand 

attached to a Clayton & Lambert torch in rough handling. 32 contains the most advanced, pat 

nlm wie Shak ot can euen be Geeken of ented CG L blow torch improvements. It also has a 
red handle. Sure sign of satisfaction. 

without making the tank leak. Open up the 


filler plug and let him smell the gas fumes 


For instance, show him how the handle is 





showing him it has been thoroughly tested. r ] 
Explain how Clayton & Lambert have devised 
a patented way to prevent the gas orifice from 
spreading and ruining the torch. 
Not much trouble, if any, to do that. And 
he'll be interested. When he finds these things 
CELISB you've told him really do give him a better 
This blow-torch is especially made and priced for the man who likes blow-torch for his money, you can count on 
to do odd jobs around the house, or to tinker with mechanical things his being a booster for you. He'll be telling 
It will last a lifetime if it is not abused The usual retail price is about his friends to drop around and look over those 
five dollars. Most hardware, electrical and automobile accessory stores 
hate it—or can get it for you quickly. “blow-torches with the red handle.” Be sure 
Look for the red handle. to have them where they can see them. 
CLAYTON & LAMBERT “SS 
O. i 
. . . C 
Detroit, Michigan 
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give you first class service and to save you a little money 
we are referring your inquiry to one of our regular dis- 
tributors, located in your own city. 

“The freight rate to Dayton is 78 cents per cwt., and 
as the movers weigh but 20 pounds each, there would be 
a charge of 39 cents against each mover. 

“The Flack Equipment Co., of Dayton, carries a stock 
of Atlas movers always on hand, and can and will take 
care of any of your requirements promptly, and, we are 
sure, satisfactorily. 

“We have written Mr. Harry L. Flack, asking him to 
get in touch with your company at once and supply your 
needs.” 

In its letter to Mr. Flack, the Appleton Car Mover Co. 
suggested that this was a good opportunity to demon- 
strate the desirability of buying through the distributor, 
on a basis of both service and price. It is interesting 
to note that the Flack Equipment Co. followed up the 
“lead” and secured the order. 
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GREETINGS FROM LONDON 


Words of Vice-President of F. E. Myers & Bro. Co. 
Carried to Salesmen in Ashland, Ohio 

Salesmen of the F. E. Myers & Bro. Co., Ashland, 
Ohio, meeting in Ashland July 24th, had the experience 
of hearing the voice of Guy C. Myers, vice-president of 
the company, who was talking from a room in the May- 
fair hotel, London, England. 

Mr. Myers greeted the salesmen and conversed with 
P. A. Myers, president of the company, the salesmen 
listening in to the conversation. P. A. Myers was in a 
special booth at the convention hall, while amplifiers 
carried the greeting of Guy C. Myers and the conversa- 
tion to the salesmen. This is believed to have been the 
first time amplifiers have been used in connection with 
trans-oceanic service. 

Guy C. Myers’ words were transmitted from London 
to the Rugby transmitting station by telephone, by 
radio from there to the Houlton, Me., receiving station, 
then to New York and Ashland, by telephone, while the 
telephone carried P. A. Myers’ words from Ashland to 
New York, thence to the Rocky Point transmitting sta- 
tion, where they were carried by radio to the Wroughton, 
England, receiving station. From there they were re- 
layed to London by telephone. A dictaphone record was 
made of the conversation. 
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SETS LIFT TRUCK STANDARDS 
Conference Also Approves Simplified Practice Rec- 
ommendations on Skid Platforms 
A general conference of manufacturers and users of 
skid platforms and lift trucks, hand and power, held 
June 28th at the department of commerce, in Washing- 
ton, under the auspices of the division of simplified 
practice, approved a proposed simplified practice recom- 
mendation for the dimensions of lift trucks and skid 

platforms. 

The conference passed resolutions that two standard 
dimensions, 8 inches and 12 inches, be adopted for under 
clearance of skid platforms, and that “the minimum 
clearance between runners or supports of skids be not 
less than 29 inches.” In addition, the conference went 
on record as favoring the establishment of standard 
dimensions for over-all length and width of skid plat- 
forms, with the proviso that there be two standards, 
one to be such that this size of skid can be placed three 
abreast in a freight car, and the other the same length 
as the first skid but twice the width. 
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This recommendation, subject to acceptance on the 
part of the interested elements of the industry, will 
become effective October Ist, 1928, and will be reviewed 
annually by the standing committee. 
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NIPPLE STANDARDS APPROVED 


Conference Held in Washington Acted on Steel and 
General Wrought Iron Pipe Nipples. 

A general conference of manufacturers of pipe and 
pipe nipples, distributors and users of pipe nipples, held 
June 29th at the department of commerce in Washing- 
ton, under the auspices of the commercial standards 
unit, bureau of standards, approved commercial stand- 
ards for steel and genuine wrought iron pipe nipples. 

The approved commercial standards specify that pipe 
nipples shall be made only from tested new full or short 
lengths and full weight steel pipe, free from buckles, 
bends, kinks, cracks, laminations, imperfect welds, rust, 
injurious sand marks or any other defects which might 
affect its strength or serviceability. 

For steel pipe nipples it was agreed the pipe shall 
otherwise conform in all respects with the American 
Society for Testing Materials’ tentative specification 
for welded and seamless steel pipe, while that for gen- 
uine wrought iron pipe nipples shall be in accordance 
with A. S. T. M. specification for welded wrought iron 
pipe No. A72-27. 

The conference agreed that the effective date for new 
production and clearance of existing stocks should be 
January Ist, 1929, provided the recommendation is ac- 
cepted by the interested elements. 

tO 
To Classify Exhibits 

The fourth Midwestern Engineering and Power Ex- 
position, which will be held in the Coliseum, Chicago, 
February 12th to 16th, 1929, will have a classified ex- 
hibit arrangement, whereby the visitor will have the op- 
portunity to make a thorough inspection of various 
classes of equipment with the least possible effort and 
in the least possible time. 
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Lake City Malleable Co. 

Announcement was made in the May issue of MILL 
SUPPLIES of the purchase by the Columbus McKinnon 
Chain Co., Tonawanda, N. Y., of the chain block, electric 
hoist and crane division of The Chisholm-Moore Manu- 
facturing Co., Cleveland. The foundry division of the 
old Chisholm-Moore company has since been reorgan- 
ized and is now operating as the Lake City Malleable 
Co., with the following officers and executives: J. H. 
Redhead, president; A. H. Chappelka, vice-president; D. 
L. Johnson, secretary; L. Lind, treasurer, and R. C. 
Shurmer, manager of sales. Headquarters are at 5046 
Lakeside avenue, Cleveland. The company manufac- 
tures malleable iron castings. 


tO 


Have You This Information? 

MILL SUPPLIES has two inquiries which someone in the 
field may be able to answer. One correspondent asks 
for the name and address of the manufacturer of the 
Hart Bros. circular saw mill. If Hart Bros. has gone out 
of business, the correspondent would like to know who is 
manufacturing this mill at the present time. Another 
correspondent would like to know the name and address 
of the manufacturer of Forman regulating valves. If 
anyone has the answers to these inquiries, kindly mail 
them to MILL SUPPLIES, 537 South Dearborn street, Chi- 
cago. 
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Youll Make More Sales 
and Bigger Profits on 
Milburn Products 


For Instance—-The biggest con- 
tractors prefer Milburn Lights. 
Therefore, your sales-per-customer 
will be larger when you sell this 
line. 


HE bigger the contractor 

the more closely he figures 
his costs. The largest contrac- 
tors figure the cost-per-hour of 
carbide lights and hence they pre- 
fer the Milburn for the following 
reasons: 
It furnishes 8290 Candlepower for 


only 3!4 cents per hour—a big 
saving in the course of a season. 
It burns either lump or cake 
carbide. No matter which carbide 
you sell, the owner of the Milburn 
Light is your customer. 

Your discounts on Milburn Lights 
are so attractive as to justify extra 
sales effort on your part. 








The line is complete—you can offer 
your customers the exact lights 
that best suit their purpose. 





Write for full details about these lights, popular 
and easy to sell because of exclusive patented 
features and standard for 20 years for construction, 
railway and engineering work. 


Torches That Give Your Salesmen Extra Talking Points 











Milburn Torches have reduced operating costs upwards of 20°%. 
\ good talking point for your salesmen. The Milburn Combination 
Cutting and Welding Torch, shown above, Type T1 is the only Torch 
of its kind—it cuts and welds—just turn the tip to change the operation. 
Write for details about this torch and complete Milburn line of Torches. 
Generators, Regulators, Oil Burners and Preheaters 


Sell Milburn Spray Gun With 
Remarkable New Features 
Another Milburn Product that has EXCLUSIVE oe 


and? 


talking points ial on spray nozzle calibrates all us, che 
operations Makes it possible for operator to turn ‘a —_, 
at once to any desired or previous setting. Elimi- oi 2. > 
nates split sprays, over sprays, etc. Similar numerals on \ You 
paint plunger barrel makes possible more accurate adjust- ty\\ 
ment of paint volume. These two Milburn features have ¥ \ 
advanced spray painting ten years, making the Milburn the ) ) 
easiest spray gun to sell Get full details e 


Alexander Milburn Co., Baltimore, Md. 


Alexander Milburn Co., 

1416-1428 W. Baltimore St., 

Baltimore, Md. 
Please send me Bulletin 2748 on Portable Carbide Lights 
Please send me Bulletin 3748 on Welding & Cutting Apparatus 
Please send me Bulletin 4748 on Paint Spray Equipment. 

and explain discounts and talking points that will make the Milburn 


Line an exceptionally profitable one for us. 


Name 
Firm 
Street & No 


City & State 
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for precision work 
at top speed! 


A manufacturer invests thousands of dollars in 
machine tool equipment to step up production; 
with an open mind he considers the best the 
country offers and chooses equipment that 
promises the best results. 


Does he select as carefully the set screws to hold 
the tools? Inefficient set screws can cut down 
that extra production for which you have in- 
vested! If a set screw loosens, it must be tight- 
ened. If the socket rounds out from quick tight 
pressure, the screw must be replaced. These 
delays eat up time. 


Bristo set screws have a socket which eliminates 
these troubles. The dovetailed flute design gives 
the wrench a perfect grip on the screw and the 
tighter you pull the wrench the tighter the inter- 
locking dovetails grip each other. The socket will 
not round out and leave the screw jammed in the 
hole. A tight set and accurate threads prevent 
loosening, even where there is vibration. 


Persuade your customers to try Bristos on the 
hardest job in the shop; see how long each one 
stays on the job; how little trouble they give; 
compare. The Bristol Company, Waterbury, 





Conn. 
‘ 
| 
| 
| 
| 
| 
L es = } 
Bristo set ews are easy to use in 
places that are hard to get at: in Gan => 
fact, they can be used in location 
that cannot be reached with a screu 
driver or end wrench cee 
es 
Se 
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“From Our &ceh&ndes 


Ingenious Method for Displaying Saws 

“An ingenious method for displaying saws that has 
been employed with excellent results by a large hardware 
store in the United States consists of two metal posts 
about two and a half feet in height placed on the counter 
surface, one at the rear and one at the front,” states an 
item in Hardware Dealers’ Magazine. “The rods are 
placed in parallel position. From each rod small arms 
project upward from either side. There are four of these 
projections from top to bottom. Within the parallel 
arms of the front and back posts a single saw is placed 
on either side. Thus the posts accommodate eight saws, 
giving them decidedly conspicious display.” 











Models Used Effectively in Selling 
“Miniature Lift-Trucks Enable Prospects to Visualize 
Their Function,” 
a recent 
writer, 


is the title of an article appearing in 

issue of Class & Industrial Marketing. The 
Jesse R. Harlan, secretary, Stuebing Cowan 
Company, Cincinnati, states that a number of aggressive 
companies in the industrial field have had miniature 
machines built to be carried by salesmen for the pur- 
pose of creating immediate interest on the part of the 
prospect. One large company manufacturing hand and 
electric truck equipment has been especially successful 
in the use of small models, he This company 
has built one-fourth size models, packed into neat cases 
and so arranged that they may be removed quickly for 
practical demonstration before the prospect has had time 
to indicate that he is ‘not interested.” The model, in- 
troduced in this creates interest on the part of 
the prospect. 


states. 


Way, 


\ New Attitude of Co-operation 

“Today, the whole country is benefiting from a new 
attitude of co-operation,” states an article, “Moving For- 
ward in Industry,” appearing in The Shaft, published 
by Edgar T. Ward’s Sons Co., New York. ‘Competitors 
in the same industry have discovered that there are 
relatively few individual problems The problems of 
business men are common to all. They belong, not to 
one man or three men in an industry, but to all men who 
are making and seeking to sell kindred products. <A 
great change is upon us, and, like the overflow of a 
giant river, it is sweeping away methods, traits, habits 
and customs. New products, new uses, new problems, 
new competitions, are confronting all men. Waste, as a 
result of this new attitude, is gradually disappearing. 
Standardization is bringing new economies. No longer 
are men content to submit to ‘necessary evils.’ Fear, 
apprehension, seclusion and secretiveness are vielding 
to a sensible and intelligent common effort. Men come 
together and each discovers that what he formerly be- 
lieved was his own peculiar problem, 

other man, too.” 
Need for Advertising Cited 
In an address before the Panhandle Hardware and 
Implement Association of Texas, at Amarillo, Texas, not 
long ago, C. J. Whipple, president of Hibbard, Spencer, 
Bartlett & Co., Chicago, “Team Work and 
Better Merchandising.” His address was published in 
Hardware Age. Mr. Whiyple declared that after a 
checkup on hardware sold by chain stores in Chicago, 
he believed they get 90 percent of their business on 
display and 10 percent on price, “although I want to 


confronts the 


discussed 


9] 





repeat that they have been clever to make the consumer . 
feel that each item is a 100 percent bargain.” Although 
his remarks were hardware dealers, the 
advice he gave is of general interest, as, for instance, 
the following statement: “It is essential that you take 
some means of acquainting the public with the merchan- 
dise you carry and the advantages vou have to offer. 
The wholesale hardware houses in this country are just 
as much interested in this problem as vou are. If you 
cannot change to meet present day methods, you are 
going to have to step aside for the merchant who can, 
for I for one do not feel that the retail hardware store 
is going to be forced out of the picture. I do feel, 
however, that the inefficient merchant will be, and that 
that time is not very far off. ... You are thinking too 
much about price and not enough about selection, ad- 
vertising or display. The price that you pay for an 
article is of secondary importance. What vou should be 
interested in is the margin at which you are able to 
sell it. Co-operative buying is not going to help the 
situation. It simply means that there will be more 
skim milk and less cream for the jobber, and that the 
jobber’s cost of handling the business that is left is in- 
creased in proportion to the business that he loses.” 
What Effect Has the Automobile on Selling? 

“Ts the Automobile to Blame for Hit-and-Run Sales- 
manship?” is the title of an article in Printer’s Ink by 
an automotive equipment salesman who states he left his 
car at home and increased his volume 27 percent in twelve 
months, because he took time to sell service as well as 
merchandise. He remembered the old days when, selling 
a line of hardware, he didn’t have an automobile in which 
to travel, and how, because of the fact that he had to 
wait for the next train for several hours or perhaps a 
day, he would spend more time with the hardware mer- 
chant, often helping him trim windows, arrange coun- 
ter displays and even wait on customers. And the mer- 
chant, accepting his help, felt obligated to look and lis- 
ten. “I used to get sizable orders in those days,” he 
wrote. “No hand-to-mouth buying, because I didn’t get 
around so often. But when I began to make the 
swing around the circle in my car, things seemed to 
change. I was always in a hurry to get somewhere— 
perhaps to a fine hotel up the line. Also, my customers 
became affected with the ‘hurry-up itch.’ ‘Too busy to 
talk to you today, Bill. You'll be around next week and 
I'll give you an order.’ Next week I found that my com- 
petitor had beaten me to it. * Of course, there is no 
necessity for a salesman who drives a car to rush away 
from good business—but it’s a great temptation. At 
least, it was in my case. I always aimed to be within 
driving distance of a bathtub and a dinner a la carte, 
and that often meant staying out of the sticks, and pass- 
ing up some good prospects until a more opportune time. 
But I found that a competitor’s schedule had worked to 
his advantage and my loss, in the meantime.” This sales- 
man decided to try traveling without his car, got back 
into his old swing, and it wasn’t long before he began to 
notice his order book filling up more quickly. “‘I believe 
that success in selling is based on only two very elemen- 
tal principles, confidence and service,” he stated. “TI sell 
service and throw the accessories in on the deal. * * * 
Now I find the innkeeper a real heip to me, despite the 
discomforts he has to offer. He knows everybody by his 
or her first name. He knows the men with whom I ex- 
pect to deal, and is not unwilling to give me every as- 
sistance, in return for my patronage. My boss isn’t 
a bit worried about the fact that I’ve slowed up my sched- 
ule, and my wife is content to see less of me, for when I 
arrive I bring home the bacon.” 
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Even Experts 
Are Amazed! 
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Victor Hack Saw Biades 


The low cost of Victor Power Blades is easily | 
ey wine determined by the greater number of cuttings I 
ecially for handling easoli each blade produces. f 
A Hack Saw Blade that will do the work of three 





FRAHERN PUMPS ARE SUITABLE FOR PUMPING 


WATER. MILK. CREAM. ALCOHOL. PAINT. SYRUP. ordinary blades will undoubtedly make an equal | 
MOLASSES, ROAD OIL, TARVIA, BRINE, GLUCOSE, SOAP, showing on the cost sheet. 
FUEL OILS AND OTHER PETROLEUM PRODUCTS VICTOR POWER BLADES will give you cutting 

THEY ARE USED AT FACTORIES, PUBLIC BUILD- efficiency, that has not been experienced in F 
INGS, FARMS, COUNTY HOMES, CHEMICAL PLANTS, other blades. ' 
= - ie tae ae Stat Gears © . a Why not profit by the experience of others and 


select VICTOR POWER BLADES, thereby 


Write for Catalog 5¢ =~ the cost of experimenting with inferior 
dlades. 
GEO. D. ROPER CORPORATION Vi Saw Works. I 
ROCKFORD, ILL. ictor Saw OrkS, inc. 
PUMPS FOR PERMANENCE Middletown, N. Y. 
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Chisholm-Moore Hoist 


Corporation, 


Cleveland (Division of Columbus 
McKinnon Chain 
Co.), is manufac- 
turing the “Blue 
Boy,” a new direct 
differential hoist, 
which is equipped 


with the Hercules 
Inswell electric 
welded load chain, 
ri made by the Colum- 
iF bus McKinnon Chain 
, Co., Tonawanda, N. 
Y., giving it a high 
degree of safety. 
The extra-heavy 














load sheaves, mal- 
’ leable iron yokes 
and drop _ forged 


hook are painted blue, and the Inswell 
chain is copper plated. A new cata- 
logue insert seciion, describing the 
“Blue Boy” and other hoists in the 
Chisholm-Moore line, has been pub- 
lished and is ready for distribution. 
The Hill Clutch Machine & Foundry 
Co., 6400 Breakwater avenue, Cleve- 
land, has developed the Hill “Tubular” 
agitator for mixing any liquid or pasty 
substance. The agitator can be used 
in any size circular tank. Its features 
are a sheet metal tube placed concen- 
tric with the tank, a variable pitch 
marine type propeller placed near the 
bottom of the tank, and a special de- 
sign base casting, which prevents dead 
areas or any solidification. Thus far 
the agitator has been used for slurry, 
paint and clay. It accomplishes thor- 
ough mixing with low  horse-power, 
there are no eddy currents and no vio- 
lent local agitation, according to the 
company. A smooth flowing current is 
sent through the _ propeller’ throat 
which is sufficient to overcome the skin 
friction of the tank and tube. The tube 
and shaft, with the propeller, are sus- 
pended from a structural steel frame 
built over the tank. This frame also 
holds the motor, speed reducer, bevel 
gear and clutch. 
The Lawson Mfg. Co., 


2720-22-24 


East 53rd street, Cleveland, is manu- 





facturing the Lawson ‘“Lok-Jaw’ 
pliers. The compound leverage of this 
new tool delivers a 1-ton grip at the 
jaws, which are designed to fit round, 
square or hexagon objects. An adjust- 
ing screw at the jaws permits locking 
them to any object the same as one 
would a hand vise. The jaws are of 


forged steel, hardened and tempered, 
while handles are of pressed steel, with 
knurled grips. 

The Oster Manufacturing Co., 2068 
East 61st place, Cleveland, has recently 
placed on the market a new portable 
production machine for cutting off pipe 
and tubes from % inch to 2 inches in 
diameter. The cutter disc, contained 
in a movable arm, is brought down on 
the pipe, which rests on rollers, in- 
stead of raising the rollers and pipe to 
the cutter disc, permitting the pipe to 
remain at right-angles to the cutter 
disc at all times. The action of the 


arm holding the cutter disc is con- 
trolled by a screw feed and hand 


wheel, giving compound leverage on the 
disc. The machine is equipped with a 
length gauge, which can be set to cut 
any length nipple from “close” to 3 
feet on either side of the cutter disc. 
If a quantity of pipe is to be cut to 
lengths longer than 3 feet, an ordinary 
piece of pipe can be used with the 
standard stock stop as a length gauge. 
The cutter can be furnished in belt 
or motor-driven models, a standard 1 
hp. motor being supplied with the lat- 
ter type. The machines are small and 
compact, with few working parts. 

The Hisey-Wolf Machine Co., Cole- 
rain and Marshall avenues, Camp 
Washington, Cincinnati, is out with the 
Hisey double radial arm, which can be 
furnished for all Hisey portable elec- 
tric drills up to and including 7s-inch 








capacity. The lever feed is operated 
through rack and pinion the same as a 
drill press, thereby permitting positive 
and sensitive control without fatigue to 
the operator. Motor holding brackets 
are so designed that the portable drill 
can be attached without removing any 
part of the machine. By means of in- 
dividual swivel clamps either the long 
or short arms can be locked indepen- 
dently, while both arms can be locked 
in any fixed angular position. Ver- 
tical adjustment (without resetting) by 
means of lever through rack and pinion 
is 714 inches, while vertical adjust- 
ment up and down the main column is 
25 inches, giving a total vertical ad- 
justment of 321% inches. The full arm 
length will swing through an are of 
240 degrees, while the short arm has 


ele nner 


angular adjustment of 245 degrees. 
Maximum arm reach from column to 
drill spindle is 86% inches. 

The Black & Decker Mfg. Co., 
Towson, Md., has recently placed on 
the market a new *%-inch heavy duty 
portable electric drill, which has been 
designed to take straight shank drill 
bits. This drill is equipped with a pow- 
erful universal motor, operating on 
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direct or alternating current, and the 
armature and_= spindle thrust are 
mounted on ball bearings. The 3-jaw 
geared chuck uses straight shank bits, 
and the tool will drill holes up to % 
of an inch in diameter in the toughest 
steel, it is stated. The tool is adapted 
especially to mass production work, 
where constant service is essential. 
Wagner Electric Corporation, 6400 
Plymouth avenue, St. Louis, has de- 
veloped an air-jacketed motor for serv- 
ing where dust, fumes and moisture are 
present in sufficient quantities to neces- 
sitate protection to motor and property. 
The entire motor is surrounded by a 
jacket open at both ends, with fan 
blades on a shaft extension, between 
the sealed motor and its outer jacket. 
The only clearance between rotating 
and stationary parts of the motor is in 
the bearing housing, and here, the com- 
pany states, no impurities can get 
past the grease packing. The motors 
are new in external construction only, 
no changes having been made in the 
electrical principles of the motors them- 
selves. 
Chanson Division, Illinois Tron & 
Bolt Co., Carpentersville, Ill., is man- 
ufacturing the Chanson soft faced ham- 
mer in five sizes and seven models. 
This hammer is especially adapted for 
use in assembling or dismantling en- 
gines or machinery of any kind—on 
delicate finished parts, gears, sprockets 
and other precision units which might 
be damaged by the blow of an ordinary 











hammer. The body is made of steel, 
and the soft copper plugs are ma- 
chined to a pressed fit in the steel 
body of the hammer head, and may be 
removed with drift pin when replace- 
ment is necessary. Two models of the 
Chanson have 10-inch length of handle 
and a weight of 4 of a pound; two 
have 12-inch handle and weight of 114 
pounds; one model has 14-inch handle 
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MONARCH METAL COMPANY wards. 


Established 1895 





119 South Lincoln Street Chicago High Grade Steel 
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and 3-pound weight; one has 18-inch 
handle and 5-pound weight, and one, 
24-inch handle and 8-pound weight. 
Two models come with one soft copper 
face and one steel face, and the other 
five with soft copper faces. 

The Alevxander Milburn Company, 
1416-1428 West Baltimore street, Bal- 
timore, is manufacturing the new ‘“‘Su- 
per Master” regulator for use in oper- 
ations where a large volume of gas or 
a great number of outlets are to be 
controlled. It is designed to produce 
accurate reduction of varying gas pres- 
sures to the pressure required for weld- 
ing and cutting, and for industrial, sci- 
entific, medical and government pur- 
poses. The bonnet is of bolted con- 
struction. An added feature is a safety 
blow-off valve. The diaphragm = ex- 
tends to the outer circumference of the 
regulator and is secured by the same 


bolts which secure the bonnet. The 


regulator is equipped with 3,000-pound 
initial gauges and 500-pound delivery 
The floating operating pin is 
The diaphragm is of 
a special bronze, very resilient and with 
high corrosion 


gauges. 
of monel metal. 


resistance. An 8&-inch 





heavy steel key affords ample leverage 
for the highest pressures. The opera- 
tor can reach the seat of the regulator 
without disconnecting it from bottle or 
hose. Main operating parts comprise 
only pin, seat-carrying 
sleeve, and are immediately available 
for examination, cleaning or removal. 
According to the manufacturer, the 
“Super Master” eliminates danger of 
freezing even in extremely low temper- 
atures. 

The Stanley Rule & Level 
Elm street, New 


nozzle and 


lant, 111 
Britain, Conn., has 





recently added to its line of electric 
tools the No. DH11 5/16-inch drill. 
The new drill combines all the fea- 
tures of Stanley electric drills. The 
straight lines are maintained, and a 
powerful motor is provided. The spe- 
cial ventilation system is also main- 
tained, allowing continuous production 
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work with minimum heat, the manu- 
facturer states. There is a_ special 
recess for the chuck key. 

Joseph Dixon Crucible Co., Jersey 
City, N. J., has just announced a new 
combination ladle-nozzle. The upper 
half is all super-refractory clay, and 
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SUPER REFRACTORY 


4 
j DIXON'S 
[ye CLAY MixTURE 





the lower half is graphite. According 
to the company, metal can leave the 
ladle at a much lower temperature than 
is generally the case, with the result 
that a more perfect ingot is poured. 
This is due to the heat retaining quali- 
ties of the graphite in the lower half 
of the nozzle. The “combination noz- 
zle” is made in any size, and with flow 
hole as desired. 

Louden Machinery Company, Fair- 
field, Iowa, has added to its monorail 
conveying equipment a heavier line, 
known as Louden “super-track,” with a 
carrying capacity of 3,000 pounds. The 
new overhead trolley track is a special 
section, approximately 6 inches deep, 
with a 3-inch flange at the top and a 
2-inch flange at the bottom. It is espe- 
cially rolled, both as to form and mate- 
rial, for service as a trolley track. New 
2-way, 3-way, cross-track and turn- 
table switches have been designed for 
use with the system. The new track 





eliminates in a majority of 
necessity for 
ture, and 
spaced. 


cases the 
supporting superstruc- 
hangers may be widely 
“Super-track” may be used 
alone or in conjunction with the lighter 
Louden double bead monorail. The new 
track is also of advantage to the com- 
pany for use with its chain drive trol- 
ley conveyor systems. 

Procunier Safety Chuck Co., 18 South 
Clinton street, Chicago, is manufactur- 
ing the new Procunier motor-driven, 


Sen eateries 


safety, friction nut-driving machine 
for driving on or removing nuts from 
threaded work. It consists of a Pro- 
cunier bench tapping machine mounted 
on a special table, equipped with a 
special sprocketed wrench and a Pro- 
cunier safety friction chuck. The ma- 
chine is driven by an individual motor 
and sprocket chain. The friction chuck 
slips when the nut is driven “home.” 
An electrical overload switch auto- 
matically breaks the circuit if the 
machine is overloaded. 

J. H. Williams & Co., 400 Vulcan 
street, Buffalo, and Husky Wrench 
Company, 27th and Florence streets, 
Milwaukee, as a result of their recent 
reciprocal sales arrangement, have put 
on the market another new Williams- 
Husky combination wrench set. This 
is known as Williams-Husky Electrical 
Set No. 287, and includes a com- 
plete assortment of open-end and 
socket wrenches to service the electrical 
equipment of all makes of cars and 
for general electrical and radio work 
and all delicate adjustments. The set 
contains seven Williams’ “Midget Sup- 
errenches” (chrome-molybdenum steel), 
sizes 7/32, %4, 5/16, 11/32, %, 7/16 
and 14-inch, each wrench having two 
openings of the same size but at dif- 
ferent angles—15 and 75 degrees. The 
Husky wrenches in the set are eight 
“Baby” sockets, tapered for work in 
quarters, sizes 5/32, 3/16, %4, 
5/16, 11/32, 3%, 7/16 and 14-inch hex- 


close 


agonal, together with a 5-inch com- 
bination tee and a 41-inch “handy 


grip.” The latter also can be used as 
an extension. The set is packed in a 
convenient and durable metal box, size 
514x2%4,x1 inch high. The total weight 
is 1!4 pounds. 

Chicago Solder Company, 4201 
Wrightwood avenue, Chicago, has add- 
ed a fifth product to its line of “Kester” 
solders in the new “Paste-Core” wire 
solder. This is made of virgin tin and 
lead in a hollow wire form, filled with 
a soldering paste that is pocketed in 
such a way as to allow just the right 
amount to be released as heat is ap- 
plied to the solder. Approximately 
150 18-inch lengths of the No. 5 gauge 
(3/32-inch diameter) are packed in a 
5-pound box. 





Trade Literature 














The Monarch Metal Company, Chi- 
cago, has issued a circular showing the 
results of recent engineering tests made 
on its Quaker bearing metal—‘‘Ladle 
bronze’’—including Brinnell hardness, 
tensile strength, compression, melting 
point and weight in pounds per cubic 
inch. 

Union Manufacturing Company, 296 
Church street, New Britain, Conn., has 
issued a catalogue on its new line of 
chain hoists, which includes Union 
spur-geared, Union Acme and Union 
differential hoists, and roller bearing, 
steel side plate trolleys. The catalogue 
contains descriptions, illustrations and 
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T-1L1 Trailer 


THE CHASE FOUNDRY & MFG. CO. 
Columbus, O. 
Ask for Catalogue No. 300 








Minneapolis, Minn. 








SCANDINAVIAN WESTERN IMPORTING COMPANY Ltd. 


107-109 Lafayette St., New York, N. Y. 
Seattle, Wash. 


Montreal, Can. 

















“Moore & White’’ 


FRICTION 
CLUTCHES 


Most in demand 
250,000 in use 





Equally efficient for 


easy or hard work; un- 










der clean or dirty con- 
ditions. Stand gruel- 





MADE IN 
FOUR STYLES 


1. Standard 
2. High speed 
3. Double disc 
4. Sleeve type 


ling punishment. Give 






longer service, dollar 
for dollar than any 
other clutch made. 
Your customer de- 
serves the best. See 


Catalogs on 
request 


that he gets an 
“M&W” the next time 


you sell him a clutch. 


THE MOORE & WHITE CO. 


2711 North 15th Street 
Philadelphia, Pa. 











Moncrieff Gauge Glasses are 
worthy running mates to Jenkins 
Valves since they, like the valves, 
are “made for the maximum ser\ 
ice not merely the average.” 
Moncrieff Glasses combine 
toughness and clearness. Their 
performance wins for them the 


engineer who buys on the basis 
of long-term economy. 


Moncrieffs, the only Gauge 

Glasses made in Scotland and sold 

in the United States, are fur 

nished in five types to allow a 
| 


wide range of choice. 
JENKINS BROS. 


\gents for MONCRIEFI 
nuine Scotch GAL GE GLASSES 











Running mates 
on the Jenkins ticket 





steady patronage of the type of 





MONCRIEFF 
SCOTCH GAUGE 
GLASSES ARE: 


Perth 


for steam pressures 
up to 150 pounds. 


Unific 


for steam pressures 
up to 500 pounds. 


Monamel 


having a super-im- 
posed red _ stripe 
to emphasize the 
water line. 
For steam pressures 
to 250 pounds. 


Beacon Red 


an enameled glass 
with red indicator 
line for steam pres- 
qures to 13590 
pounds. 


Prismatic Glasses 
Gauge Glass 
Strips 
Protector Slides 
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price and specification tables; including 
parts lists. The catalogue has 12 pages 
and measures 11 by &1!2 inches. 

Electric 6400 
Plymouth avenue, St. Louis, has just 
issued a new bulletin, No. 156, on 
Wagner bearing construction, in which 
the improved sleeve bearing and _ ball 


Co? poration, 


Wagiv ) 


bearing construction are described and 
illustrated. Many improvements in 
bearing explained in the 
bulletin. Amone other things, it is 
pointed out that the improved Wagner 
bearines are completely sealed 
the entrance of dust and dirt, 
a combination of 
thrust col- 


sealing 


design are 


sleeve 
against 
or the escape of oil 
cork wide 


gaskets rings, 


lars, oil 


slingers and grooves 
effecting a bearing requiring little at- 
tention. The ball bearing construction 
used in Wagner motors is of the double- 
cap type, which facilitates replacement 
or servicing, and 
moval or 


makes possible re- 


assembling of bearings in 


dust laden atmosphere without in- 
jurious foreign matter getting into 
them. 


Metal Statistics, 1928, has been pub- 
lished by The American Metal Market 
Co., 11 Cliff street, New 


the 21st annual edition. 


This is 
It contains the 


same general assortment of 


York. 


statistical 


information  « rning ferrous and 


non-ferrous metals that has been sup- 
plied in previou: but various 
new tables hay ‘en introduced. How 
complete the statistics are may be 
judged by the fact that daily prices for 
metals throughout 1927 is one bit of in- 
The book is replete 


tatistics on production, 


years, 


formation given. 
with tables of 
shipments, imports, prices, ete., of dif- 
ferent commodities, tomether with yen- 
eral information, such as United States 
vearly automobile production and reg- 
istration up to and including 1927, and 
freight car loadings and ton-mileage by 
1921 to 


book has 552 








months over a period from 


1927, inclusive. The 
pages and cover, and is 61% by 4% 
inches in dimensions. It sells for two 
dollars. 

Neo-T¢ chit R Sed ch Co poration ha 
published the first issue of Hngineers, a 
book containing 1,456 pages of informa- 
tion, which has resulted from five years 
of effort. It gives the names, firm con- 


nections, positions held and addresses 
of 220,609 engineers, representing 38,- 

ions in the United States 
and Canada. It also gives 
officers of 





33D corpor: 
names of 
these corporations, street 
branch managers 


addresses, 
The book is a 


and prod- 
ucts. t once designed to 
supply sellers of industrial equipment 
with the names of engineers “who con- 
trol the buying of billions of 


worth of 


dollars’ 
products” and to provide a 
reference work with engineering data 
for industrial managers and engineers 
who buy. Prof. Albert Sauveur of Har- 
vard university is 


k wMgLU«CETS, 


editor-in-chief of 
The book is well printed on 
thin paper and bound in fabrikoid. The 
price is $15. Orders sent to MILL Sup 
PLIES, accompanied by 
filled promptly. 


check, will be 





(Obituary 


Charles A. Chevraux 

Charles A. Chevraux, secretary and 
general manager of the Massillon Rivet 
& Mfg. Co., Massillon, Ohio, succumbed 
July 6th to injuries received a few days 
previous while inspecting machinery at 
the company’s plant. Mr. Chevraux was 
born in Canton, and was 51 years of 
age at the time of his death. He was 
for 24 years secretary of the Cleveland- 
Canton Spring Co. 





Fred H. McIsaac 

Fred H. McIsaac, secretary-treasurer 
of The Lamson & Sessions Co., Cleve- 
land, and manager of the Kirk-Latty 
division of that company, died in Cleve- 
land, 20th, following an illness 
of only two weeks. He was 44 years of 
president of 
Mfg. Co., when it was 
The & Sessions 
Deceased entered the em- 
Kirk-Latty Mfg. Co. as an 
office hoy in 1901, and was made presi- 
dent in 1926. Mr. McIsaac was at one 
time vice-president of the 


June 





a 
{ McIsaac 
the Kirk-Latty 


« \T 
age. sil, 


was 
merged with Lamson 
Co. in 1926. 


ploy of the 





American 
Hardware Association, and was promi- 
nent in the activities of the Bolt, Nut 
and Rivet Manufacturers’ Association. 
Rufus C. Phillips 

Phillips, secretary, The 
tolling Mill Co., Middletown, 
Ohio, died in a hospital in Middletown 
on July 


Rufus C 
American 


llth, at the age of 63 years. 
He was a brother-in-law of George M. 
Verity, president of the company. In 
1891 Mr. Phillips joined with Mr. 
Verity in the organization of a sheet 
metal business in Cincinnati, which de- 
veloped into The American Rolling Mill 





Co. He was in charge of the sales 
department of the company until ill- 
ness forced him to withdraw from 
active participation in the business, and 








‘tary of the company from its 
incorporation, in 1899, until his death. 
Mr. Phillips was prominent in civic, 
educational and affairs in 
Middletown, and founder of 


religious 


was the 


the Y. M. C. A. in that city. 
B. M. Gladding 
B. M. Gladding, sales manager, E. C. 
Atkins & Co., Inc., Memphis, a branch 
of E. C. Atkins & Co., Indianapolis, 


died July 2nd, following an illness of 
two weeks. Mr. Gladding 
October 18th, 1866. After serving in 
the sales department of the Atkins 
company for a number of years, he 
was made sales manager of the Mem- 
phis branch, in which capacity he con- 
tinued until 1910, when he retired be- 
cause of ill health. He resumed the 
managership in Memphis, Octo- 
1921, after recovering his 
health, and was active there until his 
final illness. Mr. Gladding is survived 
by his widow, Mrs. Margaret E. Glad- 
brother, N. A. Gladding, 
Cc. Atkins & Co., 


was. born 


sales 


ber 3rd, 





ding, and a 
first vice-president, EF. 
Indianapolis. 
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Economy Sections are made in 
sizes from 2” to 15”. Economy 
Sections and hubs are sold sepa- 
rately. Arbor hole sizes range 
rom 1/2" to 2!/2"—full list of sizes 
and details sent on request. 


BETTER-WEARING 


Master Wheels are made in sizes ranging from 4” to 
15” in diameter and all sizes have a standard 2” open- 
ing. The adjustment to fit any size shaft is made by 
the use of Osborn Adapters, A set of Adapters to 
fit your size arbor will be furnished with each wheel. 


When writing t 


Monitor Sections are furnished 
in sizes ranging from 6” to 15” in 
diameter and with arbor holes 


OF 
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Osborn Wire Wheel Brushes 
Help Reduce Production Costs 
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Osborn Adapter 





from 1/2” to 2/2”. 





Advertise 


BRUSH 


August, 





In practically every factory—large 
or small—there are ways to reduce 
production costs through the use 


of Osborn Wire Wheel Brushes. 


For years, Osborn has made an in- 
tensive study of the use of wire 
wheel brushes in practically every 
industry. 


Out of this wealth of first-hand ex- 
perience, Osborn has built a better- 
wearing wire wheel brush forevery 
use—removing rust, paint, enamel; 
removing burrs; polishing brass, 
aluminum and steel; gear cleaning; 
for roughing rubber and hundreds 
of other operations. 


Osborn Wire Wheel Brushes may 
be obtained with various sizes of 
wire to suitexactly the requirements 
of your work. 


JHE OS80RN MANUFACTURING LOMPANY 
5401 Hamilton Ave. Cleveland, Ohio 
Branch Offices: 


New York Detroit Chicago 
San Francisco Los Angeles 





Riehl SectionsT he type of con- 
struction of these sections, to- 
gether with the additional 
amount of wire in the section, 
insures a longer-wearing brush. 
Sizes 3” to 15", Arbor holes any 
size desired. 
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Smith in 1922, and Dedicated to the 
Ernest H. Smith, 


Practical 
Associate 


Application of Correct Sales Principles in the 


Editor. 


Blow-Torch Sales Field Unlimited 


This Handy Utensil One of Most Serviceable Present Day Tools, 
with Varied Uses in Many Lines of Endeavor 


HOMER A. PLUNKARD 


Sales Promotion Manager, Clayton & Lambert Mfg. Co., Detroit 


The science of selling is today receiv- 
ing more attention than at any 
time in the history of 
The manufacturer has diverted to 
selling a large part of the study he 
has given in past years to manufactur- 
ing. The distributor is devoting to 
selling a large part of the study and 
attention formerly given to the buying 
division of his The salesman, 
who has given all his time to selling, 
is receiving greater recognition than 
ever before, and, what is more impor- 
tant, greater assistance from his em- 
ployer and the manufacturers 
lines he sells. 

In line with this 
been the close 


other 
American busi- 


ness. 


business. 


whose 


development has 
study given by our more 
progressive manufacturers and distrib- 
utors to the question of widening the 
market for the products which they 
manufacture or sell. The value of this 
movement has been recognized by the 
progressive blow-torch manufacturer, 
with the result that recent develop- 
ments of more than ordinary impor- 
tance have taken place in the industry. 
GREATER SALES OPPORTUNITIES 

These developments are 
to the mill supply 
salesmen because 


interesting 
distributor and his 
they create an oppor- 
tunity for greatly enhanced profits, due 
to greater sales opportunities. They 
are the outgrowth of the tendency of 
the progressive manufacturer to get off 
from his business and view it from a 
distance. Among all of us—manufac- 
turer, distributor and salesman—there 
is a great tendency to grow too close 
to our business, with the result that 
our thinking about it settles into a rut, 
which limits the opportunity we have. 

That this latter is true is evidenced 
by the fact that many 
the blow-torch as a 
ited use. Some 
only in the 


people consider 
device with a lim- 
salesmen think of it 
winter time as a means of 
thawing pipes, while others 
may think of it only in the spring, as 
a paint burner. Thoughts such as these 
limit its market, after all, 


frozen 


because, 


number of 
called upon to 
frozen pipes or burn off paint. 

A blow-torch is not a seasonal arti- 


only a certain 
people who will ever be 
thaw 


there are 


cle. It produces one of the four impor- 
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world is 
is used 
every day 


tant elements of which the 
made—that is fire—and fire 
in every line of endeavor 
in the year. A blow-torch is just as 
essential as any other tool used in the 
shop, on the farm, or around the home. 


A recent survey among different 
classes of blow-torch users revealed 


many uses to which this tool can be 
put. The use of mechanical equipment 
on the farm has opened a large, unde- 
veloped field. The farmer who bought 
his first torch for starting an engine 
now has found a variety of uses for it 

from soldering or thawing frozen 
water systems to disinfecting bee hives, 
and other purposes of a like nature. 


The householders who like to work 
with tools—and there are thousands 
of them—find the torch a handy thing 


have around the home. And in in- 
dustry and in the trades, the blow-torch 


serves a variety of uses—from heating 
soldering coppers to tempering small 
tools and brazing. All of which would 
indicate that the blow-torch is one of 
the most universally serviceable tools 
in use today. 

Think what this means from the 
standpoint of a widened market. Pre- 
viously regarded as an article of limited 
use, the blow-torch now stands out as 
a tool essential to the equipment of 
nearly every workman. 

A “GOLD MINE” OVERLOOKED 

The blow-torch, like many other items 
in the stock of the average dealer, is a 
gold mine which has been largely over- 


looked. Realizing this condition, what 
have the manufacturers done? The 
most progressive manufacturers, first 


of all, developed tools which could be 
sold at a price which would interest the 
casual user. Attention was then paid 
to making this tool attractive as well 
as useful, in line with present day mer- 
chandising. 

First, color was applied to the handle, 
and then to the protecting rim around 
the base. This was done with some 
trepidation, but the finished result was 
a revelation. At once the blow-torch 
secured a new lease of life, and the 
prosaic appearing tool took its 
place among the best looking items in 
the dealer’s stock. The dealer now is 
encouraged to place the blow-torch on 
the counter. The result of this will be 
greatly increased sales. 

But the blow-torch has not been im- 
proved in appearance alone. Realizing 
that the heart of the blow-torch is the 
control valve, a great deal of attention 
has been paid to perfecting this vital 
feature. Out of this has grown the 
needle constructed that no 
amount of pressure can enlarge the 
valve orifice. This same research led 
to the development of other important 
improvements vital to the efficiency of 
a torch. 

Along with the improvements in the 
appearance and the mechanical opera- 


once 


valve, so 











































































tion of the blow-torch, there is also de- 
veloping an improvement which has a 
far-reaching significance to the distrib- 
utor and his salesmen. Hand-in-hand 
with the government standardization 
work, progressive blow-torch manufac- 
turers have been studying carefully the 
necessity, or lack of necessity, for the 
many items which go to make up a rep- 
resentative blow-torch line. Undoubt- 
edly one of the points of greatest sales 
resistance on the part of the dealer 
was the fact that so many different 
torches had to be earried in stock. This 
is a situation which is being remedied, 
because investigations show that instead 
of the ten or twelve torches which were 
formerly regarded as absolutely nec- 
essary, three or four can take care of 
the work. This has been made possi- 
ble by embodying in the three or four 
the characteristics which were previ- 
ously built into the ten or twelve. 

If I were a distributor’s salesman, I 
would study closely the uses to which 
a blow-torch can be put, and then pre- 
pave a programme which would result 
in placing some with every one of my 
customers. 

Most of the developments in the blow- 
torch have been suggested at one time 
or another by the distributors who are 
in touch with the actual users. Now 
that these developments have been car- 
ried out, distributor’s salesman 
should make it his duty to see that the 
blow-torch receives the intelligent study 
and presentation which this handy tool 
aeserves. 


every 


Courtesy in Business 
Unfailing Politeness Creates Prosperity 
for the Company 

“The hard 
Ad-Vantage 


salesman is a 
competitor,” states The 
Press. “The salesman who has a po- 
lite way of presenting his product more 
readily gains the ear of the prospect, 
and he finds it easier to retain the lat- 
ter’s interest until he is ready to close 
the sale. Courtesy is a valuable side 


courteous 


partner of any man or woman who 
sells merchandise or service. 
“The courteous executive has cour- 


teous assistants, who reflect courtesy in 
their dealings with the firm’s custom- 
ers. He has many friends, and while 
he may never engage in actual selling 
of the company’s goods, still his uni- 
form politeness helps in many ways to 
make sales easier for the regular selling 
iorce. 

“It is a sound policy in business to 
meet rudeness with unfailing politeness. 
We feel better and we create prosper- 
ity for the house. The worst grouch 
may be a potential customer. Flippant 
even to stupid and impudent 
order. It may be 
hard to return courtesy for insult, yet 
the most people have been 
known to do that very thing. 

“Exacting 


answers, 


people, are out of 
successful 
customers appreciate an 


spirit. Little buyers 
are flattered by your attention and con- 


accommodating 
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sideration. Unusual courtesy makes a 
deep impression, so that minor com- 
plaints are withheld and the hard-to- 
please customer is more easily satisfied. 

“Cultivate courtesy in your speech 
and manner. Both are important. 
Whatever other assets you may have, 
you will be better off if you add cour- 
tesy.” 


Find Out For Yourself 
Don’t Rely Too Muchon a Tip You 
Can’t ‘‘Get to’’ a Buyer 

Don’t rely too confidently on dis- 
couraging tips you receive concerning 
prospective customers from salesmen 
in other lines. It is true that many 
a useful lead can be secured from other 
salesmen. It is also true, that many 
a time another salesman can give you 
a good line on the proper method of 
approaching a prospect whom you do 
not know, or with whom you have not 
been able to make progress. 

But beware of the tip that you can- 
not get “to first base” with so-and-so 
“because he just won’t listen to you,” 
etc. Chances are the salesman who 
gives you such a tip is not trying to 
hoodwink you or mislead you. He is 
speaking honestly—from his own ex- 
perience. But there may be some very 
good reason why he can’t put it over 
with the buyer, when you could. It 
may be his personality, it may be the 
house he represents, it may be the lines 
he sells, it may be some little incident 
he has completely forgotten that holds 
the bars up against him. On the other 
hand, you may find the prospect most 
agreeable. 

It pays to talk with salesmen in 
other lines, to gain their confidence and 
learn what they have to tell you, but 
when one of your friends informs you 
that to call on such and such a buyer 
is a waste of effort, just make up your 
mind you’re going to find out for your- 
self. Your friend may be 
right, but you should satisfy yourself 
that he is. 


salesman 


Concerning Hand Shaking 
Salesmen Should Allow Buyers to Make 
the First Advance 

It is well for the salesman of 
other line, to 
promiscuous hand shaker. 
enough politicians in the 
world to see that hand shaking is taken 
care of properly. 

This advice, or suggestion, is not 
given in the interest of health, as is 
the advice of some physicians against 
kissing. Nor does it apply when one 
meets a friend for whom he cares, or 
a buyer who shows a desire to shake 
hands, or when he is introduced formally 
to another person. In any of the latter 
cases, clasp the other’s hand as firmly 
as he yours. Do likewise with 
buyers whom you know well enough to 
offer your hand freely. 


mill 
supplies, or avoid 
being a 
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There are, however, some buyers who 
do not care for promiscuous hand- 
shaking. They are not particularly 
pleased to have the hand of every man 
who enters their office shot forward 
even before they have had opportunity 
to absorb his name and company con- 
nection. Sometimes they will delib- 
erately give him the cold shoulder 
and then, of course, he’s off on the 
wrong foot (unless he is thoroughly 
hard boiled), and his attempt to tell 
his story may be so ineffectual that 
he won’t sell a thing or even prepare 
the way for future sales. 

Why shouldn’t the salesman, when 
approaching a buyer, hand him his 
card or tell him his name and company 
connection, and wait for the buyer to 
otfer his hand, if he wishes so to do? 
Then if he does so, all well and good. It 
is his privilege to do as he chooses. 
The salesman is not supposed to cringe 
or feel inferior to the buyer. Never- 
theless, the purpose of his call is purely 
business. The buyer is his host—for 
business purposes. Let the salesman 
tell his business story fearlessly and 
stand his ground thoroughly—but not 
try to force on him the acceptance of 
personal friendship, which is the real 
significance of a handshake. 

This may sound like primer stuff, but 
it’s advice worth heeding. The writer 
saw one salesman turned down so flatly 
that if he had been that salesman he 
would have been so flustered he would 
not have known what to say. The 
salesman happened to be one of those 
hard-crusted individuals to whom the 
sale meant everything, and he made 
the sale, but not every man can be 
like that. The writer also knows one 
man who is approached frequently by 
salesmen, and who deliberately takes a 
piece of paper or some other material 
in his hand so he can avoid shaking 
hands with anyone unless he wishes 


so to do. 


Power of Suggestion 

There’s a lot to the power of sug- 
gestion. You go into one drug store 
and ask for a tube of shaving cream. 
The salesman gets it for you, takes 
yvour money and let’s you go. Next 
time perhaps you go into another store 
and order the same thing. 3ut this 
salesman inquires as to whether you 
need a face lotion, face powder, etc. 
It may be he suggests something you 
need and have forgotten. When a 
buyer gives an order to a mill supply 
salesman he may also forget some- 
thing. Salesmen can well suggest more 
things to him—and probably most of 
them do. When you’ve’ mentioned 
everything he might need, and if he 
doesn’t seem in a hurry, why not tell 
him about some new item you are 
selling or a specialty that might be 
valuable to him? Often, of course, it 
is well to do your specialty or 
product talking at the 
the conversation, 


new 
beginning of 
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Seller’s Attitude Toward Competition 


It’s Not Good Salesmanship to Condemn the Goods of Rival Houses, 
and ‘‘Competitor Mindedness’”’ Is Dangerous 


Almost every salesman has at times 
wished for an argument or a selling 
point that would knock a certain com- 
petitor cold. He has sought for some 
convincing reason why the customer 
should not buy that competitor’s line, 
and has wanted to get something on 
the other fellow. 

A good many years ago, in the days 
of the so-called bicycle craze, I was a 
youngster looking for ways to make 
money. Having some speed on the 
track, I induced the makers of Rambler 
bicycles to fit me out with a track out- 





fit, and took on the agency for the 
Gormully & Jeffrey line. Competition 
in selling was just as keen as it was 
on the race track, and I found it harder 
to meet. I knew what to do when I 
went up against fast riders, but I 
didn’t know what to do when I went up 
against fast talkers. 
ADVISED AGAINST “KNOCKING” 

I wrote to Gormully & Jeffrey and 
asked them to give me some pointers 
against my most aggressive competi- 
tor. I received a fine letter in reply. 
It stated that, while the competitor 
manufactured a very good bicycle, the 
Rambler had many advantages over it, 
as I had no doubt learned, and by pre- 
senting them in the most advantageous 
way I would doubtless be able to show 
people why they should buy Ramblers. 
It was gently suggested that picking 
the flaws in any other bicycle was not 
the way to promote the sale of the 
Ramblers. In fact, I was told that 
knocking competing machines was not 
good salesmanship, and the most they 
could sugg 
sibly that 
praise.” 


gest along that line was pos- 
I “damn them with faint 
That was my first knowledge 
of that useful line from Pope, but I 
caught the idea at once and then and 
there learned my lesson about knocking 
competitors and their products. Since 
then I have “damned” a good many 
people “with faint praise’ and have 
found it almost as satisfactory as 
“damning” them without any praise, 
but I very seldom slip enough to tell a 
prospect that a competing line is no 
good. 

It is natural that competitive selling 
shall be in some degree on a compara- 
tive basis. The buyer is bound to com- 
pare our proposition with that of com- 
petitors. When we tind him doing that, 
it is not easy to refrain from pointing 
out the weakness of the other line or 
product. The most common form. of 
comparative competition is that based 
on price. Given a prospective buyer 
considering a certain product, the most 
natural thing is for him to compare my 


FRANK FARRINGTON 


price with that of some other salesman. 
If my price is higher, he is going to 
comment upon it, perhaps sharply and 
unfavorably. 
NO PRICE COMPARISON HERE 

An interesting attitude toward price 
competition is that of a distributor 
quoted some time ago in this maga- 
zine. Said this distributor: “This com- 
pany gets around the price problem by 
stocking a line of wire rope that sells 
at a price 30 percent higher than the 
average for wire rope in the territory. 
Sounds odd, combating low prices with 
high prices, but it works for this com- 
pany.” It is not, of course, that a 
buyer is led to pay the higher price for 


Don'T WATCH THe OTHER 
GUY- KEEP BUZZIN’ ON 
YOUR OWN BUSINESS 





a quality no better, but the competi- 
tion of the low price is met by placing 
the proposition on a higher quality 
level. The low priced product is elim- 
inated by bringing forward a_ higher 
quality product that must admittedly 
be better, and by proving that the bet- 
ter article is worth more than the dif- 
ference in cost. 

If vour price is enough higher than 
that of a competitor, the buyer is not 
likely to question whether the quality 
is higher. He knows it must be or you 
never could develop any market for 
the product. It becomes a question of 
how much better, whether enough bet- 
ter to be worth the extra money. In 
that case your problem is simplified. 
There is no argument about price, for 
you admit your price is considerably 
higher. There is no argument over the 
question of your quality being better. 
The only question is, how much better 
is your product? That is a question 
you can answer with evidence and 
probably with testimonials. You can 
present proofs of comparative results 
secured by users of your product and 
of cheaper products. When a buyer is 
comparing in his mind your product 
with that of another house, if you can 


give him the results secured by some 
reliable user who has used both prod- 
ucts, you can convince him of your ad- 
vantage. 

I think in many instances the sales- 
man is thinking more about his com- 
petitors than is his customer. Some 
salesmen seem to be somewhat ‘“com- 
petitor-minded.” They go around won- 
dering what other salesman is just 
ahead of them and what kind of a prop- 
osition he has offered. While they are 
talking with a buyer they are assum- 
ing that he is contrasting their product 
to that of some competitor, and are 
afraid it is to their disadvantage. As 
a matter of fact, the buyer may not 
have a competing proposition in mind 
at all, or he may be giving it very 
little thought. The salesman who has 
his competitors too much in mind will 
talk too much about them, for we can 
scarcely avoid mentioning a_ subject 
that is uppermost in our minds. 

Every time we bring up a competing 
house or a competing line we take the 
chance of reminding the buyer of 
something he may have forgotten. 
Leave it to the other fellow to do his 
own boosting and get buyers to think- 
ing about him. Don’t help him along 
with any free publicity, even of the 
“faint praise” kind. Discuss him only 
when the buyer brings up the subject 
and makes it necessary for you to say 
something. 

If the advertising being done nowa- 
days by various industries, as groups, 
is to be effective, the public must be 
encouraged to feel all the companies 
concerned are good companies. We 
see the florists advertising as an asso- 
ciation and are impressed with the 
thought that the florist who is a mem- 
ber of the association must be a good 
florist. What will happen when one of 
these member florists begins to knock 
another and competing member in our 
presence? The prestige of the asso- 
ciation will suffer along with that of 
the knocker and the one knocked. 

MUST MAINTAIN PRESTIGE 

Similarly, if a mill supply associa- 
tion is to maintain prestige in the 
trade, it will not be through those men 
who allow themselves to knock other 
member companies. When the buyers 
of machinery and mill supplies think of 
the association, they think of it as a 
banding together of the men in the 
business to better their own interests 
and to better conditions generally in 
the field. So long as those buyers be- 
lieve in the integrity and honesty of 
the members, they will look upon the 
association as a good thing for busi- 
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ness. They will feel such an aggrega- 
tion of men of common interest must 
result in good for all. But what is 
going to happen when a buyer hears a 
salesman intimate that so-and-so of the 
association membership is not as good 
as he should be, and that his methods 
are not above criticism? The reputa- 
tion of the entire trade will suffer. 

If there is to be a good impression 
made upon the buying field by any as- 
sociation, the membership must be high 
class and every member firm and its 
representatives on the road must seek 
to maintain the general faith in the 
members as a whole. Unless the mem- 
bership can and will stand by one an- 
other, the association must work at a 
disadvantage. Unless there is an “all 
for one and one for all” spirit, better 
that there be no attempt at organiza- 
tion. 

It is often, perhaps usually, mere 
thoughtlessness that causes a salesman 
to say things derogatory to a competi- 
tor. There is, however, no excuse for 
thoughtlessness. It may explain, but 
it does not excuse. The hearer knows 
nothing of the reason behind the re- 
marks, nor of the lack of any reason. 
He takes the statements at their face 


Business from “Nowhere” 


value, or he rejects them. If he ac- 
cepts them, the trade as a whole suf- 
fers. If he rejects them, the trade as 
a whole suffers. In either case one 
house—the house represented by the 
speaker, or a competing house—loses 
some of its standing. In all probability 
they both suffer, since the “knock” re- 
ceives some credence and the speaker 
receives some blame for knocking. 

In most instances where a salesman 
thinks of knocking a competitor, his 
chief concern is whether he can get 
away with it, whether what he says 
will be believed and have the kind of 
influence he wants it to have. He 
rarely thinks so far as to wonder what 
his hearer is going to think of the fact 
that he knocks, and not merely of what 
he says. 

He probably does not believe the 
modern adage that “Every knock is a 
boost,” and perhaps in the strictest 
sense that statement is not true. The 
thing said derogatory to a competitor 
may not turn out to be a boost for that 
competitor, not in a direct way. But it 
may and probably will turn out to be 
a help to that competitor in an indi- 
rect way because it will react to the 
disadvantage of the knocker. 


Old John Rosey Proves It’s Advisable to Call on 
Apparently Insignificant Little Plants 


When John Rosey started out with 
one of the younger city salesmen one 
morning, the latter thought little of it, 
for the sales supervisor of the Milner 
Supply Co., frequently made the 
“rounds” with members of the force. 
The young man didn’t realize old John 
thought there must be something 
wrong with his work because the sales 
he turned in were not what John felt 
they should be. 

This salesman covered the western 
industrial district. At the first stop— 
the plant of one of the company’s reg- 
ular customers—he secured a satisfac- 
tory order and conducted himself in a 
way entirely pleasing to old John. 
When they swung away from the curb 
in the company’s coupe, John spoke. 

“Where to now?” he asked. 

“Over to Riley’s,” replied the young 
man. “I think they’re about due for 
a good sized order.” 

The coupe rolled along for two or 
three blocks, but as they crossed the 
next street, old John saw ahead the 
sign of what was apparently a small 
manufacturing plant. But the young 
man apparently didn’t see it at all. 
His eyes were straight ahead, and he 
seemed to have no thought for any- 
thing but getting to Riley’s. In the 
following block they passed two more 
small plants, but the young man’s eyes 
were still “straight ahead.” 


Presently they arrived at Riley’s, 
went in, and, as the young man had 
predicted, secured a_ sizable order. 
Again the salesman’s conduct was 
thoroughly satisfying. 

When they were in the car again, 
John spoke again. 

“Where to now, Jack?” he asked. 

“Just a block or two, over to Samson 
& Hutchins,” said the young fellow. 

“Just a minute before we start,” said 
John. “Did you notice the three little 
factories we passed a ways back?” 

“No, I didn’t,” answered Jack. “There 
are a lot of those dinky plants out this 
way, but they’re so small they’re not 
worth fooling with.” 

“Well, I don’t know,” said John. 
“They all looked pretty good to me, 
and you know there’s an old saying 
that goes, ‘Giant oaks from little 
acorns grow,’ or something like that. 
What do you say that we go back and 
call on them?” 

The young fellow looked at his com- 
panion with an expression that seemed 
to say, “Oh, why waste time that way, 
when there’s so much big stuff ahead?” 
but something about old John’s manner 
stopped him from actually saying any- 
thing. 

HIS EYES WERE OPENED 

He whirled the car around, and, un- 
der John’s direction, drove back to one 
of the small plants. John did the 
talking. Before he was through, he 
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had secured a substantial order. At the 
second plant, the proprietor said he 
had all the supplies he needed at the 
present time, but showed a decided in- 
terest in a new grinder carried by the 
Milner Supply Co., and asked John to 
come back again in a week or two. He 
might be in a position to purchase one 
then. He was glad the representatives 
of the Milner company had called for 
he had heard a lot about the company, 
and didn’t know but what he might be 
able to give them considerable business 
later on. 

It was at the third plant, however, 
that the young salesman had his great- 
est surprise. 

“We’re from the Milner Supply Co.,” 
said old John as they entered the office. 

“Glad to see you,” said the manager 
of the plant. “I’ve heard a lot of good 
about you fellows. Have a seat.” 

“We noticed you had a very attrac- 
tive little plant as we drove by, so we 
thought we’d drop in and meet you and 
see if we couldn’t serve you,” continued 
John after Jack and he had taken the 
proffered chairs. ‘We carry a fine line 
of goods, and thoroughly satisfying 
service is our motto.” 

“T wouldn’t be surprised if you could 
serve us later on, but we’re not in the 
market for anything just now,” replied 
the manager. “The truth of the matter 
is that we’ve been growing pretty fast, 
and we’re about ready to occupy a fine 
new plant farther west, a plant that 
is four times the size of this one. We’re 
going to branch out, too, adding three 
or four new lines. We’ve got most all 
the equipment we’ll need to start out 
with, but there are some other items 
we will have to have. Come out again 
Saturday, will you?” 

When they got into the car this time, 
old John didn’t ask the young salesman 
where he was going next. 

“Drive out on one of the boulevards 
and then through a couple of parks,” 
he said. “I want to talk with you.” 

Once out of the heavy traffic, John 
began speaking. 

“Jack, the reason I came out with 
you this morning was that your sales 
have not been satisfactory,” he said. 

The young man turned in surprise 
and started as if to speak, but John 
held up his hand. 

“Now, I know you've been bringing 
in a lot of 


orders,” he continued. “In 


fact, I know there has been a steady 
increase in your sales. I know you 
know how to sell, for I watched you 


carefully at 
visited this 


the two big factories we 
morning. 3ut, Jack, your 
gain in sales hasn’t been as great as 
it should be. This district out here is 
growing, and our sales aren’t keeping 
pace with it. 


HIS FAULT WAS PLAIN 


what 
been 


“T can see plainly 


You’ve 


your fault 


has been. passing up 


what appeared to be insignificant 
plants because you haven’t thought 
them worth while. Yet you see what 


happened when we called on three of 
them. At the first we secured a fine 
order. At the second we made the 
equivalent of a sale, for you know that 
man is thoroughly sold on the grinder, 
and all he wants to do is to get the 
okeh of 
ization. 

“Now, as to the third plant. They 
have been small, but they’re small no 
longer. They have grown into a big 


somebody else in the organ- 





Be Sure to 


Touch 


Every “Base” 


and 
Had you 


outfit right under your very eyes, 
you have had no idea of it. 
been on the job we might have sold 
a whole lot of initial equipment for 
their new plant. Furthermore, if we 
had been selling them and giving them 
satisfactory service when they were 
small, they’d probably stick right with 
us now they’ve grown up. As it is, 
we’re likely to land them as a steady 
customer if you keep right after them, 
but our reputation has helped a lot in 
bringing about that condition.” 

The young fellow was plainly broken 
up. 

“Now, don’t be down-hearted,” said 
John, his customary kindliness in evi- 
dence. “I’m not on this job to make 
things hard for salesmen. I’m here to 
show them the light, where I can. You 
know how to sell. I saw that clearly 
this morning. Your only fault has been 
that you have been hitting only the 
high spots. 

“Now,” he continued, as he looked 
at his watch, “I was planning to take 
this afternoon off, as I’ve been doing 
a lot of night work lately and I need 
a little relaxation. I’m going to the 
ball game. You like baseball, I know, 
so head the old boat over to a restau- 
rant and then to the ball park. This 
is on me.” 


Study Sales Literature 

Make it a point to be familiar with 
all the literature your house 
sends out. If your territory is away 
from the city in which your company 
is located, see to it that you are mailed 
copies of it. Familiarity with your 
company’s publicity enables you to tie 
in your sales efforts with the house’s 
advertising. Your “follow up” on a 
piece of sales literature may mean an 
order. Lack of knowledge of what 
your company is sending out might be 
rather embarrassing, too. 
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Salesmen 
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Crescent Bel t 


[ asteners 





Because— 
They 


mean better belt service. 


Better 
belt service means more 
business. 


More 


business means more profit. 


You put money 
in your pocket when you 
recommend — 


CRESCENT 
BELT FASTENERS 


If you haven't read 
“The High Cost of 
Indifference” send 
for a copy 






CRESCENT BELT 
FASTENER CO. 


247 PARK AVENUE, NEW YORK,N. Y. 
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ESTABLISHED 1874 CLEVELAND, OHIO 





Specialists for more than fifty years in the 
manufacture of all kinds of brushes for the 


industrial trade. 
Bo WY 


WIRE 
BUFFING BRUSHES 





This is one of our lines 
of Wire Wheel Brushes. 
This type is made from 
4 to 8inchin diameter 
and for economical and 
efficient service is with- 
out equal for use on 
flexible shaft and port- 
able buffingequipment. 
Perfect satisfaction is 





GLASS BODY OILERS 


| 
| 
| Oil Gauges 
Grease & Oil Cups 
Lubricators 
Air & Drain Cocks 
.. Brass Pipe Fittings 
Cylinder Cocks 


Water Gauges 






guaranteed. GENERAL BRASS COMPANY 
We invite your inquiries and are eager to demonstrate just what 
HEROLD SERVICE means in satisfying your requirements for Successor to 


brushes of all kinds. 


The McRae & Roberts Co. 


Michigan Lubricator Company 
THE HEROLD BROTHERS CO. Standard-Peninsular Brass Works 


ESTABLISHED 1874 


100-146 South Campbell Avenue 


1104 West 9’ St. Cleveland, O. DETROIT, MICHIGAN 












































‘“SUPERIOR’’ 
Cap Screws and Bolts 
for 





it Wate Quality and Service 

, . Stove Bolts 
& Bolt 
Plow Bolts Specials Stove Rods 
Step Bolts Everyone can DEPEND on “‘Superior’’ products. — Sink Bolts 


Lag Screws 


Ask those who use them. 


Tire Bolts 


The Superior Screw and Bolt Mfg. Co. 


Cleveland, Ohio 


New York—-290 Hudson St. (also export office) 
Chicago—707 W. Van Buren St. 


Newark, N. J.—-15 Kirk Place 


St. Louis, Mo.—318 Planters Bldg. 

Detroit, Mich.-—3-216 General Motors Bldg. 
WAREHOUSES 

Chicago—-707 W. Van Buren St. 
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Charles Kk. Allinger, 


leave on August 18th on the 


Ixth from Hamburg on the 
Resolute. 

John L. Good was recently 
to general superintendent of 


Lead Co., Chicago. He has 


came a vice-president of the 


T. H. Seaffe has been 


United States Electrical Tool 


number of years. 


George J. Lynch, og ntl 
district manager in the New 


Company, New York, was 


at 1921 Washington avenue. 


The Manhattan Rubber Mfg. 
saic, N. J., has resigned and 
succeeded by David Newhall. 


4 intendent for the last five 
the Merco Nordstrom Valve 


experience includes service 


Aircraft Co. and the Weston 
Instrument Co. 
George Puchta, president 


grandchildren, Frances and 
Knight, of Falmouth, Mass., 
lith for a trip through the 


ark, Grand Canyon, Salt 





secretary- 
treasurer of The Chas. A. Strelinger 
Co., Detroit, with Mrs. Allinger, 
Ile-de-France for a month’s trip abroad, 
which will include visits to Paris, 
delberg. Zurich, Munich, Dresden, 
lin and Cologne, returning September 


boro, Ill., plant of The Eagle-Picher 


sistant plant superintendent 
Ralph M. Roosevelt, who recently 


and manager of the New York 
Mr. Good has been in the employ 
The Eagle-Picher Lead Co. since 


manager of the Detroit office 


cinnati. He has been affiliated with the 
Detroit office of this company 


fice of the Chicago Pneumatic 


made district sales manager 
Louis, and will have his headquarters 


John S. Latta, for many years 
ager of the Philadelphia branch 


J. W. Cliff, who has been shop super- 


Francisco, has been appointed produc- 
tion manager of the MacGregor 
Co., St. Louis. His past engineering 


Power Accounting Co., the Hyatt Rol- 
ler Bearing Co., the Wright-Martin 


Queen City Supply Co., Cincinnati, and 
Mrs. Puchta, accompanied by their two 


which they will visit Yellow 


Colorado Springs, Denver, Kansas City 
and St. Louis. Mr. Puchta will return 
to Cincinnati from St. Louis, ivi 





there Friday, August 38rd, but Mrs. 
Puchta and their two grandchildren 
will go to Falmouth, Mass., where they 


will be joined by Mrs. Lawrence G. 
Puchta and her two children. 

J. R. Lovejoy, George F. Morrison 
and B. G. Tremaine, directors and 
prominent in the management of the 
General Electric Co., Schenectady, N. 
Y., were elected honorary vice-presi- 
dents of the company, at a recent meet- 
ing of the board. 

James D. Elliott, until recently presi- 
dent of the Joseph H. Young Co., Bos- 
ton, has been elected president and 
general manager of the Johnson-Wash- 
burn Co., also of Boston. 

A. J. Forschner, for some time sales 
manager in charge of the sand, gravel 
and stone department of the R. H. 
Beaumont Co., Philadelphia, has been 
elected vice-president of the Atlas Con- 
veyor Co., Inc., Philadelphia. 

L. W. Tilden, formerly — identified 
with the Capital Brass Works, is now 
representing the Central Foundry C 
New York, in Ohio, Indiana and Mich- 
igan. 

Francis A. Emmons, sales and ad- 
vertising manager for the Foote Bros. 
Gear & Machine Co., Chicago, was 
elected president of the Engineering 
Advertisers Association, at its annual 
meeting. 

J. J. Hurley was recently made dis- 
trict sales manager for the state of 
Michigan by The Imperial Brass Mfg. 
Co., Chicago. Prior to joining the Im- 
perial company, Mr. Hurley was with 
the Sloan Valve Co., and for a number 
of years with the Ideal Tank & Supply 
Co. His headquarters will be at room 
104 Architects building, Detroit. 

Fred Johnson, heretofore in charge 
of the St. Louis sales office of The 
Wagner Electric Corporation, is now 
manager of the Los Angeles branch 
office. This transfer brings to a close 
twenty-one years of service as district 
manager of the St. Louis territory. 
Alex L. Miltenberger, formerly Pacific 
Coast manager, with headquarters in 
San Francisco, has been transferred to 
the St. Louis office. 

Alfred D. Guion, who resigned as 
publicity manager for the Bridgeport 
Brass Company early this year to form 
the Alfred D. Guion and Company, ad- 
vertising agency, announces the merger 
of the Rowland Advertising Agency 
with his company, making the Alfred 
D. Guion and Company the only ad- 
vertising agency in Bridgeport. With 
the previous acquisition of the Morgan 


Service, which specializes in direct mail 
and multigraph letter work, an all 
round advertising service is now avail- 
able for the Bridgeport industries and 
retail establishments. Royal C. Row- 
land, who conducted | the towland 
agency, will continue to serve his ac- 
counts personally, but with greater 
facilities at his disposal. 

Walter H. Wiewel, who has been 
New York district sales manager for 
the past three years for the Standard 
Seamless Tube Co., Pittsburgh, has 
been appointed New York district 
manager of steel sales for the Timken 
Roller Bearing Co., Canton, Ohio, with 
headquarters at 16 West Sixtieth 
street. His previous experience in the 
steel business includes four years in 
the Cleveland office of the Cambria 
Steel Co., Johnstown, Pa., and eleven 
years with the United Alloy Steel Cor- 
poration, Canton. 

H. M. Corley was recently made 
buyer of sporting goods and general 
hardware by the Peden Iron & Steel 
Co., Houston, Tex. Mr. Corley has 
heen associated with the Peden com- 
pany for three years as assistant sport- 
ing goods manager. 

P. W. Klinger, of The Klinger-Dills 
Company, Dayton, Ohio, and Mrs. 
Klinger, are spending the summer in 
Europe and expect to return some time 
in the fall. 

John S. Sammons, for the last two 
and a half years sales manager of the 
Beardsley & Piper Co., Chicago, has 
been appointed general manager of the 
American Foundry Equipment Co., 
Mishawaka, Ind. 

E. N. Mattson was recently ap- 
pointed sales manager in the Chicago 
office of the American Cast Iron Pipe 
Co., Birmingham, succeeding D. W. 
Wallace, who has taken charge of the 
Minneapolis office of that company. 

H. E. Henry. formerly vice-presi- 
dent of the Commercial Tool Co., 
Cleveland, has resigned and is now rep- 
resenting the Ex-Cell-O Tool & Manu- 
facturing Coe., Inc., Detroit, in 
Cleveland. He is also in charge of 
sales for the Active Machine & Tool 
Co., Cleveland. 

C. H. Foster, who for more than 
twenty years has been general man- 
ager of the Tolhurst Machine Works, 
Troy, N. Y., has resigned his position, 
and has been succeeded by i i 
Bryson, who has been chief engineer of 
the plant for fifteen years, in which 
capacity he has designed many types 
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§ What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 

{ Wire them—’phone them—they’ll go off our ware- 
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Sold on 10 Days’ Trial 








injure the delicate working parts. 
by using rags, a broom or a duster. 


The ‘‘Marvel’’ Portable Blower 


forces DRY air into every nook and corner. 
Dust and dirt cannot acc 
use “‘The Marvel.”’ It will keep your cus- 
tomers’ machinery free from dust. Manu- 
facturers immediately recognize the value 
of this equipment. It is easy to sell for we 
will ship a ‘‘Marvel”’ 
10 days’ Free Trial. 
it. The machine sells 
stock to carry. 


You can’t remove this dust efficiently 





umulate if you 


Portable Blower on 
i demonstrate 
You have no 


Simply 
itself. 


Write at Once for Discount 


This isa SELLING proposition, NOT an 
ORDER taking one. YOU won’t get the 
business UNLESS YOUR salesmen put 
this 10 DAY TRIAL 
plant superintendent. 


offer up to the 


ELECTRIC BLOWER CO. 


352 Atlantic Avenue 
Mass., U.S.A 


Fastest selling portable blower 
on the market. 
light socket. Cuts motor troubles 
and the Fire Hazar 


Operates from 


Boston 9 


No Stock to Carry—-Liberal Dealers’ Discount 
c ~38 ‘ as Every In- 
: ; dustrial 
/ in Plant Isa 
—— - Good Pros- 
— fee pect for 
i : } This Port- 
a able Blower 
OVER 4000 IN USE 
Think of the manufacturing plants you are calling on regularly that have 
motors, generators, switchboards, wood-working machinery, looms, knit 
ting machines, and other equipment where dirt, dust and lint quickly 
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WHEELBARROWS 


YOUR CUSTOMER WILL 
SEE THE DIFFERENCE 


It takes a man who uses wheelbarrows in his 
business to see and appreciate the exclusive and 
advantageous features of this Bull Frog No. 42. 
From the shaped handles to the angle iron wheel 
guard loop, this Bull Frog Barrow outpoints any- 
thing else ever designed for easy, rapid, economical 
wheelbarrow operation. And that means less labor 
cost on any job. Are you familiar with this and 
other specialized Bull Frog barrows, carts and 
scrapers for construction, mill, mine and factory 


use? Write for catalog and informative data. 


THE TOLEDO WHEELBARROW COMPANY 
Toledo, Ohio 
Branch Office and Warehouse 
Chicago 
69 E. Wacker Drive 
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of centrifugal machines manufactured 
by the Tolhurst company. 

Raymond O. Abbott, who for three 
years has been secretary and treasurer 
of The National Pipe Bending Co., New 
Haven, Conn., was elected president 
and treasurer, succeeding the late H. 
S. Brown. Wade G. Marks, sales pro- 
motion manager, was elected secretary. 

L. L. Wright was recently placed in 
charge of the Detroit territory for the 
Sloan Valve Chicago, and will 
maintain headquarters at 406 Archi- 
tects’ building in that city. Mr. Wright 
has been with the Sloan company for 
a number of years. 

R. W. Hoyt, formerly with Alfred 
Gardner & Co., has recently joined the 
sales organization of Foote Bros. Gear 
& Machine Co., Chicago. 


Co., 


R. B. Randall, formerly Chicago 
manager of the G. H. Williams Co., 
Erie, Pa., is now Pacific Coast man- 


ager for the Link-Belt Company, Chi- 
cago, with headquarters at San Fran- 
cisco. 

W. Roach, who for the 
years has been manager of the sales 
promotion department of the Buffalo 
branch of the American Brass Co., 
New York City, has joined the Mueller 
Brass Co., Port Huron, Mich, as as- 
sistant sales manager of the mill prod- 
ucts division. 

F. E. Vigor has been appointed as- 
sistant works manager of the Ashland, 
Ky., division of the American Rolling 
Mill Co., Middletown, Ohio. He has been 
with the company 


past four 


for eighteen years, 
and for the past several years has been 
assistant traffic manager. 

Oscar Mann has 
representative of 


been appointed a 
The Belknap Mfg. 
Co., Bridgeport, Conn., and will cover 
New Jersey south of Trenton, all of 
Delaware and Maryland, the District 
of Columbia, and Pennsylvania east of 
Altoona. His headquarters will be at 
the Claridge Hotel, Philadelphia. 

A. Kops, formerly a_ representative 
of Thos. Maddock’s Sons Co., Trenton, 
N. J., is now with the Abingdon Sani- 
tary Mfg. Co., Abingdon, IIl., as special 
representative in the central west ter- 
ritory. His 


headquarters are in St. 


Louis. 
George W. Roberts, formerly asso- 
ciated with the Walworth Ohio Com- 


Cleveland, has 
eastern manager 


pany, been appointed 
of the Direct Control 
Valve Company, with headquarters at 
the eastern district 
tects building, 101 
York. 

John D. Tinsman, formerly superin- 
tendent of maintenance at Steubenville, 
Ohio, for Wheeling Steel Corporation, 
has been appointed to a similar posi- 
tion with the Republic Iron & Steel 
Co., serving in the Youngstown dis- 
trict, excluding the Trumbull works. 

C. E. Lex, Jr., has joined the staff of 
the Cincinnati Shaper Co., Cincinnati, 
as sales engineer. 

John W. Taylor, until recently with 
the experimental department of the 
Ferro Machine & Foundry Co., Cleve- 
with The 


sales office, Archi- 
Park avenue, New 


land, has become associated 
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Hercules Corporation, Evansville, Ind. 

Ludwig Kemper has been elected 
president of the Cincinnati Ball Crank 
Cincinnati, succeeding Clifford 
Green, who has been made chairman of 
the board. 

John J. Loughran has resigned as 
chief engineer of the Adriance Machine 
Works, Brooklyn, to become chief en- 
gineer at the Pottstown, Pa., plant of 
the Doehler Die Castings Co. 

Avery C. Adams, formerly assistant 
general sales manager for the Trum- 
bull Steel Co., Warren, Ohio, and more 
recently associated with the Republic 
Iron & Steel Co., has been appointed 
assistant to the president of the Gen- 


0%, 








eral Fireproofing Co., Youngstown. 
Field Notes 
David Lupton’s Sons Co., Philadel- 


phia, steel sash manufacturer, has con- 
tracted with the Clearing industrial 
district to immediately erect the first 


unit of its new Chicago manufactur- 
ing plant and warehouse. The plans 


call for the development of a Lup- 
ton plant in Chicago, covering approx- 
imately six and a= half acres. at 
Clearing. The first unit, already au- 
thorized, will be 500 feet long and 150 
feet wide, located on a tract of 93,881 
square feet. Additional land required 
for the ultimate expansion to a plant 
1,000 feet long and 300 feet 
provided for. The entire six 
half acres are served by Belt Railway 
switchtracks. This expansion of manu- 
facturing*and warehouse facilities has 
become 


wide is 
and a 


necessary on account of in- 
creased business. 

James B. Clow & Chicago, 
have just purchased a controlling in- 
terest in the National Cast Iron Pipe 
Co., Birmingham, Ala. E. E. Linthi- 
cum will remain as president of the 
latter company and a board of directors 
will be elected to include 


Sons, 


Clow com- 
pany interests. The National com- 
pany was incorporated in 1912 and 


will continue to operate under its pres- 
ent name, with no change in policy. 

Naylor Spiral Pipe Co., Chicago, has 
changed its name to Naylor Pipe Co. 
The company recently completed a new 
plant which has doubled its capacity. 
No change in management or 
will be made. 

Arnold Nipple Co., Lincoln 
avenue, Chicago, manufacturer of pipe 
and fittings, has purchased the build- 
ing and ground formerly occupied by 
the Elsmere Mfg. Co., 2251 Knox ave- 
nue, Chicago. The building, which 
was damaged by fire some time ago, 


officers 


2850 


will be remodeled and fitted for oc- 
cupancy by the new owner on about 
September Ist. About 10,000 square 


feet of floor space will be provided. 
Van Dorn Electric Tool Co., Cleve- 
land, announces that its sales branches 
in Los Angeles, San Francisco and 
Seattle, and its service branches in Los 
Angeles, Oakland and Seattle have 
been supplemented by the _ establish- 


ment of a complete warehousing and. 
service depot at 525 East 10th street, 
Oakland, Calif. A complete line of 
Van Dorn and Van Norman products 
will be carried in the Oakland 
house, and all Pacific Coast shipments 
will be made from that point. The 
sales departments will be operated 
separately. 

The Henry G. Thompson & Son Co., 
New Haven, Conn., manufacturer of 
metal cutting saws and saw machines, 
has made arrangement with the Bay 
State Saw & Tool Mfg. Co., Winchester, 


ware- 


Mass., by which it will manufacture 
the Bay State line of hack saws. Bay 
State plant will be removed to New 


Haven, and E. T. 
as president. 

At the recent annual meeting of the 
American Society for Steel Treating, 
held at the plant of the Edward G. 
Budd Mfg. Co., Dr. R. H. Patch, assist- 
ant to the president of E. F. Houghton 
& Co., Philadelphia, was elected chair- 
man of the Philadelphia chapter. H. E. 
Allen, metallurgist, Henry Disston & 
Sons Co., Inc., was named vice-chair- 
man, and Arthur W. F. Green, sales 


3ailey will continue 


metallurgist, John Illingworth Steel 
Co., secretary-treasurer. The follow- 


ing executive committee was also ap- 
pointed: Norman C. Einwechter, presi- 
dent, Einwechter & Wyeth, for two 
years; Dr. H. C. Boynton, metallurgist, 
John A. Roebling’s Sons Co., Trenton, 
N. J., for two years; C. C. Willitts, 
district manager, Central Alloy 
Steel Corporation, for one year; M. M. 
Kennedy, metallurgist, Philadelphia 
Navy Yard, for one year, and J. R. 
Adams, superintendent of research and 
special problems for Midvale Co., for 
two years. 

The Keystone Hardware Specialties 
Co. was recently incorporated and is 
located at 37 Erie street, Milwaukee, 
Wis. This new company will manufac- 
ture and sell both wholesale and _ re- 
tail hardware specialties and cutlery. 
Edgar Fuchs, Frank Hirshberg and L. 
A. Klais were the incorpovators. 

Erskine-Healy, Inc., Rochester, N. Y., 
distributor of mill supplies, has moved 
from 116 to 420 St. Paul street. 

Leather Belting Club of Chicago is 
staging a series of four golf tourna- 
ments, tentatively scheduled for July 
27th, August 17th, September 7th and 
September 28th. Play is on country 
club courses near Chicago. The Clip- 
per Belt Lacer Company has donated a 
cup. To qualify it is necessary to play 
at least three of the scheduled games. 
The three low net men for the season 
will play off for this cup, the best three 
out of four scores for each entrant be- 
ing counted in determining the finalists. 

Manning, Maxwell & Moore, Ine., 
New York, has bought the American 
Schaetfer & Budenberg Corp., Brook- 
lyn, N. Y., and Worcester, Mass., from 
Ralph Jonas and associates. The busi- 


sales 


ness of the newly acquired company 
will be co-ordinated with that of the 
Consolidated Asheroft Hancock Co., 


Inec., manufacturer of valves, indicating 
and recording instruments, owned by 
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WRITE FOR 
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Western Rawhide &Belting(o. 
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SWARTWOUT 


CAST IRON 


STRAINER 


Baffled to save the cage 


Bucket Type Steam Trap 
Steam Separators 

Return Liftingand Vacuum Trap 
Steam Separators— Receiver Type 
Low Pressure Float Trap 

Air Separator 


Cast Tron Exhaust Head 


THE SWARTWOUT COMPANY 
General Offices: 18523 Euclid Avenue, Cleveland 


Factories: Cleveland and Orrville, Ohio 




















CRESCENT WOOD WORKING 
MACHINES 


are efficient, practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 


THE CRESCENT MACHINE CoO. 


96 Columbia Street Leetonia, Ohio 








THE COLUMBUS 
ANVIL & FORGING CO. 





“Arm & Hammer” 


Genuine Forged Anvil 
Crucible Steel Face 
Prompt Shipments Made From Stock 


Main Office and Plant, 115-129 Frankfort Street 
Columbus, Ohio, U. S. A. 


General Forgings of Wrought Iron and Steel 
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Manning, Maxwell & Moore, Inc. Op- 
cration of the Brooklyn and Worcester 
plants will be taken over at once. 

Following the recent acquisition of 
Davis Boring Tool Co., Spring and For- 
est Park avenues, St. Louis, the Larkin 
Packer Co., 6200 Maple avenue, manu- 
facturer of oil well equipment and sup- 
plies, has begun erection of a one-story 
addition, which will be used largely for 
a machine shop. 

The Fafnir Bearing Company, New 
Britain, Conn., has contracted for the 
erection of a new 120x160 ft. addition 
to an existing six-story wing. The 
new building will house a vastly im- 
proved hardening department, new 
equipment being made possible by the 
increased space, and on the other hand 
will enlarge the working capacity of 
several departments and enable them 
to handle a larger volume of business 
more adequately. Plans are at present 
under way for the construction of still 
another six-story building, and actual 
work will begin in the near future. 

Massillon Rivet & Mfg. Co., Massillon, 
Ohio, has been formed to succeed the 
Canton Bolt Co., Canton, and the plant 
of the latter has been moved to Mas- 
sillon, where the facilities for the man- 
ufacture of small rivets has been in- 
creased. 

The business of the George B. Bald- 
win Co., wholesaler of plumbing and 
heating supplies, at 5753 Ogden ave- 
nue, Cicero, Ill., has been purchased by 
Crane Co. John Rosen, who has been 
at Crane Co.’s city sales office at 156 
North Jefferson street, Chicago, will 
manage the new branch. 

D. H. P. Mfg. Co., Inc., Johnstown, 
N. Y., has been formed with a capital 
stock of $50,000 to manufacture water 
strainers, filters and kindred products, 
and early operation of plant is contem- 
plated. 

The Society for the Promotion of 
Engineering Education while in session 
June 28th at Chapel Hill, N. C., made 
the first award of the Lamme_ gold 
medal for “advancement of the art of 
technical training,” to Dr. George Fill- 
more Swain, professor of civil engineer- 
ing of Harvard university, which car- 
ries out a provision in the will of the 
late Benjamin G. Lamme, for many 
years chief engineer of the Westing- 
house Electric & Mfg. Co. 

The National Hardware Association 
and the American Hardware Manufac- 
turers Association will hold their an- 
nual conventions October 14th to 18th, 
in Atlantic City, with headquarters at 
the Marlborough-Blenheim Hotel. 

The Klinger-Dills Company, 129 
North Jefferson street, Dayton, Ohio, 
has acquired a warehouse directly in 
the rear of its present building, which 
adds 5000 square feet of floor space. 
This warehouse will be used mostly for 
storing large tools and machinery, such 
as machine bolts, transmission material, 
steel pulleys, ete. 

The Pacific Coast Steel Co., accord- 
ing to report, will proceed at once with 
the erection of a bolt and nut plant 
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to cost $690,000, in South San Fran- 
cisco, adjacent to the present plant. 
The plant will be 100x450 feet, three 
stories, and will include a machine shop 
and an electric tool heating depart- 
ment. John Stratter, formerly with 
the Muncie Cap & Set Screw Co., will 
be in charge of construction. 

Hajoca Corporation, 1136 Ridge Ave., 
Philadelphia, manufacturer of plumb- 
ing equipment and supplies, has ac- 
quired the former foundry of the Hazle- 
ton Iron Works, Hazleton, Pa., and will 
use this site for a new factory branch 
and distributing plant. The old build- 
ing will be razed and a two-story struc- 
ture, 50x190 feet, erected. 

The Vonnegut Machinery Co., Indian- 
apolis, announces that Fred D. Hassler 
is now located in Memphis, Tenn., with 
offices at 1210 Bank of Commerce 
building, where he is conducting a gen- 
eral wood-working machinery business, 
besides representing the Vonnegut 
Company. R. W. Smart has’ been 
transferred from the Detroit office to 
Indianapolis, and C. H. Murdock is in 
charge of the Detroit office. 

Allen Air Appliance Co., Inc., 452 
Lexington avenue, New York, has been 
organized to manufacture single and 
multistage centrifugal blowers and ex- 
hausters and portable and stationary 
vacuum sweeping systems of 
duty 


heavy- 
type. The company has taken 
over the plant, including foundry, pat- 
tern and machine shop, formerly occu- 
pied by Northern New York Foundry 
& Machine Co., Glens Falls, N. Y. 
F. C, Allen, Jr., founder and former 
president of Allen & Billmyre Com- 
pany, Inc., New York, is president. 

Fred J. Schill and George E. Bur- 
ford, for many years associated with 
McMann & Taylor Co., New York City, 
have formed a corporation under the 
name of Schill & Burford, Ine., with 
offices at 336-344 West 60th street. 
New York, and will handle pipe fittings 
and steam supplies. 

Taylor Brothers Mfg. Co., Elkhart, 
Ind., has been organized to manufacture 
grease guns, non-corrosive terminals 
and cables, cantilever tool boxes and 
measuring devices. According to re- 
port, products will be manufactured 
by the company, or under contract. C. 
E. Taylor is president of the new com- 
pany. 

The Wickwire Spencer 
New York, and its subsidiary, the 
American Wire Fabrics Corporation, 
recently opened a new _ southeastern 
branch in Atlanta, at 161 Spring street, 
S. W., moving the branch from Jack- 
sonville, Fla., where it has been located 
for some years. J. E. McGraw, man- 
ager of the former branch at Jackson- 
ville, will be in charge of the Atlanta 
branch, from which Georgia, Florida, 
Alabama, South Carolina and East 
Tennessee will be covered. 


Steel Co., 


Kitts Steam Specialties Co., Inc., Os- 
wego, N. Y., manufacturer of valves, 
traps and steam specialties, has moved 
from 56 East Second street to its new 
plant at West Second and Erie streets. 


The Kellogg-Mackay Company, Chi- 
cago, has moved its branch at St. Paul, 
Minn., from 142-144 East Third street 
to 253-259 East Fourth street. 

Morse Chain Co., Ithaca, N. Y., an- 
nounces the appointment of J. T. Mea- 
dor as its sales representative, with 
headquarters in the company’s Char- 
lotte, N. C., office. 

The Chicago Pump Co., Chicago, is 
building the second addition to its fac- 
tory since the original plant was built 
in 1920. The first addition, which con- 
sisted of 14,000 square feet, was built 
in 1925. The new unit will add 15,000 
square feet to the company’s manufac- 
turing space. The new section will be 
of the monitor type, designed to ac- 
commodate overhead cranes. New ma- 
chinery of the latest design will be in- 
stalled in the building. 





New Factories and Additions 





Martin Machine Works, 220 Laflin 
street, Chicago, will build a factory, 
48x125 feet, to cost about $18,000. 

Aurora Foundry Co., 385 Spruce 
street, Aurora, Ill., has awarded con- 
tract for a one-story addition, 45x140 
feet, which will cost about $25,009 with 
equipment. 

Turner Machine Co., 28 Eagle street, 
Newark, manufacturer of tanning ma- 
chinery, etc., will soon start work on 
a one-story machine shop, 60x92 feet, 
to cost about $25,000 with equipment. 

Central Hardware Co., 811 North 
Sixth street, St. Louis, is completing 
plans for a one-story and basement 
storage and distributing plant, to cost 
about $80,000 with equipment. 

Hubbard & Co., 6301 Butler street, 
Pittsburgh, manufacturer of hardware, 
will build a one-story addition, 100x100 
feet, to cost approximately $45,000. 

Albertson & Co., Sioux City, Iowa, 
manufacturer of tools and shop equip- 
ment, will soon build an addition to 
factory at an estimated cost of 
$100,900, for expansion of production 
facilities. 

Metz Mfg. Co., Seventeenth and Elm 
streets, Dubuque, Iowa, manufacturer 
of sash, doors and other millwork prod- 
ucts, will soon build a three-story ad- 
dition, to cost about $65,000. 

Rodgers Boiler & Burner Co., Mus- 
kegon, Mich., is reported planning the 
early rebuilding of portion of plant 
recently destroyed by fire, with loss 
close to $40,000. 

Jackson Serew Products Co., Jack- 
son, Mich., will rebuild portion of plant 
destroyed by fire on July 4, with loss 
reported at $40,000 including 
ment, 

Millbury Steel Foundry Co., Millbury, 
Mass., plans to erect a one-story addi- 
tion, 60x100 feet, to be used primarily 
for power plant service. 


equip- 


International Harvester Co., 606 South 
Michigan avenue, Chieago, truck divi- 
sion, is reported contemplating the 
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We Want Reorders 


The sale of Stanley Solid Woven Cotton Belting has been 
developed in the most rugged and severe services we can 
locate 


eS) 

Ale TlONL se 
NICKEL Aisa 

sr Lolo: = 

— IS 


Our Distributors meet this need easily with 
our ‘‘Nickel Genuine’’ Metal. It contains no 
| lead, but is amalgamated with nickel, which 
However, a belt of that stamina has been proven worthy a4 gives bearings a polished finish that lessens 

$2 friction and reduces wear. 


hed erbed einen} rpaen 


ia. 


because we want reorders. 


Even in the oil fields we cften have to wait five to seven 
for the belt to wear out, while in ordinary shcp and 
factory service most of it seems to be going to last forever, 


of the attention of the wily buyer 


. r | 
Jobbers: We invite your acquaintance with Stanley, and 33 






the attractive proposition it carries for you re ‘Nickel Genuine’”’ has a high melting point, 
| i=. tensile strength of 13,500 pounds per square 
1 . ° | e ° 
7 Stanley Belting Corporation | inch, and a crushing strength of more than 
13 N. Jefferson St. 536 Lyons Avenue 124 Adelaide St., W 26,000 pounds per square inch. 
| Chicago Irvington, N. J. Toronto, Ont. | “Fri , I a 1 P 

42A Southwark St., S. E. I. | rictioniess, nie’ genera = — 

London, England metal, and ‘‘Nickel Genuine”’ are a 


winning combination for  Distri- 
butors. Ask for prices. 


Kindly send hand sample and if 
prices to— 


frictionless Metal Company 


1458-60 Collins Street 
SAINT LOUIS, MO. 














| 


Orders are filled promptly from our large stock of Floats — 


\ large proportion of all metal floats used’are copper ball floats.4 We maintain a large stock 
of ball floats in 4, 5, 6, 7, 8, 10 and 12 inch diameters in order to make prompt ship- 
ments to our customers. Many distributors fill their orders from our stock. Send 
us your next order, being sure to mention diameter, tapping 

‘ 3. and pressure required. Special floats made any 
, ee : ize, for any purpose, in brass, copper, steel, 
aluminum and monel. 


Arthur Harris & Co. 
210-218 N. Curtis St. 
Chicago, I11. 


Manufacturers of Metal Floats 
Since 1884 
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-_—SCHULTZz— 
FRICTION CLUTCHES 


Stock Clutches for use with pulleys, sheaves 
and gears; Cut-Off Couplings and Friction 
Clutch Pulleys. Special Clutches for any 
unusual service. 31 years clutch exper- 
ience. Ask for catalogue. 


L—__ A I SCHUITZ & SON 


1675 ELSTON AVE. Chicagolll, 
POWER TRANSMISSION APPLIANCES 






PIPE WRENCH 
FORGED STEEL 
THROUGHOUT 










QUALITY 
that is higher 

than price 
The orginal offset handle pipe wrench 


THE LAWSON MFG. CO. 


Station © Cleveland, Ohio 
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erection of a one-story factory branch, 
service and repair building in Detroit, 
to cost about $100,000 with equipment. 
Cc. S. Card Iron Works Co., Denver, 
plans to build a one-story addition to 
machine shop, 40x240 
about $23,000. 

United States Corrugated Fiber Box 
Co., Wheeling, W. Va., is said to be 
completing plans for an addition to 
cost about $85,090, with equipment. 

Thompson Products Co., 2196 Clark- 
wood Road, Cleveland, manufacturer of 
bolts, nuts, etc., has awarded contract 
for the erection of a one and two-story 
addition, 53x122 about 
$55,000. 


feet, to cost 


feet, to cost 


Federal Foundry 
East Seventy-ninth 
will build a one-story plant, 90x255 
feet, which will cost approximately 
$130,000 with equipment. 

Hardie Mfg. Co., manufacturer of 
spray and power pumps, has purchased 
the site at Fifteenth and Northrup 
streets, Portland, Ore., and will erect 
a two-story brick and concrete build- 
ing. 

Gillette Rubber Co., 799 Wisconsin 
avenue, Eau Claire, Wis., is building 
a four-story addition, 74x160 feet, 
which will cost approximately $75,000 


Supply Co., 2639 
street, Cleveland, 


complete. 

Stoll Oil Refining Co., Louisville, Ky., 
is planning an addition to its oil stor- 
age and distributing plant at Eliza- 
bethtown, Ky., which will cost approxi- 
mately $45,000 with equipment. 

Swain-Hickman Co., 3519 Lancaster 
avenue, Philadelphia, manufacturer of 
automobile parts, plans to build an ad- 
dition to cost more than $23,000 with 
equipment. 

Michigan Boiler & Sheet Metal 
Works, 4120 West Jefferson avenue, 
Detroit, will build a one-story addition 
to cost close to $40,009 with equip- 
ment. 

Horton Mfg. Co., Bristol. Conn., has 
awarded a contract for the erection of 
an addition to its plant. 

Newton Mfg. Co., Newton, Iowa, 
manufacturer of advertising novelties, 
has approved plans for a_ two-story 
addition, which will cost about $49,000 
with equipment. 

H. E. Holbrook Co., Caledonia, N. Y.., 
manufacturer of builders’ hardware, 
ete., is considering the rebuilding of 
portion of plant destroyed by fire on 
June 15th, with a reported loss of more 
than $40,000. 

Firestone Tire & Rubber Co., Akron, 
Ohio, has purchased property at Jack- 
sonville, Fla., and is planning early 
construction of a new factory branch 
and distributing plant, to cost about 
$100,000 with equipment. 

American Radiator Co., 120 Federal 
street, contemplating the 
erection of a addition to 
plant at Somerville, which will be 76x 
168 feet, and will cost about $60,000. 

Hudson Hardware Co., 236 Main 
street, Yonkers, N. Y., has asked bids 
on general contract for a 


3oston, is 


one-story 


one-story 


storage and distributing plant on Saw 
Mill road, to cost close to $50,000. 

East St. Louis Casting Co., Sixteenth 
street, and Kansas avenue, East St. 
Louis, Ill., plans to build a one-story 
foundry for furnace castings, which 
will cost more than $30,090 with equip- 
ment. 

Armstrong Foundry Co., 1530 Junc- 
tion avenue, Racine, Wis., manufac- 
turer of gray iron castings, will build 
an addition, 70x80 feet. 

National Enameling & Stamping Co., 
609 St. Paul avenue, Milwaukee, wili 
soon build a new administration build- 
ing, 56x135 feet, two-stories and part 
basement. Present office building will 
be converted for manufacturing. 
Kohler, Wis., manufac- 
turer of enameled sanitary equipment, 


Kohlei 50... 


self-contained electro-generating plants, 


etc., will build a dry kiln addition, 125x 
500 feet, at an estimated cost of about 
$250,000. 

The Ohio Foundry Co., East 
Seventy-first street, Chicago, will build 
a one-story addition to No. 2 plant, 
150x200 feet, to cost close to $100,000 
with equipment. 

Lubbers & Bell Co., North Second 
street, Clinton, Iowa, manufacturer of 
hardware products, will proceed with 
work on one-story addition. 

Metal Spinning Co., 1715 
Walnut street, Chicago, is building a 
new t 


two-story < 


2469 


Chicago 


nd basement plant unit, 
38x53 feet. 

Drill Co., Chestnut street, 
Rockford, Ill., manufacturer of honing 
machines and other machine tools, has 


Barnes 


awarded contract for a one-story addi- 
tion, 89x145 feet, to cost more than 
$50,000 with equipment. 

Barbour Tron Works, Marion street 
and Pennsylvania railroad, Trenton, 
N. J., will soon begin superstructure 
for a one-story addition, 76x150 feet, 
to cost more than $59,000 with equip- 
ment. 

D. W. May, Ine., 380 Central avenue, 
Newark, manufacturer of electrical 
equipment and supplies, has awarded 
contract for two one-story 
units, to cost about $50,000. 

Grand Haven Stamping Works, Inc., 
Grand Haven, Mich., has completed ar- 
rangements for a one-story addition, to 
cost more than $25,000. 

American W ood 


S. E. Cecil street, 


factory 


Products Co., 258 
St. Paul, Minn., will 
two-story plant, to 
cost approximately $90,009 with equip- 


ment. 


soon build a new 


n 


Heil Co., 1131 Montana avenue, Mil- 
waukee, Wis., manufacturer of steel 
dump bodies, hydraulic hoists and tank 
equipment, plans the erection of a one- 
story addition, 74x302 feet. 

Thompson Products Co., Inc., Cleve- 
land, manufacturer of valves and other 
automobile parts, will spend $750,000 
on additions to plants. A two-story 
extension, 62x122 feet, will be built at 
its Cleveland plant, and a_ two-story 
extension, 100x140 feet, at its Detroit 
plant. Plans also contemplate the erec- 
tion next year of two other units at 


a 


Cleveland for a machine shop and heat 

treating departments and another unit 

in Detroit for a forging department. 
Cushing 


Cushing, Okla., is 


Refining & Gasoline Co., 
planning construc- 
tion of two new gasoline refineries in 
St. Louis-Pearson district, which will 
cost about $100,000 with equipment. 

Murray Corporation of America, Inc., 
Russell street and Clay avenue, Detroit, 
manufacturer of automobile bodies, will 
build a new one-story plant, at an esti- 
mated cost of $80,000. 

Paxton Mitchell Co., Omaha, Neb., 
will erect a new foundry, 935x169 feet. 

John Waldron Co., 30 East Forty- 
second street, New York, manufacturer 
of paper mill machinery, has awarded 
contract for a addition to 
plant at Highland Park, N. J., to cost 
about $45,000. 

Field Force Pump Co., Elmira Heights, 
N. Y., will build a new two-story fac- 
tory to cost about $40,000 with equip- 


one-story 


Crown Rheostat & Supply Co., 1908 
Maypole avenue, Chicago, has awarded 
contract for the erection of an addition, 
x feet. 

L. J. Kent Boiler & Sheet Iron 
Works, 700 East Brower street, Spring- 


field, Mo., will soon begin work on a 





new one-st 


ry plant, to cost close to 
vith equipment. 
Compressed Steel Shafting Co., 


Iyde Park avenue, Hyde Park, 


$30,000 





1587 
I Boston, 
has awarded contract for a one-story 
addition to cost more than $30,000 with 
equipment. 

Universal Foundry Co., 
Warren streets, Oshk 


Pine and 
sh, Wis., is build- 
ing a one-story addition, 55x100 feet, 
which will cost 
ment. 


$30,000 with equip- 
Geuder, Paeschke & Frey Co., 1509 
St. Paul avenue, Milwaukee, manufac- 
turer of stamped and drawn ware, auto- 
mobile mufflers, ete., will erect 
tion which will contain 


an addi- 
74,800 square 
feet, at an estimated cost of $90,000. 
American Radiator Co., 40 West For- 
tieth street, New York, has purchased 
property at Radburn, a new industrial 
site near Paterson, N. J., and will build 
a factory branch and_ distributing 
plant, at a cost of about $100,000 with 
equipment. 








Kewanee Boiler Corporation, Kewa- 
nee, ill., will soon begin work on a one- 
story unit, 80x280 feet, to cost close to 
$150,000. 

Reed Roller Bit Co., 

"T 


Houston, Tex., 


Mack avenue, 
manufacturer of oil 
well equipment and supplies, has filed 
plans for a one-story machine shop to 
cost about $30,000. 

Pacific Coast Cement Co., Smith 
building, Seattle, Wash., will build a 
Mar- 
about 


one-story grinding unit on East 
ginal Way, 86x97 feet, to cost 
$30,000. 

Victor Talking Machine Co., Camden, 
N. J., has acquired property at Holly- 
wood, Cal., as site for new plant for 
the development and manufacture of 
talking machine apparatus in connec- 
tion with motion pictures. The entire 
project will cost about $250,000. 
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DD pater a 
Acid Syphon 


) <RELEASE VALVE | 





p® RING acids trom carboys ts a hazardous operation, 
often resulting in burns and damaged clothing. With 
the Diener Pneumatic Acid Syphon a few strokes of the pump 
starts the How of acid and it continues, smoothly and without 
splashing, until at a touch of the safety valve, the pressure is 


relieved and the How stops. 


You can sell this Acid Syphon to factories, shops, dairies and 
other industries that use acids. Send for catalogue describing 
1 other Di ner metal specialties that are sold by mill 





GEO. W. DIENER MFG. CO. 


400-420 N. Monticello Ave., Chicago, Ill., U. S. A. 








Ball Bearing “Best Maide”’ 


Luther Tool Grinders 


Used by: 


Schools 

Garages 
Farmers 
Barbers 
Surgeons 
Factories 
Mechanics 
Carpenters 
Pattern Makers 
Forest Service 
Cabinet Makers 
Granite Workers 





®. rs The Original and 
6\%\'+— Reliable Swivel 
\ Grinder 

X 


\ 
Serr 


bh 
a work requires high grade cquipment. 


Hand power tool sharpening is done perfectly with ease on a 
Luther Best Maide Grinder. None made to equal its lasting 
jualities or construction. ‘The hnest edge tools are sharpened 
easily by unskilled help 


Ball bearing design; tilting frame; helical cut gears; 


attractive enamel finish. 


We Sell Through Jobbers 
LUTHER GRINDER MFG. CO. 


283 So. Water Street - - - Milwaukee, Wis. 








Standard Electric Drills, Polishing, Grinding and Buffing Machines 





4-in. OS t seneral lectric 
+ fol Noel” all Hansines, 





Made in 3 and 5 
H. P. G. E. 40° 
Motor. S. K. F. 





: Mo e2 
Ball Be arings. r - iP eansnen. 


ewaxisted THE STANDARD ELECTRICAL TOOL CO., Cincinnati, Ohio _ 


Late Catalog 


















dgemont 


The ability to “fit in’ and ‘handle’? any application makes the 
‘“‘“Edgemont Improved Type B and BL Clutches’”’ the ideal clutches for 
general factory use. 
first cost and long lived. 


Recommend the ‘‘Edgemont Improved Type B and BI. Clutches”’ 
on that next customer’s job and profit by the repeat orders. 


IMPROVED 
TYPE B AnD BL 
CLUTCHES 


They are rugged in construction, inexpensive in 


Send for a supply of catalogues and circulars 


THE EDGEMONT MACHINE CO. "0° 
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Eaton Bumper & Spring Service Co., 
Cleveland, has awarded contract for a 
one-story addition, 40x90 
about $25,000. 

McKinney Tool Co., Cleveland, plans 
to build a two-story addition at a cost 
of about $25,000. 

Federal Foundry Supply Co., 26389 
East Seventy-ninth street, Cleveland, 
has revised plans and will take bids at 
once for a one and two-story addition, 
90x200 feet, to cost about $125,000 with 
equipment. 

Triplex Screw Co., 6112 Central ave- 
nue, Cleveland, plans to build a one- 
story addition, to cost about $35,000. 

Union Brothers, 37 West 
street, Baltimore, manufacturers of 
furniture, will build a one-story addi- 
tion, 52x300 feet, to cost about $75,000 
with machinery. 

Kelly Mfg. Co., Clinton, Iowa, has 
awarded contract for a new three-story 
factory, 85x150 feet, to cost about $80,- 
000. 

Universal Cutter Co., 4567 Scott ave- 
nue, St. Louis, plans to build a new 
two-story and plant, 55x115 
feet, L-shape, approximately 
$60,000 with equipment. 


feet, to cost 


Cross 


basement 


to cost 





CLASSIFIED 
ADVERTISEMENTS 


Classified Line Advertisements under 
head of Wanted, For Sale, ete., will be 
published i thi Department at a rate of 
20 oe s a line, each insertion. Count six 

( to a line 


SITUATIONS WANTED 


I have a friend in the Far West, for 
twenty the largest 
supply houses in the country, and who 
for years was at the head of its pur- 
chasing and warehousing departments, 
as well as of its price bureau. He is a 
very competent man. He desires change 
in location. So worthy is he that I in- 
sert this advertisement entirely without 
have 


vears with one of 


his knowledge. If you need of 
such a man, please advise me. Dixon 
C. Williams, president, Chicago Nipple 
Mfg. Co., 1266 Southport avenue, Chi- 


cago. 


Salesman desires sales connection in 
mechanical line; twelve years exper- 
ience selling mill supply and large in- 


dustrial plants in Chicago and_ sur- 
rounding territory. Address No. 927, 
care Mint Supplies, 537 South Dear- 


born street, Chicago. 


Salesman, at present selling mechani- 
cal rubber line to mill supply and in- 
dustrial trade, covering Wisconsin, and 
Minnesota, desires connection in similar 
Address No. 926, care 
South Dearborn 


or kindred line. 
MILL SUPPLIES, 5357 
street, Chicago. 


Salesman conversant with mechanical 
rubber and packing line, desires con- 
nection with manufacturer to represent 
them in the New York metropolitan 
district. Address No. 932, care MILL 
SUPPLIES, 537 South Dearborn. street, 
Chicago. 
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High class mill supply man now em- 
ployed wants to connect with a mill 
supply firm of equal calibre. Can han- 
dle any department, a good organizer, 
and strong producer and closer. Will 
consider a general mill supply or spe- 
cialty line, as buyer, manager, execu- 
tive or salesman. Address No. 930, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


Experienced salesman desires a 
change and wishes to represent manu- 
facturer in southeast territory. Has had 
five years’ experience as mill supply 
salesman and six years selling mechan- 
ical rubber goods. Wide acquaintance 
among mill supply distributors, hard- 
ware jobbers and retail hardware trade 
in southeast. Complete details to any- 
one interested. Address No. 931, care 
MILL SUPPLIES, 537 South Dearborn 
street, Chicago. 


SALESMEN WANTED 


Rubber belting salesman wanted by 


old established manufacturer. Prefer 
young man with car. Territory Chi- 
cago. Salary and bonus. Give age, 


experience and salary desired. Address 
No. 929, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 


Experienced belting salesmen for 
Chicago and Middle West territory to 
represent large manufacturer of tex- 
tile belts. Prefer salesmen who have 
sold rubber belting. Excellent oppor- 
tunity for advancement. Give full par- 
ticulars. Replies treated confidenti- 
ally. Address No. 920, care MILL Sup- 
PLIES, 537 South Dearborn street, Chi- 
cago. 


Salesmen Mechanical Rubber Goods 

Opportunity for aggressive red- 
blooded salesmen on sales force of long 
established concern. Must possess per- 
sonality—able to command volume bus- 
iness and know distributor selling. 
Write in confidence, telling us why you 
think you are the right man. Our sales 
force knows of this ad. Address No. 
933, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 


Salesman to represent belting man- 
ufacturer in New York City and the 
Metropolitan district. One with an ac- 
quaintance in that territory and one 
who has sold either textile or rubber 
belting. Salary and commission, and 
out of town expenses. Responses con- 
fidential. Address No. 935, care MILL 
SUPPLIES, 537 South Dearborn street, 
Chicago. 


Salesman Wanted: A prominent 
manufacturer with established business 
has opening in territory Pennsylvania, 
Delaware, Maryland, West Virginia, 
with headquarters in Philadelphia, for 
man who can sell mill supply and 
plumbing supply houses and hardware 
jobbers. Must be of good character 
and appearance, between ages 28 and 
38, and a worker. Splendid opportu- 
nity for man with ability. Applicant 
state age, education and experience in 
detail, and compensation desired. We 
pay salary, commission and _ traveling: 
expenses. Address No. 984, care MILL 
SUPPLIES, 537 South Dearborn Street, 
Chicago. 


Experienced Saw Salesman to sell 
saws on a commission basis. Quality 
line, fullest cooperation. Give full in- 
formation in letter. Address No. 924, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


SALES SERVICE 


“A Manufacturer of 28 years stand- 
ing, specializing in a very high grade 
line of special sheet steel products, and 
selling to Hardware, Mill Supply, 
Plumbing and Steamfitting houses, is 
desirous of expanding their business 
through New York and New Jersey ter- 
ritory, by acting as a distributor as 
Will consider 
dealer’s proposition on 
several active lines having active out- 
let through this class of trade as well 
as public utilities and contractors.” Ad- 
dress No. 925, care MILL SUPPLIES, 537 
So. Dearborn street, Chicago. 


well as a manufacturer. 
an agency or 
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CLANCY “SURE GRIP" Steel Hose Clamps— 

Complete line, 94 sizes, for garden, hydrant and 

steam hose Send for list of sizes, prices, and 

distributors’ discounts.—J. R. CLANCY, INC., 

Syracuse, N. Y. 

MARTIN PORTABLE VISE STAND and Pipe 
Bender — For cutting 
threading and _ bending 
pipe. Portable, with 
no olts, screws or 
braces to remove, and 
needs no attachment to 
floor, walls or ceiling. 
Will not tilt, upset or 
skid Small and large 
sizes, With capacity up 
to 414” pipe. nn. PP. 
MARTIN & SONS, 625 E. 

2nd St., Owensboro, Ky. 


“SMOKELESS' ASPHALT HEATERS Lead 


Melting Furnaces, Portable Oil Burners, Paving 
lool Heaters, Asphalt Spray Outtits Weed 
Burners and Large Kerosene Torches. Over 


10,000 Aeroil Heaters in use. Send for Bulletin 
No. 54-M, giving prices and full information. 
AEROIL BURNER COMPANY, West New York, 
N. J. 


WHITNEY LEVER METAL 
. PUNCHES - Widest 
ZO > ‘known. Most universally 


PORTABLE 





used on market. Eight 
i sizes and types. Over 
¥ 10,000 in use. Write for 
circulars and jobbing quotations. W. A. WHIT- 


NEY MFG. CO., 715 Park Ave., Rockford, I. 


“AIR SPRING’ COMPRESSED 
AIR GREASE CUPS—Automatically 
maintain film of grease on _ bear- 
ings with efficiency and 
utmost economy. Four sizes, plain 
and polisied steel We also make 
the ‘‘Shurflo’’ wick feed oil cup. 
Folder o request. HUNTER 
PRESSED STEEL CO., Lansdale, Pa. 


greatest 





JOSLIN STEEI 
sign or ty pe of 


STAMPS AND DIES—Any de- 
characters accurately carried 
out We guarantee quality and service Send 
today for catalog and distributors’ prices. A. D. 
JVOSLIN MFG. Co., 123 Arthur St., Manistee, Mich, 
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)VUADADALANEAEAEOUNLELAN | | 
Tanners of 


XS 0) 
: R 10) \, | Mechanical Leathers 


The Valve with the Reversible Disc & Seat 












































Seat and disc of Nicu- “SELECTED” Cut Lacing 4s 
lanium—a hard, tough, close- 2 Made from GENUINE Ses VULCANITE KROME Leather j 3 
grained nickel alloy—resists eros sirand of this cut tning to be abaclutety pert vs ocak ce 
effectively the cutting, wear- ere ; 
ing action of high tempera- C 
tures and pressures, that is Yi 
one factor in the economy of cl 
Reverso Valves 
ore . P M 
To this is added the re- a 
versible feature. When one 
side wears both disc and seat . Be 
reverse and you have the life Lace Leather Sides and Cut Lacing ” 
of another valve with no in 1D, 
extra expense. Mechanical Rawhide, Indian Tan = 
But this is not all of Reverso’s and Krome (Chrome tanned) M 
vitality as disc and seat are easily " 
regrindable. Krome Belt Leather R 
Reverso is a valve unexcelled in Butt Bends, Centers and Sides T! 
on steam, water, oil, air or gas. Ti 
For other features, types, sizes . 
and prices, ask for new bulletin Chrome Hydraulic Leather s 
No. 17. in Butts and Sides 
REVERSO:—Bronze body for _ * 
200 Ibs. pressure. Total tempera- Krome-Retan Hydraulic Butts , ' 
ture 550 deg. F. ¢ _— 
. - 2 IROVERSO:—Iron body for —<—>—e—_—_ Be 
N = 0 150 lbs. pressure. Total tempera- 
INO. /3 ture 450d F. Rok 
mcipiboningas THE CHICAGO RAWHIDE MFG. CO. m" 
T / 7 J cr . “) 
THE D. T. WILLIAMS VALVE CO. 1285 Elston Avenue, CHICAGO I 
NCINN, I 109 Broad St., New York 209 Broad St., Boston 4 
CINCIN} ATI, OH O 66 N. 4th St., Philadelphia 530 W. Congress St., Detroit < 





































































i 
Be 
Place Orders Now 5 
“ad : 
Bag Holders . 
ae iS 
{> | We Make Three Types L I B B E Y z 
qi Ri 
' Mosher . A 
wt Improved Mosher High Pressure Gauge Glass im 
Universal High Pressure Red Line Gauge Glass cH 
Standard Pressure Gauge Glass rh 
Send for Circular . ; 

ici acaicaatitel Lubricator Glasses Ch 
Oil Cup Glasses Ch 
Cli 
AMERICA’S STANDARD at 
and . 

Made in U.S. A. 

We Also Make mt 
ELEVATOR BUCKETS Wrile for booklet i 
5 oer Cor SEY ORS 3 
SPIRAL CONVEYORS . Vie 
MALLEABLE CHAIN The Libbey Glass Mfg. Co. Th 
poh ge N ‘ Vie 
SPROCKETS Mfrs. of Railroad and Industrial Glassware ; 

Ro: 

THE WEBSTER MFG. COMPANY Toledo, Ohio Th 
1856 North Kostner Avenue VN Th 
CHICAGO, ILL. © "Y ALWAYS ~ 

= Sta 

Vie 
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Fy A Classified Index 
| I 


PIII 
MOU TY EY/ 





ANVILS 
olumbt Anvil & Forging Co 
Yost Mfg. Co. 

APRONS, LEATHER 

Chicago Rawhide Mfg. Co 

ARBORS 
Mor Twist Drill & Machine Co 
l Skint ‘ ick Co 


PRODUCTS 
ubber Co 


METALS 
Co 


ASBESTOS 
& R 


BABBITT 














Div on S ting & Refin 
By Manufa r ( 
Ir or M« Lor par 
l M Ce par 
Mo ! Metal Cc 
BARRELS, TUMBLING 
R i Foundry & M ne Co 
BARROWS 
The I bar Company 
Toled Wheelb vy Co 
BEARINGS, BALL ND ROLLnR 
SK Fh 1 Ir ‘ 
BEARINGS, BRONZE 
The Bunting Br & B 
Art] r Hart & Co 
J r n J ( 
BEARINGS, SHAFT, BABBITTED 
Bond Four Y & Mac ne C¢ 
Dodg M ng Cory t T 
H ( M I I ( 
M ( I 
I r I M ( 
BEARINGS, SHAFT, BALL 
( go Pull «& fting Co 
IK If tr Ir r} ted 
BEARINGS, SHAFT, OIL FILM 
iH Clat M | iry Co 
BEARINGS, SHAFT, OILLESS 
Oille } ring Co 
BEARINGS, SHAFT, ROLLER 
B Ind? & M ner Ce 
Dodge M ( I i 
Med: ( 
I " Pull ( 
r I M < 
K I ry t 
BELT DRESSING 
At if t ng Co 
} | Mf ‘ 
i S V Mf ( 
M Rubt < 
{ R & ( 
R mond 1 M ‘ 
( A or 
\ I x I g& 4 
BELT FASTENERS 
P 1 « par 
( t | I I ‘ 
Flexilt t I ng Ce 
BELT LACINGS, LEATHER 
Cl go R e Mfg. Cc 
cx I B. W & Sons 
G R nn & ¢ 
Cl \ N eren C¢ 
BELT LACINGS, METALLIC 
( r Belt Lacer Comy \ 
Cc t Belt F tener Ce 
Spe Ity Mfg. Co 
Steel Lacing Co 
( pany 
BE LT SHIFTERS 
T. B. Wood 1 Co 
BELT TIGHTENE Ai 
Dodge Manuf turing Corp " 
The Hill Clutch Mac I rk ! ( 
I Medart ¢ p 
I B. W is ( 
BLT ENS, ee, 
\ r ta & 
BELTING, CANY As STIT( HED 
The Mechanical cite ibbe r Co 
Victor 1] ta & ‘I le Belting C 
BEL TING, CONVEYOR 
Boston Woven H e & Rubber Co 
The Cincinnat Rubl r Mfg. Co 
r) D mynd J bber Co., It 
TI I eG h Rubber ¢ 
Ti M in 1 Rubber Co 
Tl I iblic Rubt Co 
4 ll Mfg. Co 
Belting ¢ rp it 
e \ xtile Belting ¢ 
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BELTING, COTTON, SOLID WOVEN sO0LTS, CARRIAGE 
ll Mfg. Cc ‘he «& Nut Mf Ce 

















I é olt ¢ , 
Stank 1 ge ¢ oration Russe ell, urdsall & Ward Bolt Nut Cx 
Victor Balata & ‘I tile Belting ¢ I} rior Screw & Bolt Co. 
BELTING, IMP REGN ATE D nOL TS, E YE, HOOK, RING AND LAG 
Russell Mfg. Co A ) ew & Bolt Mfg. Co 
Beltine Corporatio1 _ BO GALVANIZED AND MONEL 
BELTING, LEATHER The § or & Bolt Mfg. Co 
; ra Mfr. Ce BOLTS. MACHINE 
( I mant ( I & Nut M ( 
( AN. Se 1 « Russe su & War t & Nut ¢ 
rling ( Bond & € Philadelphia The Superior S w & Bolt Mi Co. 
k. BW ms & Sor BOLTS, SINK, STOVE AND PLOW 
BELTING, LINK roster Bolt & Nut Mfg. ¢ 
Cha ‘4 ren Co Russell, Bur 1 & Ward Bolt & Nut Co 
BELTING, ROUND Phe superior Screw & Bolt Mfg. < 
c vhide Mfg. Co BOLTS, STI D 
G Ra nr ( . Superior S Tg. ¢ 
{ \ S ‘ ‘ i ‘ a Ss ew 
E BW ; & Sor BRAC KETS, SCAF FOLD 
BELTING, RUBBE K Patent Sca gs Ce 
Roston We n Hose & Rubber Co BRAC KETS, WALL 
y D Rubber ¢ Ir I M r Co 
I a. FF. 4 Rubt ( DD Ce rp 
I Mec I ! ber Co I Clute M F 
Quaker ¢ I Co. I & 
rhe Repub | Cr =. S 1 S« 





B E I TING, THRESHER BRASS GOODS, PLUMBING 
V" Rubber ¢ Grabler Mfg. Co 








I M , 3 I cor BRASS GOODS, STEAM 
feo. R nn & Co Amer in Injector Cc 
The Repul Rubt Co Detroit T.ut ine Ci 
R 11 M ‘ ( 1 ; 
1 rR. Wil ¢ y I b { 
\ tor Balat & xt I lting ¢ I \\ Pov HE 
’ a -_ ‘ re Wil s ( 

BELTING, TRACTOR ee 4 
Victor alata & Vextiia Beitine Co BRONZE BARS, CORED AND SOLID 

BELTING, TWISTED hone r Ha ik Ca 
\ ri . ] Relting Co Tohy r Co 

ILTING, WATERPROOF BROOMS. FACTORY. W \REHOUSE 
24 ee Ae lie AND RAILROAT 
Ci Ral ae a | HW ‘ 
Russell Mfg. Co ncianicnn er iencty 1 eit 
( A. § n ¢ e Osborn Manufact r 
1. B. ¥ on BRUSHES, BENCH, FLOOR, ETC. 
Victor Balata & { Belting ¢ H ‘ 

BELTS, WELL DRILLING ndianay y: & B 1 Mfg. C 

Victor Balata | tile Belting ¢ AND VARNISH 


BRUSHES, PAINT 
Ost M ( 


BENCHES (WORK), JEWELERS’ 


an in _ 
Le n> 1 








tRI ; R , L, ere. 
BENCHES, STEEL - nt he Ear hg alacant 
] AF asian x Rru re ae 
B FE" NCHES, WOODWORKE RS Ost Mfg. ¢ 
rR BRUSHES, WIRE WHEEI 
BENCH LEGS He ‘ 
t H ( f \ F ’ « (st ? M ( 
BITS. TOOL. HOLDER _ BUCKETS, ELEVATOR 
onda < \ ge & 1 ¢ \ } ) rt 
rT e Vincent St 17? ‘ \ ge § 
7. Williams & Ci BUFFERS, ELECTRIC 
, ‘ B Decker Mfg. C 
BLOCKS, CHAIN H ne P 
‘ \ 4 } ‘ rn >) A xf . 
, Mar n I ! Mfg ‘ 
F Cc I k « s M ‘ It 
\ M ‘ ae, Ce 4 
BLOCKS. PILLOW BURNERS, GASOLINE AND KEROSENE 
. AT ‘ ton & 1 bert Mfs 
T 1 Fe ) 4 \ } ‘ t “1 
( ro 1 ( BUSHINGS, BRONZE 
Dodge Mar { ! Cory ? ! & ! x ot 
The Hill Clut M ne & Fou rar Arthur Harris & 
rhe M: Compnz ( ANS. OILY WASTE 
Roversfor r nat ec M , Co re W. Dier 
. f Rall Beat ( CANS, SAPery, GASOLINE 
Wi ( ( W. Diener x. Co 
. « ATMO ERS 
BLOCKS, TACKLE \ ee ee na VER 
Will sport Wire R ( Appleton Car Mover ¢ 
\ a , 
BLOWERS. FORGE era Rae 
Cy} } n Blower & 7 rege ¢ . : 
Electric Blower Company CARTS 
The Fairbanks ¢ pany 
BLOWERS, GAS AND OIL COMBUSTION 1 o Rhanvees Ge 
Electric Blower Company CASING, WELI 
Le n Bros National Tube Co. 
BLOWERS, PORTABLE, ELECTRIC ; 
iijtnsti Sates Cie * CASTERS, TRUCK 
Electric Blower ¢ pany Bond Foundry & M ' 
T Unit Stat Eleetrical Tool ¢ Saginaw Stamping & Tool Co 
BLOWERS, SANDBLAST Seana , ee BRONZE 
sarenautens BOILER TUBI act ae rcigictle 
> TURES 
ca ere , a all CASTINGS, GRAY AND MALLEABLE 
The Hill ¢ M ? & Foundry Co 
BOIL. ERS, TUBULAR AND WATER TUBE , Malleal ror 
Henry Ve Machine Co CASTINGS, SEMI-STEEL 
BOLT ENDS Rond Foundry & Machine Co 
rhe Superior Screw & Bolt Mfg. Co Hill ¢ itch M ne & Foundry ¢ 
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Cc ATAL OGs, 


talog 


Mf 


COMPOUND, 
D ; 





COILS AND B E aa 


CONTROLLERS 
CONVEYORS 


CONV FY ING 


SUPPLY 
rvice Co. 
Sons Co 











{ 


COPPER 


coL I. AR Ss, SHAFT 


COLUMNS, 

, r ( 
PIPE 
( 


( 


CONTAC Deanne, BEL’ 


BOILER 
BUCKET, 
'sy STEMS, 
( OPPERSMITHS 


COUNTERBORES 
t Drill @e 
M ne ¢ 


COUNTERSHAFTS 


HOUSE 


SATHER BELT 
> Cc 


AND BRASS 


WATER 
JOINT 


SPIRAL, 


‘ ns 
Cc 
E g. Co 
PIPE JOINT 
loser icible Co. 
CEMENT, a LLEY COVERING 
| OF se Specialty Mfg. Co 
pn fn 
r ( I McKinnon C1 n ( 
S. G. Taylor Chain Compar 
I Webst Mfg cr 
CHARGING SETS, BASTESS 
M t n Electric Mfg 
< HISE r Ss 
c Ht c KS. DRILL 
M ) ri ne Co 
I Star I ] Co 
S r ¢ ( par 
I M Cc 
CHUCKS, LATHE 
n ¢ 1 Cc 
, M ‘ 
CHUCKS, PLANER 
@1 ner Chuck: ¢ nat 
I nM t ng ¢ 
CLAMPS, BELT 
CLAMPS, “C” 
A 3 r 1 Co 
lH ; li ¢ C 
CLAMPS, PIPE REPAIR 
M Skir r Co 
CL E ANE RS ’ FU E 
N z Cr 
CLOSE TS, F ROST PROOF 
J Vog 
CLUTCHES, FRICTION 
ndry & Mac ne Co 
g Pulle & § nz Co 
D Manuf t ( oratior 
E M ( 
H Clut M E 
M S y 
M \ Cc 
R P Ce 
T ~ & Sor 
COCKS, AIR AND DRAIN 
T?r 
COCKS, BALL 
COCKS, CORPORATION 
G Mfe. Cc 
P 
COCKS, CYLINDER 
COCKS, GAGE 
{ 
P ( 
D Willia \ ( 
COCKS, STEAM AND SERVICE 
( Br ( 
P ( 
I I Vv Ce 
COCKS, STOP 


PRESSURE 
ETC, 


OVERHEAD 
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Dodge Manufacturing Corp. 

E rdge mont Machine Co., The 

» Hill Clutch Machine & Foundry Co. 
The Medart Company 





Royersford Foundry & Machine Co. 

Cr. B. Wood's Sons Co 
COUNTERSHAFTS, SMALL 

Birkle Machine Works 

N. A. Strand & Co. 


= OUPLINGS, SHAFT 
ulley & & vafting Co 
£ lfactur ng Corporation 
rhe sil Clutch Machine & Foundry Co 
The Medart Company 
Royersford Foundry & Machine Co. 
Bor Foundry & Machine Co. 
| BB. Wood's Son 








co 
COUPLINGS, SHAFT, 

t3irkle Machine Works 

1d Foundry & Machine Co 
Bros. Gear & Machine Co 

ederick Iron & Steel Co 
Che Hill Clutch Machine & 
The Medart Company 
| B. Wood's Sons Co 
col 7 L INGS, SHAFT, 
ee Mfg. Corp 
Machine Co., The 

h Mach ne & Foundry Co. 
White Co. 
a 
di) 


FLEXIBLE 





Foundry Co 


FRICTION CUT-OFF 





I. f. Wood's Sor 
COUPLINGS, SHAFT, MARINE 
Bond Foundry & Machine Co 
COVERING, PULLEY 
igo Pulley & S fting Co 
*RANES, HAND POWER 
Chishol “wean Hoist Corp 


CRANES, OVERHEAD, 
AND JIB 








TRAVELING 


Chishoh Moore Hoist Corp 
Richards-Wilcox Mfg. Co. 
The Yale & Towne Mfg. Co 
CRANES, a E 
Richards-Wilcox Mf Co. 
CR ean, LUMBER 
Dixon Crucible Co. 
cl Ps. LE ATHER 
Chicago Rawhide Co. 
CUPS, OIL 
American Inje 


AND GREASE 

ctor Co 

Co 

pany 

: el Co 
or Co. 

€ Co 

; Valve Co 

CUTTERS, 

Clipper Belt Lacer 
CUTTERS, EMERY W _ hg L DRESSER 
The Vincent Steel P ) 

Ba RS, GLASS 

W Mfg 


Co 


ator 


ro Lubri« 


RBrass Cor 





BELT 


Company 


rocess 


cl TTERS, MILLING 
T t Drill Co 


























Morse st Drill & Machine Co 
T Standard Tool C« 
‘, UTTERS, PIPE 
Ar ng os. Tool Co. 
H nd Mre Co. 
Tl oO P Co 
Toledo Pipe Threading Ma ne Co, 
DIES. THREADING 
Ar trong Bros. Tool Co 
Ru ld Co 
Mors¢ v 1 & Mz ine Co 
rhe ¢ Co 
roled Threading Machir Co 
DIPPERS, COPPER 
Arthur Harris & Co. 
DISCS, VALVE 
J ins Bros 
DOGS, rE ATHE 
Armstrong Bros. Tool Co 
The Billing See 
. & Vi “3 
DRESSE — GRINDING WHEEL 
Scandinavian Western Importing Co., 
I Stand Seal Co 
I > Vir teel Process Co 
DRILLING POSTS 
trong Bros. Tool Co 
DRILLS, = ~ ECTRIC 
I Black & ecke fg. Co 
I Hisey-Wolf Machin e Co. 
ifac turi ng Co., Ine. 
Y : Tool Co. 
Electrical Tool Co. 
DRIL LS, POST 
Champion Blow & Forge Co. 
Crescent itechine Co 
United State Electrical Tool Co. 





DRIL LS 


Ar trong Bros 


RATCHET 
Tool Co 


DRILLS, TWIST 


Twist Drill Co 











st Drill & Machine Co 
| Star ird Tool Co 
DRIV ES, POWER 
The Oster MfE. ( 
The Toledo Pipe Threading Machine Co 


» mention Mitt SUPPLIES 





American 
Nason 
Penberthy 
The 
The: D.. fF. 
American 


General 
The 


The V. D. 





DRUMS, CAST IRON 


The Hill Clutch Foundry & Machine Co. 


The Medart C ompany 
tT. B. Wood's Sons Co 
EJECTORS 

Injector Co. 

Manufacturing Co. 

Injector Co. 
ELEVATING MACHINERY 

Webster Mfg. Co. 

ELIMINATORS, OIL 

Williams Valve Co. 

ENGINE AND BOILER 

Injector Co. 

grass Co, 

Wm. Powell Co. 

D. T. Williams Valve Co. 


EXPELLERS, OIL AND 
Anderson Co. 


(acid) 


FITTINGS 


MOISTURE 


EXTINGUISHERS, FIRE 
Geo. W. Diener Mfg. Co. 
FANS, VENTILATING, ELECTRIC 
Electric Blower Company 
Marathon Electric Mfg. Co. 
FASTENERS, BELT 


The Bristol Company 
Clipper Belt Lacer Company 
Crescent Belt Fastener Co, 


Flexible Steel Lacing Co. 


FAUCETS, BRASS 
Grabler Mfg. Co. 
FEED WATER SOFTENER AND PURIFIER 


Dodge Manufacturing Corporation 
The Swartwout Company 
FEEDER VALVES, STEAM HEATING 
BOILER 
Nason Manufacturing Co. 
FILES 
American Swiss File & Tool Co. 
Delta File Works q 


Scandinavian Western 
Simonds Saw 


Importing Co., 
& Steel Co. 


FIRE DOORS AND HARDWARE 


Ltd. 


Richards-Wilcox Mfg. Co. 
FIRE EXTINGUISHERS 
Geo. W. Diener Mfg. Co. 
Pyrene Mfg. Co. 
FE sp PREVENTING EQUIPMENT 
Geo Diener Mfg. Co. 
FITTINGS, CHAIN 
S. G. Taylor Chain Company. 
FITTINGS, DRAINAGE 
Grabler Mfg. Co. 
Illinois Malleable Tron Co 
FITTINGS, HIGH PRESSURE 
Henry Vogt Machine Co. 
FITTINGS, HOSE, BRASS 
Roston Woven Hose & Rubber Co. 
Illinois Malleable Iron Co. 
FITTINGS, HYDRAULIC 
Henry Vogt Machine Co. 
FITTINGS, PIPE BRASS j 
General Brass Company q 
Grabler Mfg. Co 
Iliinois Malleable Tron Co 
FITTINGS, PIPE, CAST IRON 
Grabler Mfg. Co. 
FITTINGS, PIPE, MALLEABLE 
Grabler Mfg. Co. 
Illinois Malleable Tron Co 
Walworth Company 
FITTINGS, PIPE, STEEL 
Bonney Forge & Tool Works 
Henry Vogt Machine Co. 


FLEXIBLE SHAFT EQUIPMENT 


Stow Manufacturing Co., Inc. 
. A. Strand & Co. 
FLOATS, ALUMINUM, LEAD COATED 4 
AND STEEL 
Arthur Harris & Co, 
FLOATS, COPPER 
The V. D. Anderson Co. 
Arthur Harris & Co. 
FLOOR STANDS 
Bond Foundry & Machine Co. 


Dodge Manufacturing 
The Hill Clutch 
The Medart 
R ford 


movers 
T. B. Wood 


Corporation 
Foundry & Machine Co 
Company 
Foundry & Machine Co, 
Sons Co. 
FLY WHEELS 
Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co 9 
The Medart Company 
Reeves Pulley Co 
T. B. Wood's Son 
FORGES, 


Champion 


Dodge 


Co 4 
BLACKSMITH AND RIVET 4 
Blower & Forge Co. 

FRAMES, HACK SAW 
Simonds Saw & Steel Co. 
The Te G. FT mopson & Son Co 


F RAM » WALL 

Foundry & Machine Co 
Manufacturing Corporation 
Hill Clutch Machine & Foundry Co, 
Medart Company 
ford Foundry & Machine Co 
Wood Sons Co. 

FURNACES, INDUSTRIAL 
Strong, Carlisle & Hammond Co. 








sond 
Dodge 
The 
The 
Royers 
Tr. 3 


The 
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BARNES Rep Arrow 


HIGH SPEED STEEL HACK SAW BLADES 


pp 


MANUFACTURED BY 


W. O. BARNES CO., INC. 
1297 Terminal Ave., DETROIT, MICH. 


MOTOR PULLEYS | 


PAPER AND IRON | 











Prompt shipments are made from 
our large stock of Paper and Iron 


Motor Pulleys, Flexible Moto~ 
Couplings and Adjustable Motor 
Rails. Let us fill your motor 





requirements. 


TELEPHONES 


vor BinkreSMAcHINE‘Works 











= norince Tr 
456 N. Union Ave., Chicago 


34 








“The Hartford” Drill Chucks 


Cushman Chuck loge OT cuyeK 








“VB” 


Victor Balata 


Belt 


Ampere 
CANVAS STITCHED 
BELTING 
Sold Extensively by 
Mill Supply Houses 





Ask for Prices 
Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: 345 W. Austin Ave. Factories: Easton, Pa. 
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HARTFORD,CONN. Centering. Independent, Eccentric 
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—that DIVCO 
Mill Bearing is 
a fine grade of 
babbitt? 
—that it is giving satis- 
faction in many of the large 
industries as a general service 
babbitt? 
—that the price is right, both for 
your customer and your Gown profit? 
A word trom you will bring full details— 
by mail. No obligation or undue solicitation. 


DIVISION SMELTING A REFINING CO. 
836 W. Kinzie St. Chicago, Til. 














OXY-ACETYLENE 


Welding and Cutting 
Equipment 


An Outfit for Every Shop and Every Purpose 


The Imperial Brass Mfg. Co. 


511 So. Racine Ave. Chicago 































° IRON, 











GAG E S, OIL 
n 


G AGES, " ATER 


t or 
t Cc 
Powell C<¢ 
W s Val Co 
GASKETS 
GEAR 
1 ! ( 
M ( 

Ma I 
bs M ( 
*ENERATORS, ACETYLENE 
} I Mfg. Co 


GLASSES, GAGE 
Mor ff 
G 3 Mfg. C 


GOVERNORS, 
« \I y y 


G R \P HITE FOR ALL PURPOSES 


"GREASE, LUBRICATING 
ndy & M ( ey 


Cru b! 4 
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GRINDERS, ELECTRIC 
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GRINDERS, RAILROAD 
Gr r Mfe ) 
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GRINDSTONES 
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GUARDS, ELECTRIC LAMP 
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r 
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GUNS, OIL AND GREASE 
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HAMMERS, MACHINISTS’ 


HANGERS, BALL BEARING 


HANGERS, DOOR 
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Mfg. ¢ 


HANGERS, PIPE 
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Hart ( 


HEATERS, GLUE, STEAM AND 
n Manufacturing (« 





AMMONIA AND CHEMICAL 
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Carlisle & Ha nd C 














HOISTS, CHAIN 


1-Moore Hoist Corp 
1in Block Co, 
irds-Wilcox Mfg. Co. 
Manufacturing Co 
Mfg. Co. 

& Towne Mfg. Co 


HOISTS, ELECTRIC 


I Moore Hoist Corp 
e & Towne Mfg. Co. 


HOISTS, HAND 


Moore Hoist Corp 


x Towne Mfg. Co 


HOLDERS, BAG 


ebster Mfg. Co. 


HOLDERS, TOOL 
Bros. Tool Co 


illiams & Co. 


HOOKS, BELT 
Company 
el Lacing Co. 
ene CORNICE 


ffolding Co. 
HOOKS, HOIST 
s & Co 
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ding Co. 


HOSE, COTTON 


oven Hose & Rubber Co, 
imond Rubber Co., Ine 


Goodricl Rubb. r Co 


hanical Rubber Co 


HOSE, RUBBER 


en Hose & Rubber C 


nnati Rubber Mfg. Co 
ond Rubber Co., Ine 





Rubber Co 
R a r Co. 


ty Rubber Co. 
iblic R abe r Co 
HYDRAULIC LEATHER 


Rawhide Mfg. Co. 





en Co. 


INJECTORS 


Injector Co 


Psy tomy BRANDING 


ling Co. 


JOINTE RS, WOODWORKING 
rescent Mac ‘ 


ne Co 


illace & Co. 


JOINTS, EXPANSION, COPPER 


rris & Co, 


bg TT! ES, STEAM JACKETED 


iT s & Co 


MNSVES. os AC HINE 


& Steel ‘ 


a RLS 


Swi & Tool Co. 


by vc E RS, BELT 


ac Co 


I. ADE RS, a ETY 





] a r nE Ma 
L ADDE RS, STEP 
ling Co. 
LADLES, MELTING 


_ ih pe nl GUARDS 
Lacing Co 


pat ie ry ds F FING AND POLISHING 


1. reg S, I. ABoR ATORY, ELECTRIC 
Elec fg } 


me a Ss, be OODWORKING 


& Co 


onannenes SPECIALTIES 
Ra de Mfg. C 


Co. 





LEATHERS, HAND 
vWhide Mfg. Co 


LEGS, BENCH, STEEL 
1 Steel Co. 


P 
Pg KS, on Sg RIAL 


ywne 


t ng ANTS, BALL > LER BEARING 
) M 


achir 0. 


i ound: & Mac hine Co 
LUBRICATORS 
Co. 


s Co. 
Mfg. Co., Minneapol Minn 


” Powell Co. 


Williams Valve Co. 
MAC HINE TOOLS 

nt ete 1ine Co, 

Foundry & Ma ine Co 


— CHINE RY a 


MACHINERY, COAL HANDLING 


inufacturing Corporation 


Mfg. Co. 
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MACHINERY, CONVEYING 
ELEVATING 
Dodge Manufacturing Corporation 


The Hill Clutch Machine & Foundry 


The Webster Mfg. Co. 


MACHINES, GRINDING AND POLISHING 


Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
Stow Mfg. Co., Inc. 

N. A. Strand & Co. 


The United States Electrical Tool Co. 


MACHINES, HACK SAW 
Armstrong-Blum Mfg. Co. 
The Henry G. Thompson & Son Co 


MACHINERY, ICE AND REFRIGER. ATION 


Henry Vogt Machine Co. 
MACHINES, PIPE CUTTING : 
THREADING 


The Oster Mfg. Co 


Toledo Pipe Threading Machine Co. 


MACHINES, PUNCHING AND SHEARING 


Royersford Foundry & Machine Co 


MACHINES, TIRE ROUGHING 
The United States Electrical Tool Co 


Pra AC HINERY, WOODWORKING 
Co. 


The Cre ‘nt Machine 


J. D. W: allace & Co. 
M ALLETS AND HAMMERS, RAWHIDE 
Chic 





igo Rawhide Mfg. Co 


MANDRELS 
Morse Twist Drill & Machine Co 


MATS AND MATTING, RUBBER 


soston Woven Hose & Rubber Co. 
rh Diamond Rubber Co., Ine 
The B. F. Goodrich Rubber Co 
The Mechanical Rubber Co 


ME RC HANDISE CONVEYORS 


Fr. FE. Myers & Bro. Co. 

METAL, BEARING 
Bunting Brass & Bronze Co 
Division Smelting & Refining Co 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
Arthur Harris & Co. 
Johnson Bronze Co. 
The Medart Company 





MILL LE 
Bond Co., 
» Chicago Rawl 





\. Schieren Co 


Williar & Sons 





MONORAIL SWITCHES AND 


TURNTABLES 
Richards-Wileox Mfg. Co 
The Yale & Towne M 

Ps rage RS 





The Crescent J ne Co 
Wappat Gear Worke Inc 


MOTORS, E I. ¥ ( ‘eaaaed 
Marathon Ele ic M 





xu 


MOVE RS, CAR 
i, 


MULE STANDS 





indr & Machine Co 
J 1 iring Corporation 
The Hill Clutch M line & Foundry 
I Medart Company 


NUT SETTERS 
The United State Electrical Tool 
NUTS, MACHINE SCREW 
The Cleveland Cap Screw Co 
Wrought Products Co. 
Eeonomy Screw Corporation 
Foster Bolt & Nut Mfg. Co 





OIL WELL ACCESSORIES 


The Wm. Powell Co 


OILERS, HAND 
P. Wall Mfg. Supply Co 


OILERS, PULLEY 


Standard Pressed Steel Co. 
OIL ENG DEVICES 

American Injector Co 

Detroit Lubricator Co 

a \ Powell Co 


rhe D. T. Williams Valve Co 
PACKING, AMMONIA 

Bel mnt Packing & Rubber Co 
Boston Woven Hose & R ubber Co 
The Diamond Rub r Co., In 

r Packing & Rubber Co, 
e Mechanieai Rubber Co 
ker City Rubber Co, 
Republic Rubber Co 


PACKING, HY DRA - 1c 

Belmont Packing & Rubbe Ce 
Chiesgzo Rawhide Mfg. Co 
The Diamond Rubber Co., Ine 
Linear Packing & Rubber Co, 
The Mechanical R singe’ r Co 

a ee Co 
Chas ‘ ag Co 
i. B. Winli: & Sons 

PACKING, PISTON 

Belmont Packing & Rubber Co 
The Diamond Rubber Co., Ine 
The BB. F. Goodrich Rubber Co 
Linear Packing & Rubber Co 
The Mechanical Rubber Co 
Quaker City Rubber Co. 
The Republic Rubber Co 
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Specialties for Mill Supply Jobbers 





Who are Seeking Opportunities for Sales and Profit 


+ on ones Sn ae eR He 
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arin HAND SAW 


Patented Safety Features---Nationally Advertised---No Service Worry 
We Co-operate with the Jobber---Adecuate — ' 


} 







Manufac ‘ 


ae 
Alia Electric Alta be ctr 
ein ne BD i 


\ TADDAT ALTA | 
ff WAPPAD bad 


‘vSn 
“¥d 3143 
SONY 770H 


Z-Z-Z-Z-Zip-arht 19 
sawed Zip. an Alta! a 


Leanne: De on 


<4 FOR BUILDERS | ESTABLISHED 1887 
4 DIE, PA. 
S rm aneae nad _Pittsburgh, Pa. ERIE, PA 


evens re ater te aeeammer oa 


will increase your 


‘| The HOLLANDS ane 


vise sales 


Send 


for 


Catalog and 


Terms 


LABOR-SAVING TOOLS | HOLLANDS MFG. CO. 





pages Radial ins 


- new directly ected motor 


— driven overheat SiaW a 
7? angle Cross cults rips Da ron s 
ry tenons, routs — yore any thing 
| ial) Lit Phe handiest tool yet devised for the 


/~ ‘ ary nter sail, maintenance depart 


Stand $25) JD. WALLACE & CO. 
2801 Wilcox St. Chicago, Ill. 


A s dail hens to “tiie 


NEWARK 


WIRE BRUSHES 


A large line to select from = Brushes for 
1 









ue Cleaning, Furnaces, Condenser Tubes, File 
eaning, Foundries, Painters, P la 7 “rs, etc Also 
Railway Switch Brooms All are sho wn in our 
atalo »gue May we send you a ¢ opy? 


NEWARK BRUSH & SCRAPER CO. | 
390-396 Nye Ave., Irvington, N. J. j 





New Castle, Pa. 


Branches: Chicago Kansas City 





OHNSON 


Pelty Mb mal -)-1°)\) 43 iE 


soe 
Solid and Cored 


Bronze Bars 


JOHNSON BRONZE COMPANY 


SAFETY HOPPER CAR "WRENCH 


: A mill supply specialty with good sales possi- 
ment, lumber yard hieping room : bilities and a 


_ EST SELLING WOODWORK Real Profit — 


SAFETY WRENCH & APPLIANCE CO. 


Springfield, Massachusetts 





ING MACHINE TODAY Ov . ‘ 
wenn TIVE siete ; 33 1/3 qo on Selling Price 
¢ PROPOSETION Every user of coal in carload lots is a prospec- 
’ 140 Made.and’ Guaranteed by tive purchaser. 
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San Francisco 





| COCHECO | 
| LEATHER BELTING | s+ 













Make the Hard Pulling Jobs Easy 


Without breakage or injury to parts 


that are expensive or difficult to replace. 

' 

EE. BiG BUSTER | 

Always the first choice of en- = 

gineers who know that it pays ._ GEAR AND WHEEL PULLER | 

to buy the best in belting— | ink oan a ee 

and that is Cocheco. 

one : ye 

I. B. Williams & Sons Lin Price ssaee 

; Bi Mills \ , 

Dover, N. H. | PREMIERELE atin i 

) RE RE -TRIC " i 

CHICAGO DETROIT GREENVILLI | A I. a 

i NEW YORK DAYTON BOSTON f ia 3800 Ravenswood Ave i 
PHILADELPHIA ' P Moose i 
q 7 icago, inois ; 



































































































































































ae EGS OR P oe 








City 
tepublic 





PAC +e 


Rub 


P ACKING, 
Packing & 


ile & T 
Pr AINTS, 

Dixon 
“PAN 


Ha & ¢ 





Tube ¢ 


FI ge 
Ww 
P L ANE: s, 


PLATES, 


Rs bl 
& § 
y Forg 
PLUGS, 
T W 1 
5 ( 


P RE SSE Ss, 


ss M 
PR E SSE Ss, 
ries Fr 


Pr RIMING 


Brass 
ROTEC TORS 


PL LLEYS, 


Pir 


bb Y: 


Ss, 


ri 





b 


E, 


SHEET 


»be 


r Co 


Rubber Co 





r Co 


oe 


fg. C 





P ADLOC KS 
ne M 


Inc 


sros 


STEM 


INDI STRI AL 


VACUUM 


“THRE \DING 


M 


STEEL 


BELT LACING 
Cr 


gz ( 


TOOLS 


WOODWORKING 
ne C 


HAND, 


FLOOR 


& 


LECTRIC 


CEILING 


PLIERS 


1 Wor 


Ma 


DR ILL 


GEAR 


EL ECTRIC 


BALL 





SF 


PULLEY 
n Pu y ( 
Manuf . 
; : 





PULLEYS, 


PULLEYS, 
Pulley ¢ 


in 
gz Pu ] > 
Ma 
i ¢ lg 1 
H Clut I 
Me ( 
M 
Pu ( 


PULLEYS, 
Mar setur 


I 


CAST 


IR ON 


ge ¢ 


TRANSMISSION 
Pulley Comy 


BR. ASS AND F USIBLE 


APPLIANCES 


BAL ING 


AND FOOT 


AND 


CUPS” 


LAMP 
WHEEL 


BEARING 


( 


IRON 


CONVEYOR 


FLANGE 


FRICTION CLUTCH 
Machine Co 


Brera 


August, 1928 





Hill Clutch Machine & Foundry Co, 
The Medart Company 

The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 

T. B. Wood's Sens Co 


PULLEYS, 
American Pulley Company 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 


LOOSE 




















The Hill Clutch — ine & Foundry C 
The Medart Compar 
The Ohio Valley Pulley Works, Inc. 
t Pulley Co. 

. F Industries, Incorporated 
r. Bb. Wood's Sons Co 

PULLEYS, MOTOR 

American Pulley Company 
sirkle Machine Works 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry C 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
R ss Pulley Co. 
tockwood M fg. Co 


Sprucolite 


r i \W 


Cor — so 


rt L L E YS, 
Machine Works 
yhio Valle y Pulley 
wood Mfg. Co 
PULL EYS, ROLLER BEARING 
Manuf 


PAPER 


Works, Ine. 





I ge acturing Corporation 
Hill Cluteh Machine & Foundry Co. 
The M lart Company 

Skayef Ball Bearing Co. 


PULLEYS, STEEL 


American Puiley Company 

Dodge Manufacturing Corporation 
PULLEYS, STEEL RIM 

TI fedart Company 


e NV J 
PULLEYS, STEP 
lige Manufac 














0 ‘turing Corporation 
T Hill Clutch Machine & Foundry C 
The ge Company 
The Ohio Valley Pulley Work Inc 
Reeves Pulley Co 
l I Woo Ss 

"PU LLI Ys, woop 
( cago Pulley ifting Co 
Dodge Man Corporation 
I Meda 
rl Ohio y Works, In 
Re s Pulle ; 
Sr lite Corporation (Compressed Sy 
PUMP JACKS 

Goulds Pumps, Ine. 
I T Myers & Bro. Co 
I Geo. D., Corporation 


‘PUMPS, ATR 
PUMPS, CENTRIFUGAL 
Frederick Tron & Steel Co, 
Goulds Pumps, Ine. 
Geo. D. Roper Corp 
PUMPS, ee 





Fr rick Tron & Ste Co. 
Goulds Pumps, Ine. 
PUMPS, ELECTRIC 
Goulds Pump Inc. 
F I My s & Bro. Co. 
G ) r, Corp. 
‘rt MPS, GAS AND VACUUM 


: ‘PUMPS HAND AND POWER 





Go Inc. 

Oe gt Bro. Co. 

Roper, Ge Corporation 
PUMPS, JET 

American Injector Co 

R Geo. D., Corporation 





P : BEES; MINE 





Ge y 
F. E. Ms iB 0. Co. 
Re G Corporatior 





PUMPS, 
Lubricator Co, 
Goulds Pumps, Inc 


On 


Geo. D. Roper Corp 


PUMPS, ROTARY 





is ne. 
R Corporation 
: SUMP, AUTOMATIC 
( Is Pumy ne 
Penbertl Injector Co 
Re r, Geo. D., Corporation 
PUMPS, TANK 
(or, p Inc. 
F & Bro. Co. 
Re 36 D., Corporation 
P U NCHES AND DIES 
R d : - Machine Co 





y & 
METAL, 


LEVER 
Ww A. Whitney Mfg. Co 


REGULATORS, ENGINE BLOWING 


Mason Regulator Co 


RASPS 














AND TAPER CONE 


yruce) 


Delta Works 
Scandinavian Western Importing Co., Ltd 
RATCHETS 
\ strong Bros. Tool Co. 
I Billings & Spencer Co. 
REAMERS 
( rill Co 
rill & Machine Ce 
] Standard Tool Co 
RE AME RS, ELECTRIC 
Black Decker Mfg. Co. 
RED CERS, SPEED 
I e Br rear & Machine Co 
rhe Hill Ciuteh Machine & Foundry Co 


~ 


REGULATORS, BOILER FEED LINE 





Mason Regulator Co 
REGULATORS, DAMPER HYDRAULIC 
Mason Regulator Co. 


REGULATORS, PRESSURE ’ 
Regulator Co 
Strong, Carlisle & 
“Strong” 
REGULATORS, 
Regulator Co 

RESEATERS, 
M. B. Skinner Co 
RESEATING TOOLS, 

Black & Decker Mfg Co. 
B. Skinner Co. 

RIVETS 

Russell, Burdsall & Ward Bolt & Nut Co. 

ROLLS, COMPRESSED SPRUCE 
Sprucolite Corporation 
ROPE DRIVES 

Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
The Medart Company 
| Bb. Wood's Sons Co 


ROPE, 


Mason 
The 





Hammond Co. 
STEAM FAN 
Mason 
BIBB 


VALVE 4 
The 
M 


WIRE 


American Cable Company, Ine. 
Williamsport Wire Rope Co 

P RUBBER GOODS, MECHANICAL 
The Cincinnati Rubber Mt g. Co. 

The Diamond Rubber Co., Ine. 


The B. F 
Jenkins 


Goodrich 
Bros. 


Rubbe r Co 


The Mechanical Rubber Co 3 

Quaker City Rubber Co 3 

The Republic Rubber Co. 3 
SALAMANDERS 

Geo. W. Diener Mfg. Co 


SAND BLAST OUTFITS 


Leiman Bros. 4 
SAWS, BAND q 
Armstrong-Blur Mfg. Co. (Metal) ' 


American Saw & 
W. O. Barne 
st > Crescent 
Simonds 


Mfg. Co. 
s Co., Inc. 
Machine Co 


Saw & Steel Co 











on & Son ¢ 


; 4 

| 

'S, CIRCULAR j 
eel C 


r Co ‘ 
J D. Wallace & Co. H 
SAWS, COPING 
Ww. O 3arnes Co., Ine 


SAWSs, HAC K (Blades) 
Saw & Mfg. Co. 


Blum Mfg. Co. 


American 
Armstrong 








In 


W AND, ELECTRIC 








I. D. Wallace & Co 
Tappat Gear Works 4 
SAWS, RK ADIAL, ELECTRIC 
I. D. Wallace & 4 
SAWS sw ING, CUT-OFF } 
rl Crescent Machine Co 
SC AFFOL DING 
Patent Scaffol cr 
The Fairbanks Con 3 
SCOOPS, FLOUR AND GRAIN 
The Webster Mfg. Co 
SCRAPERS 
Toledo Wheelbarrow Co. 


SCRAPERS, FLUE 


Newark Brush & Scraper Co. 


SCRE Ww DRIVE sor ELECTRIC 
l De Y fg. Co 








The B h | 
vy nn a 
4 
U tlectrical Tool Co, q 
SCREWDRIVERS, HAND ‘ 
American Saw & Mfg. Co. 
rhe Billings & Spencer Co, 
SCREW PLATES 
Butterfield & Co 
Morse Twist Drill & Machine Co 
SCREWS, CAP AND SET ; 
The Allen Mfg. Co. ; 
The Bristol Company j 
leveland Cap Screw Co 4 


Neveland Wrought 
erry Cap & 


Products Co 4 


Set Screw Co 
& Nut Mfg. Co 
-’ressed Steel Co 


Carlisle & Hammond Co. 


ss 





ior Screw & Bolt Mfg. Co. 
MACHINE, BRASS AND 
Screw Corporation 
SCREWS, MINING 
Carlisle & Hammond Co, 


SCREWS, 


Econo: 


IRON 


The = tagagy 
“*Mac- 






8c REWS, SAFETY SET j 

The Allen Mfg. Co. | 
The Bristol Company j 
Standard Pressed Steel Co. 4 
The Strong, Carlisle & Hammond Co. iY 
“Mac-It” i 
SCREWS, THUMB f 

The Billings & Spencer Co. i 
Keonomy Screw Corporation | 
SE denon io 3 OM. AND STE AM - 
The Strong, Carlis & Hammond Co, 4 
The Swartwout Company 4 
The D. T. Williams Valve Co 4 
SHAFTING, FLEXIBLE i 


Stow Manufacturing Co., Ine. 
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A. Strand & Co. 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 











STOW 
Flexible Shafts 


All types of flexible shaft as- 
semblies, all sizes. Flexible 
shafts for your customers’ own 
motors, with attachments. 





Jobbers are selling this equip- 
ment to their regular trade most 
advantageously. 


Write us for proposition with 
printed matter. 





Invented and Built by 


STOW MFG. COQ., Inc. 
Binghamton, N. Y. 








reer cet 


ROLLER 
BEARING 
HANGERS 


lubricated with 
Rollerine are best 





and cheapest. 


Royersford Fdry. & Mch. Co. 


Royersford, Pa. 








SELLS 








WeWant Jobbers 


WIZARD (Stick) Belt Dressing 


is sold exclusively through jobbers! 








Our system of advertising for our jobbers gets the orders. 
Sales guaranteed— Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 





—— —v 


arenes. 














High Grade Hose 
for Mills and Power Plants 


We manufacture a complete line of hose to meet every 
industrial need whether for steam, hot water, air, spray, 
acids or oil lines, and for fire protection. 


Quaker Hose is known everywhere for its strength of tube 
and the toughness of the sturdy outer cover. 
Write for full information 


Quaker City Rubber Co. 


Manufacturers of mechanical rubber goods 
Wissinoming, Philadelphia 


Branches: New York, Chicago, Pittsburgh, San Francisco 





Do meen emer 



































PORTABLE FLEXIBLE 
SHAFT MACHINES 
for Grinding—Polishing— 
Drilling —Buffing—Rotary 
Filing—Screw Driving — 

Nut Setting 


and hundreds of other useful 
operations. Several Sizes. 


Manufactured by 


N. A. STRAND & CO. 


Chicago 








— SKINNER Clamps 
| 
| | 
} ‘ 
| 
| | 
| ‘VINCENT ”’ the name that signifies good—_ | 
Huntington Emery Wheel Dressers and | 
' Cutters—Vincent-Carbo Emery Wheel  } 
' Dressers—Conical Emery Wheel Cut- | 
ters—Hardened High Speed Tool Bits. | 
i Sold through the distributors j 
= IF YOU DO NOT HAVE OUR CATALOG-—-WRITE US 
| THE VINCENT STEEL PROCESS CO. 
: Incorporated in 1909 
Chicago Office 2519 Bellevue Avenue New York Office 
| 25 S. Jefferson St. DETROIT, MICH. 41 Murray St. 
: i 
, 4 
| 
| THE CORRECT : 
| ° | 
Grinder and Buffer | 
This outfit is ideal for grinding tools, f 
preparing metal surfaces for welding, and j 
for countless other uses in machine shops, ; 
garages, repair shops, service stations, i 
blacksmith shops and wherever men work ' 
in metals | 





Our specialization in the production 
of small, high grade motors makes 








our 
prices 25 to 50 per cent t w the aver- 
ge. Your best investment of the year 
will be the purchase of a Marathon 


yu 
Grinder and Buffer. Write for Bulletin. 
We fully co-operate with mill 


pply houses 
upply houses 


MARATHON ELECTRIC 
MFG. CO. 
50 Island St., Wausau, Wis. 











s please mentior 
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TORCHES, BLOW VALVES, PUMP, RUBBER 
Clayton & Lambert Mfg. Co. The Cincinnati Rubber Mfg. Co 
Geo. W. Diener Mfg. Co The Diamond Rubber Co., Ine. 
Scandinavian Western Importing Co The B. F. Goodrich Rubbe r Co 


SH AF = 


»} 
In 


Jenkins Bros. 


P. Wall Mfg. Supply Co. J s ease : 
TORCHES, WELDING AND CUTTING ae Oem cree SCO cn) 
‘| il Brass Mfg. Co. VALVES, RADIATOR 
ul sander Millburn Co, Detroit Lubricator Co. 
\ ‘ thie TR ACK SYSTEMS, OVERHEAD 
SHAPERS, Wwoonw ORKING “nts Moore Hoist Corp, 
. Ma ( ichards -Wileox Mtg. Co. 


The Fairbanks Company 
Jenkins Bros 
rhe The Wm. Powell ‘oO. 
. To e or ‘ Walworth Company 
SHE AVE s, MANIL \ AND WIRE ROPE & Towne Mfg. Co. The >. 'T. Willtame Valve Co. 
The Hill Clut in Foundry Co TRACTORS, INDUSTRIAL 
‘he Yale & Towne Mfg. Co. VALVES, THROTTLE 
: TRAILERS, INDUSTRIAL Detroit Lubricator Co. 
SHOVELS, HAND hase Foundry & Mfe. Co. lenkins Bros. 
Shove & Tool Cr Th Yale & Towne Mfg. Co W: ie 4 ‘<~ ipany ies 
> eR Th me: 5. Villiams Talve C 
SHOVELS, POWER TRANSMISSION, VARIABLE SPEED se : ‘ 
bh eo . The Moore & ite Co. VISES, BENCH, WITH CL. 
SLERVES AND — eat re. ee. bases Pulley be Bonney Forge & Tool Works 
Mors Recor eg ba ag ‘ me ‘TRAPS, AIR AND SEDIMENT Luther Grinder Mfg. Co. 
SOLDE R, BAR AND WIRE he V. D. An ile » VISES, DRILL PRESS 
‘ee an ge eley Mueller, Inc. Yost Mfg. Co. 
Division Y Refining Co The Swartwout Company _ 
Peletiontos Metal Company : sn Scale VISES, MACHINISTS’ 
SPEED TRANSFORMERS oe ‘ TRAPS, RADIATOR Bonney Borge & aor Works 
The Hill Clut M ne & Foundry Co he Strong, ¢ arlisle & Hammond Co. Columbian Vise & Mfg. Co . 
teeves Pulle RN ee Hollands Mfg. Co. 
SPR WE RS, PAINT ee ae a Morgan Vise Company 
, ; :. vis Regul stor Co Parker Vises 
SP R or KE TS lates & Bias iter gg: od : Walworth Company 
‘ y ; Nason Ma nufacturing Co. Yost Mfg. Co. 
The Strong, Carlisle & Hammond Co. VISES, MILLING MACHINE 


Skinner Chuck Company 


scent ) 


The Me urt Con p 


The 


pari ‘ i s Valve Co. 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 

















ECONOMY THUMB SCREWS | ‘xy. %0:.-5; Prompt Deliveries 





round head machine screw, threaded up to the head 
The steel key is forced into the slot of the screw under 
pressure and can’t loosen. The result is an all-stee 
screw, with wide binding surface, standard threads 
and bright tumble finish. Pleases every mechanic j . ie 
who has had to work with old style cast and malleable | j : from Chicago makes it 
thumb screws. ' \ : 


© ARK 


Consolidated car service 


possible for us to give 


No delay in shipment. Complete stocks of all size s j i fo = Distributors prompt ser- 
Also made in brass and bronze. A good seller. Send a 
for Dealer’s Sample Outfit. 


ECONOMY SCREW CORPORATION 
Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron | MORGAN VI SE COMPANY 


and Brass Machine Screws, Brass Washers and Soldering Terminals. 108 North Jefferson St. CHICAGO, ILL. 


5215 Ravenswood Ave., Chicago, IIl. 


OEY 


vice in supplying their 
immediate needs. 


FREDERICK y | " . " i The No. 401 Champion 
ee 2 


. Steel Rivet Forge 
Diaphragm Pumps 


can be seen working on 99 out of every 

. 100 structural steel buildings being built 

Nita citar ac camminie line or Jai 3 . ib \ \ | in the United States today. The same 

PHRAGM Pl MPS of extra heavy ap Z3 . SS may be said of all railroads, bridge build- 

pes aaa Sn ne tit inane j "he se 5 S ers, boiler makers, tank builders, etc. 

( é : The No. 401 Forge has not only beer 

adopted by this class of trade in the 

United States, but also throughout the 
entire world. 


< t 
sewer 


Carried in stock by all the leading mill 
supply jobbers. 


Write for No. 52 catalog 


Champion Blower & Forge Co. 


Lancaster, Pa. 


The Frederick Iron & Steel Co. 


Frederick, Maryland 


ECLIPSE 


Wire Brushes for every 
- Pulley Covering Cement AN XS, r Heater or Boiler 
| tes SQUARE FEPT For iron, wood and steel pulleys. Easy to ry 


= 





"ECLEPSE" apply and gives pulleys a friction surface Boiler Tube Cleaners 
| 4 4 aoe. that) greatly inereases pulling power 


' eally Sectional and House Heating 
Pulley Covering Cement Packed in pint cans, a dozen to a carton ‘ 


Flue Brushes 
fee | ‘ Sold Through Distributors . , ‘ Wr f | q 
rr Iron (onck ast , ‘ aig or J rite for samples an 
W , ECLIPSE Specialties, including Bar, és aaa ‘ P ; 
tnd fasy Liquid and Hot Belt’ Dressing, Belt aay Se orcesterseuss prices on this economical and 
Puilev's (pnatie Cement and Wire Belt) Lacing are sold AND SCRAPER CO — : 
only through distributors, many of whom — efficient line 


FULLY WARRANTED stock them under their own labels. 
Ask for Prices 


Felipe Specialty Mia 


4 Ry 


—. . ’ RCE STER WORCESTER 
~~ =" Eclipse Specialty Mfg. Co. | S4QReSateeitetae’ BRUSH & SCRAPER CO. 


1515 Ravenswood Ave. Chicago, Il, 7 : i 450 Park Ave., Worcester, Mass. 





eee eee mee Y se mae rer A 


T’S easier, and more satisfactory all round to 

sell a complete line of valve specialties made 
by one good firm than a line drawn from a dozen 
different places. 





The design of Davis Valve Specialties is distinc- 
Write us for é tive; every item in the line is simple, effective, and 
“MBROWNIE NO2 catalog. ; proven by years of performance. 








MADE RIGHT PRICED RIGHT | Show the complete line in your catalogue, and 
CLAMPS—Unbreakable, Nickel Plated, Udylited, Plain. ; take full advantage of the established position 


Made of tough malleable iron with steel screws. of the Davis name 
TURNBUCKLES—Udylited, Plain, Strong and Durable, will 
stand a powerful strain. 


BROWNIE MFG. CO., Inc. : Fort Wayne, Indiana | THE G. M. DAVIS REGULATOR CO. 


408 Milwaukee Avenue, Chicago, Illinois 
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“We are using Arguto 
Bearings in counter- 
shaft hangers and they 
“We have had Ar- are entirely satisfactory” 


guto Bearings four- 
teen or fifteen 


years. Theyre Worth 
their weight in 
gold: 











LET 
“We have been using ARGUTO USERS 
Arguto Bearings TELL YOU 
for 20 years or Sand then prove. in your own 


more in much rey a ment they make. 
our machinery” 












Arguto’s initial cost is one tenth 
that of Bronze. Argutos give 
service for twenty years or more. 
Argutos need no oil —and no 
attention. 














Write today for information. 








“We are re-~ Learn how Arguto Oilless Bear- 
od ° ings keep up protection and 
ceiving splendid keep down production costs. 






service from 
every Arguto 
Bearing in our 
plant: 


ARGUTO OILLESS BEARING CO. 
Wayne Junction 
Philadelphia, Pa. 










OILLESS BEARINGS 
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HipE UNSIGHTLY EXPOSED 


BOLT ENDS 


A wonderful opportunity to hide unsightiy exposed bolt 
ends by the use of Ferry Patented Acorn Nuts has at- 
tracted the attention of engineers throughout the country. 
The neat, graceful appearance of these Acorn Nuts—their 


THE FERRY STEEL COVERED 
ACORN NUT 

The FerrySteel Covered Acorn Nut has 

the advantage of permitting painting, 

galvanizing, Parkerizing, Sherardizing, 

Cadmium-plating, Nickel-plating, 


ability to lend a finished appearance to the product—is 
as great as the cost is small. Ferry Patented Acorn Nuts 
are especially adapted to Chromium Plating and are sup- 
plied Chromium Plated at an exceedingly small extra cost. 


THE FERRY BRASS COVERED 
ACORN NUT 


The Ferry Brass Covered Acorn 
Nut is recommended where plating 
on brass is desired. It has the non- 
corrosive feature which is a strong 


C rw of Ferry Patented Acorn Nut, show 


burnishing, polishing and buffing. jing how steel hexagon nut fits snugly Jato shel? advantage. 


STEEL COVERED ACORN NUT 


Size: %" Across Flats No. 


Plain (For Piecing). 2. 
Burnished (For Plating). 

Burnished, Sherardized and Burnished. 
Burnished, Sherardized and Buffed. 
Burnished, Cadmium Plated and Buffed. 


Size: 4" Across Flats No. 
Plain (For Painting). 8. 
Burnished (For Plating). 9. 
Burnished, Sherardized and Burnished. 10. 
Burnished, Sherardized and Buffed. ll. 
Burnished, Cadmium Plated and Buffed. 12. Burnished, Cadmium Plated and Buffed. 

Burnished, Nickel Plated and Buffed. Burnished, Nickel Plated and Buffed. 13. Burnished, Nickel Plated and Buffed. 

D Polished, Sherardized and Buffed. -4. Polished, Sherardized and Buffed. 14-11. Polished, Sherardized and Buffed. 
-E Polished, Cadmium Plated and Buffed. -5. Polished, Cadmium Plated and Buffed. 14-12. Polished, Cadmium Plated and Buffed. 
-F Polished, Nickel Plated and Buffed. -6. Polished, Nickel Plated and Buffed. 14-13. Polished, Nickel Plated and Buffed. 


BRASS COVERED ACORN NUT 


%" Across Flats jo . 
Plain. 
is. Nickel Plated— Barrel Plate. 
20. Polished, Nickel Plated and Buffed. 
l 


Size: 154" Across Flats 
Plain (For Painting). 
Burnished (For Plating). 
Burnished, Sherardized and Burnished. 
Burnished, Sherardized and Buffed. 


No. Size: Size: Size: 14%" Across Flats 
H Plain. 
J Nickel Plated—Barrel Plate. 


K Polished, Nickel Plated and Buffed. 


%" Across Flats No. 

15. Plain. 
16. Nickel Plated—Barrel Plate. 

17. Polished, Nickel Plated and Buffed. 





it 





SIZE: 


TT | 
| 
SIZE x a 


4" Across SIZE: '%@" Acrése 
Flats Flats 


Across 





4, 56", 


TAPPED: 
/ ¢ TAPPED: %%, %" 
and 4" inclusive. 
USS and SAE 


thread. 





inclusive. 


USS and SAE 
thread. @ 








TAPPED to \" 5%" " 
USS or SAE 


Order by Number and Tapping—Samples and Prices on Request 


Write for Prices and Samples on our Ciromium Plated Acorn Nuts 


“If it’s a Ferry Product you can depend upon it”’ 


THE FERRY CAP & SET SCREW CO. x CLEVELAND, OHIO 





ESS SCREWS 








